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WEBSTER 


_..a fame you can 
depend on tor 


There's nothing like a satisf 
business. That's why F. S. We 
lars,"" so many long satist 
switching brands. 

And the reason is th 
Oo 


research, product development < 
the F. S. Webster Company has 
quality unmatched in the industry. 
It's why more and more dealers 
F.S. Webster products. They recognize tt 
in the name — F. S. Webster. 


Sell the profit line... sell 


WEBSTER 


CARBONS AND 
INKED RIBBONS 


F. S. WEBSTER Company, 13 Amherst Street, Cambridge 42, Mass 
Webster warehouses in New York « Chicago 
Pittsburgh « Philadelphia + San Francisco « Cambridge 





NO. 4 OF A SERIES 


showcase 











HASKELL STEEL FILES 
Full Cradle Suspension 


You can always count on extra value when 

you feature Haskell Files! It's Haskell 

extras that make selling easier for you. Haskell 
Files are designed for today’s modern office 
offering quality and beauty”® at 

modest cost. Haskell invites your comparison. 


*Wide choice of decorator colors 


























SHOWROOMS: New York * Chicago * Denver * Los Angeles * Philadelphia * St. Louis 
WAREHOUSES: New York * Chicago * Dallas * Denver * Los Angeles * St. Louis * Tacoma 


HASKELL, INC. ° P.O. BOX 5273 ° PITTSBURGH 6, PA. 
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Pen Dealers: Please Note! 


During your important back-to-school pen-selling season, you’ll 
be seeing Esterbrook ads that look very much like this one in 
more top magazines than ever before. Magazines like LIFE, LOOK, 
SATURDAY EVENING POST and LADIES’ HOME JOURNAL. 


They’ll be good ads. Hard-selling ads. We sincerely believe they 
will help you sell a lot of Esterbrook pens. 


They will feature the Esterbrook ‘‘101”’ and the Esterbrook 
Classic Fountain Pens. The ‘‘101,”’ priced right for back-to-school 
at $1.95 comes in squeeze-fill or cartridge-fill. The $2.95 Ester- 
brook Classic, the pen more teachers recommend to their students 
than any other, comes in convenient squeeze-fill. Both pens ac- 
cept Esterbrook’s famous 32 replaceable points. 


May we suggest that you check inventory? While you’re look- 


ing: How do you stand on other Esterbrook products? 


——aF 60 es OR 
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Other 

manufacturers 

sell to the \ - 
dealer... > 


We don’t think of our job as done when we simply 
sell to the dealer. We think it begins just about 
then. The ultimate goal for both of us is the con- 
sumer—not an overloaded stockroom for the dealer. 

That is why we believe—and always have believed 
—in working hard to have the hardest-working 
consumer advertising and promotion effort in the 
portable typewriter industry. 

Examples: our recent Lucky Number and Gift Cer- 
tificate promotions, which appeared over a 6-month 


Royal 

sells through 
the dealer. 
Read why: 





period and were announced with spreads in LIFE. 

On top of that we have always believed in keep- 
ing our products the highest in saleable features and 
quality. It’s a fact that the Royal Futura Portable 
Typewriter is still—and strongly—the most wanted 
portable in the business. 

And to top it off we believe in protecting dealer 
profit—through our special price maintenance pro- 
gram. Because there’s nobody in business who’s 
not there to make a profit. Right? ‘sunt tities 
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OA Press-Time News 


OA Announces Editorial 
Department Changes 


Walter S 


Lennartson, well-known editor of OFFICE APPLIANCES, has been 


named vice-president of OA, in charge of the development of new publishing 
services. He will continue to direct the editorial policies of OA, as editor-in- 


chief 

Walter has served as editor for the 
past 20 years, and has been a member 
of the editorial department for over 
35 years. A keen student of dealer 
operations he is a frequent lecturer 
to such groups as NSOEA NOMDA, 
NOFA, and WSA 

Robert E. Russell has joined the OA 
staff as executive editor. For the past 
15 years he has been in the business 
publication field, with American Lum- 
berman, Home, and Consulting Engi- 
neer magazines. Bob is well-known 
for studies of retail selling practices, 
particularly in the areas of point-of- 
sale display, store arrangement, and 
promotion. He has written and lec- 
tured widely on the subject 

C. O. Schlaver, OA 
editor, has been put in charge of de- 


managing 


veloping a new type of newsletter in 
the office equipment and supply field. 
He will continue in his present capac- 
ity while investigating this new serv- 
ice project 

Carroll Cihlar, OA associate editor, 
has been named office design and 
furnishings editor. In addition to 
other duties, he will devote major at- 
tention to this important aspect of 
the dealer's business. Carroll has au- 
thored the comprehensive articles on 
the subject that have appeared in re- 
cent issues of OA, and will continue 
to keep the industry aware of new de- 
velopments in the office design and 
furnishings area. 

This reassignment of editorial re- 
sponsibility permits OA to offer even 
broader, more comprehensive services 
to dealer readers, at an important pe- 
riod of growth and expansion within 


the industry 


Service Manager 

FRANK MADAMA has been named 
service manager for the Business 
Equipment Co., Cincinnati, Ohio. He 
was formerly service manager for the 
Dayton, Ohio office of the Remington 


Rand Corp 


OA-—6/61 


Lennartson 


Schlaver Cihlar 


Edgar B. Jessup, 


Ex-Manufacturer, 
Dies at Age 72 


Edgar B. Jessup, who three years 
ago merged his $40,000,000 Mar- 
chant Calculators, Inc., with Smith- 
died May 11 in San 


Francisco. He was 72 years old. 


Corona, Inc., 


Mr. Jessup retired at the end of 
1957 as president and general man- 


ager to become chairman of Marchant, 
which he had headed since 1933. He 
also had been president of Marchant 
Calculators, Ltd., of Canada and the 
Marchant Inter-American Co., and 
Marchant Research, Inc. 

Before 1933 Jessup had been with 
Monroe Calculating Machine Co., the 
Sundstrand Adding Machine Co. and 
the Underwood Elliott Fisher Co. 

Survivors include the widow, Mil- 
dred, and three daughters, Mrs. Vir- 
ginia Pearce, Mrs. Marian Eyman and 
Mrs. Beverly Bittner. 


New Sales Set-Ups 
For Esterbrook Co. 
In West, Mid-West 


The Esterbrook Pen Co. announces 
new sales set-ups for the western and 
midwestern states. 

The Charles R. Barry Co. San Fran- 
cisco, will handle the sale of all Ester- 
brook products to wholesale and re- 
tail customers in the western states. 
Sales to wholesale and retail customers 
in the mid-west states will be handled 
by Neil Short Associates, Chicago. 
Products include Esterbrook writing 
instruments and its Cushman & Deni- 
son Division’s line of felt tip mark- 
ing pens and office specialty items. 

“We are confident that these new 
sales arrangements will not only as- 
sure top customer service, but will also 
result in greater coverage for our en- 
tire line,” says Kenneth N. Mac- 
Donald, Esterbrook’s recently elected 
vice-president for marketing. 

“The Charles R. Barry Company 
has been selling the Cushman & Deni- 
son Division products in the western 
states since 1947. In the mid-west 
states, Neil Short Associates has been 
selling these products since 1946. 
Salesmen of both organizations are 
now fully trained in the sale of Ester- 
brook writing instruments.” 

The states in which the Charles R. 
Barry Company will sell the entire 
line of Esterbrook products are: Cali- 
fornia, Oregon, Washington, Nevada, 
Arizona, Montana, Texas (part), 
Wyoming, Utah, Colorado, New 
Mexico, Idaho, Alaska. Neil Short 
Associates will sell the entire line in 
Illinois, Wisconsin, Missouri, Iowa, 
Nebsaska, North Dakota, South Da- 
kota, Kansas and Minnesota. 


Burroughs Promotes 
Donald E. Young 


Donald E. Young, executive assist- 
ant to the president of Burroughs 
Corp., has been elected assistant vice 
president-general by the board of di- 
rectors and becomes an officer of the 
corporation. He joined Burroughs in 
1957 when the corporation acquired 
The Todd Co. 





OA Presstime News. . . Covtinued 


General Fireproofing Co. Makes 


Three Major Executive Promotions 


Three major executive promotions have been announced by the board of 
directors of The General Fireproofing Co., Youngstown, Ohio 


Donald W. 
McClure has been 
named first vice- 
president; John 
A. Saunders was 
promoted to the 
position of vice- 
president in 


sales: 


‘. charge of 
D. W. McClure 


Miller has been named to the newly- 


and Lawrence W. 


created office of vice-president of 
dealer sales. 

An employee of GF since 1926, 
McClure was formerly vice-president 
in charge of sales and moves up to 
the position formerly held by A. J. 
Ball, recently elected president. 

Saunders, succeeding McClure, was 
formerly manager of furniture sales 
and has also held the positions of 
manager of national account sales and 
sales manager, having joined GF in 
1934, 

Manager of dealer sales since 1951, 
Miller has been with GF since 1937. 


New Owners for Waterloo Firm 


After 25 years of owning and 
operating the Black Hawk Tpyewriter 
Co., Waterloo, Iowa, C. L. BAKER has 
sold it to NicK BALABON and 
DELBERT FLIEAR. 

The new owners own and manage 
the Balabon & Fliear Office Machines 
Co., 2829 Falls Ave., Waterloo, Iowa. 


Bob Kelly Promoted 


Robert E. Kelly, who has been 
serving as assistant manager of Kelly 
Co., Salt Lake City, recently had the 
word “Assistant’’ removed from his 
title. With the change goes additional 
responsibility in the management of 
this firm, which about two years ago 
moved into its present building, con- 
sisting of 61 floors, plus basement. 
The company has a full line of office 
supplies and office furniture, and a 
printing and ruling division. 


= 


tm. 


L. W. Miller J. A. Saunders 


Del Deming Heads 
New District 6, 
NSOEA Announces 


Del Deming of Farnham Station- 
ery & School Supply Co., Minneap- 
olis will head NSOEA’s new District 
This ap- 


pointment, made by the Association's 


6 as governor in 1961-62. 
executive committee, was announced 
during the recent District 8 conven- 
tion. 

As the result of a reorganization, 
which resulted in the merger of old 
Districts 6, 7 and 8, the new area in- 
cludes nine states—North and South 
Dakota, Nebraska, Kansas, Minne- 
sota, Iowa, Missouri, Wisconsin and 
Illinois 

Appointments made by Mr. Dem- 
ing include: 

Lieutenant representing 
old District 8: W. C. Buckner, presi- 
dent of Springfield Office Supply, 
Inc., Springfield, Mo 

Lieutenant representing 
old District 6: G. H. Busack, presi- 
dent of Tri-City Office Equipment 
Corp., West Bend, Wis. 

Lieutenant governor representing 
old District 7: T. Wayne Davis, vice- 
president and general manager, Lat- 
ta’s, Inc., Waterloo, Iowa 
Stan Taylor, Gaffaney’s 
Fargo, 


governor 


governor 


Secretary 
Office Specialties Co., Inc., 
N. D 

Treasurer-—W. W. Pershing, presi- 
dent, Ahern-Pershing Office Supply & 
Equipment Co., Des Moines, Iowa 


Fred C. Roscher 
Joins Bainbridge, 
Kimpton & Haupt 


Roscher of Scarsdale, N. Y. 
has joined the wholesale stationery 
firm of Bainbridge, Kimpton & 
Haupt, Inc. New York City, as sales 
and service manager. 

Active in the office supplies and 
commercial stationery business since 
1935, Roscher has been _president- 
owner of Fred C. Roscher, Inc., sta- 
tionery store located in Mt. Vernon, 
N. Y. This store was founded by his 
father. Fred recently sold the business 
and joined the Bainbridge organiza 


Fre d ( 


tion 


Wholesalers Division 
Two-Day Meet Planned 


The Blackstone Hotel, 
will be the site of the postponed an 
nual meeting of the Office Supplies 
Wholesalers Division of WSA on 
September 21-22. The two days will 
be taken up with speeches and round 
table discussions, ending with a din- 
ner meeting on Friday night on the 
eve of the opening of the NSOEA 


convention. 


Chicago, 


Cole Steel Hosts 
Caribbean Show 


Santo J. Vogel, vice-president of 
Cole Steel International, Inc., an 
nounced that the company’s third of 
fice equipment Caribbean Show was 
held at the Caribe Hilton Hotel in 
San Juan, Puerto Rico, April 26-28. 
Featured was Cole Steel’s new Futuric 
line and Puerto Rican officials were 
guests as well as residents from Chile 
and Caribbean area countries. 


Landsiedel Elevated 
By Remington Rand 


Henry C. Landsiedel has been ap 
pointed to the newly-created post of 
group vice-president of Remington 
Rand in charge of all operating divi 
sions except Univac computers. He 
will direct all activities of the com- 
pany's office machines, systems, port- 
able typewriter and electric 


divisions. 


shaver 
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PPORTUNITY 
NLIMITED!!! 
PPORTUNITY 
NLIMITED!!! 


PPORTUNITY 
NE LMITED 1 





—— EE cee 
DEALERS WANTED 


FOR NEW, PROFIT-PACKED 


TRANSFER-A-MATIC 


== es 
DEALERS WANTED 


FOR NEW, PROFIT-PACKED 


TRANSFER-A-MATIC 


the wise Several choice dealerships are now open for Transfer- 


the first truly automatic convenience copier with one step operation: 
insert the original al! by itself. This new office machine offers business so 
+ 


many new and unique features it's packed with potential profit. Preliminary 


market tests prove it's a winner. If you're the OZ a | | >) 
dealer we're looking for, we've got a profit 


WV 





story worth listening to, about a complete WE REPEAT 


a 


line of equipment and supplies. Like to hear 2) Za Al } >) 


i+ ~~ , at rinhkt 
it? The coupon at right will bring it. Fast! DIVISION OF GENERAL ANILINE & FILM CORPORATION 
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Complex problems seldom have simple solutions 
The politician's first and usually only cure for a pro 
gram lag is “Pour more money into the hopper.” To« 
der look at 


reaction 


often the businessman and the labor le 
foreign product competition with only on 
new or higher import duties 

An advocate of high tariffs is Ross D. Siragusa, 
chairman and president of the Admiral Corp. At a 
recent convention of the National Appliance & Ra 
dio-TV Dealers Association, Mr. Siragusa proposed 
that the U.S. set up “non-discriminatory luties on 
goods coming from ‘“‘cheap labor countries.’ Al 
though he believes the outlook for 1961 to b 
ing, he said, ‘The opportunity for our 
being curtailed by an erosive, undern 

the force of decay found in cheap lal 
competition.’ 

Mr. Siragusa observed that many for 
facturers ‘“‘are able to move into this 
only one reason—the competitive advantag 
labor.”’ The ‘“non-discriminatory”’ duties 
imposed to “raise the cost of these for 
to a level where American products can 
competitive.’ He did not define the t 
criminatory 

Advocates of “protective tariffs’ are also advocates 
of the ‘Buy American” policy. Joseph Ator, business 
writer for the Chicago Tribune, calls it the “Buy 
American” fallacy. He points out, ‘One of the prin 
cipal obstacles to American exports is the restrictions 
that other nations have placed on them, through tar 
iffs and quotas. Our state department can’t argue 
very convincingly for the removal of these barriers 
if we start erecting some of our own for the benefit 


Next Month 


The dealers of the nation have helped to produce 
the July issue of OFFICE APPLIANCES through 
their fine co-operation in a survey of current recruit 
ing, training and sales management practices. For the 


first time there is authentic data from the men who 


Office Appliances ine 1961 


Publisher . ... John A. Gilbert 
Assistant Publisher . Charles W. Gilbert 
Advertising Manager 7 Herbert L. Sime 
Manager, Marketing Services . Stanley Roy 
Production Manager ........ : Mary Haley 
Assistant Production Manager . Genevie Calomins 
Treasurer Richard M. Daugherty 


OFFICE APPLIANCES was founded by George H. Pat 


terson and developed through 34 years by Evan Johnson 


ESTABLISHED 1904: Succeeding and embodying Ameri 
can Stationer, New York, established 1873, the original 
trade journal serving the stationery field; Typewriter 
Trade Journal & Office Systems, New York, 1904; The 
Office, Franklinville, N.Y., 1904; The Office Appliance 


of American industries which complain that they 
can t meet foreign competition 

Such tactics are not only self-defeating in specific 
cases, they buck a world trend toward freer world 
trade. Trade between countries today is a higher level 
than it ever has been in history, even accounting for 
the inflated prices in which its total is reckoned. 

“The old rationale of free trade is still sound. If 
every nation does what it can do best and most cheap- 
ly, the whole world benefits by free exchange of 
goods. There are thousands of exceptions to this rule 
in the form of tariffs and quotas, but bit by bit they 
ure being relaxed. Any trend against this relaxation 
hurts us more than anyone else, because we are the 
biggest exporter 

As a final fillip Mr. Ator says, Frequently tariff 
protection will destroy more jobs in export industries 
than it saves in the protected domestic industry.” 

Narrowing the problem specifically to the office 
machine industry, Opposing views are expressed in 
articles in this issue on pages 30 to 34. Emerson E 
Mead, president of Smith-Corona Marchant, Inc., 
supports the protective tariff thesis. N. Gosta Arn- 
heim, president of Addo-X, Inc., 
for imported machines. Each offers cogent arguments 


presents the case 


in a logical manner. Thoughtful reading of their 
discussions of a significant industry problem is 


strongly urged 


Edit © 


hire and train regarding their practices. In addition 
next month’s OA will provide a dealer experience 
story in cash register selling and more information 
mn the role of design in office furnishings merchan- 


dising 


Journal, Chicago, 1905; Business Equipment Journal 


Chicago, 1908; Office Outfitter, Chicago, 1908; the orig- 
inal National Stationer, New York, 1909 


ADVERTISING REPRESENTATIVES: New York City 
Wallace W. Fisher, District Manager: George W. Lar- 
rouse, 100 E. 42nd St., New York 17, N. Y. Phone 
MUrrary Hill 2-2373 


Chicago: Herbert L. Sime, Vice-President, and Jack M 
McDonald, 600 W. Jackson Blvd., Chicago, Ill. Phone 
DEarborn 2-3206 


Los Angeles: A. O. ‘‘Beau’’ Dillenbeck, Jr., Tom Galavan 
Dick Hatfield and Ray Kittle, Dillenbeck-Galavan, Inc 
266 S. Alexandria Ave., Los Angeles 4, Calif. Phone 
DUnkirk 5-3991 
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How fast are your deliveries after the truck stops ? 


kswagen w 1 give you a hand. 
Our double side doors give you a 


J0rwa Imocst 4 feet { 
doorway aimost 4 teet wide. 


Right in the middle of the truck 

You get almost everything from the 
sidewalk 

You get five doors (5) as standard 
equipment on the VW. If you want an 
extra set of double doors on the far 
side, it's only $85* more. And you'll 
never be blocked from unloading 

The Frank Pitcher Company uses a 
VW as a business machine showroom for 


sales in the Paterson, New Jersey, area. 

The VW's doors take filing cabinets 

and full desks. Mr. Pitcher brings cus- 

tomers right inside to demonstrate every- 
thing from typewriters to calculators. 

Do you have tough deliveries to make ? 

With bulky orders? No room to 

unload? And no Volkswagen? 

Solve one of these prob- 

lems and you'll solve them all. 
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RECEIVING RECORD or DELIVERY RECEIPT FF Ser dot O 


Phone Number 4 _— 
© FIRM NAME ‘ STRAIGHT BAL 


DESCRIPTION OF YOUR PRODUCTS 


Street Address City & State am. 


" 
—"PECTIVED. suniact te tea Classivications Ane Tanirs im E7VEC) On Ted ball OF THE ODE OF Te OL OF Le 

















Permanent post office address of 


Receiving Record or Delivery Receipt — hos Nc gee Straight Bil 
(Form S8RR or 5801) a . (Form 1 





























ROYAL gives you Quality-Printed Forms 
for Every Business Need! 


Last year, our industry racked up a record $450 million worth of sales — $25 million more 
than 1959. Experts estimate that this year’s business will rise another $20 million. 


Royal Dealers are in the best position of all to take the lion's share of this fabulous business 
increase. Why? Because Royal gives you America’s most wanted forms — a complete line of 
All Purpose Cash and Charge Forms, Purchase Forms, Receiving Record and Delivery Receipts, 
Bills of Lading, Special Forms for Cleaners and Dyers, Automotive Dealers, Druggists, Motel 
Operators, many others! 


PLUS THE FASTEST DELIVERY SERVICE IN THE INDUSTRY — 7 to 14 Days on 
Standard Forms — 21 Days on Custom Forms 
PLUS 40% SAVINGS VIA ROYAL'S SPECIAL EXPRESS RATES 


DEALER'S ADDRESS WEIGHT REG. EXPRESS ROYAL RATES 
NEW YORK, N. Y. 75 Ibs. $3.97 $2.44 
DETROIT, MICH. 75 Ibs. 6.21 3.84 
ATLANTA, GA. 75 Ibs. 7.21 4.36 
ST. LOUIS, MO. 75 Ibs. 7.55 4.54 




















Write today for Special Dealer e@e BUSINESS 
ran Raga eo 134 O>) O- OW re). ml cer 


Address Dept. 3 for fastest 


response. NASHUA, NEW HAMPSHIRE 
FORMERLY ROYAL REGISTER COMPANY 
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ENNIS MAN 


BRINGS YOU 


the most complete line of modern 
business forms, carbons and ribbons in 
the nation .. ready to help you 

profit more from this growing market, 
geared to help you sell. Ennis . . the 
line that’s sold through dealers; your 


supplier, never your competitor. 


Write for catalog 
and complete information 


BUSINESS 
FORMS, INC. 


Factories: ENNIS, TEX. © CHATHAM, VA. « PASO ROBLES, CALIF. 
Warehouses: BIRMINGHAM * HOUSTON « ST. LOUIS 


Snap-A-Part Unit Sets 

Registers and Register Forms 

Continuous Tabulating Forms 

Tab-Flex Continuous Forms—Tab Cards 
Salesbooks—Manifold Books 

Guest Checks—Tags—Carbons and Ribbons 
Index Cards—File Folders—Legal Pads 


Letiers 


iNviled | themselves brief- 

subject related to the office equip- 

é and upply NauSIVY Addres s: Letters 

Editor, OFFICE APPLIANCES, 600 W. Jack- 
Blvd., Chicago 6, Il 


Changing Office Machine Market 


Dear Editor: 

It is high time that U.S. manufacturers and em- 
ployees both realize that trade competition is world 
wide, and if we are going to compete, we should 
once again make the label Made in U.S.A.” mean 
quality, durability and true value, and not just 
flashy” and designed with planned obsolescence in 
nd 

Also, manufacturers had better take a good long 
look at their sales and promotion practices, as well 
is the type of dealer relationships maintained. If 
business and industry will not maintain ethical stand- 
rds of operation in every facet of their business, we 
are in a process that can lead to nothing but eventual 
decay, both as a nation and as a people 

NORM SCHWICHTENBERG 


Dear Editor 

An office machine dealer, also home portable type- 
writer and portable adding machine dealer, is en- 
titled to profits, as anyone else is. Why must the 
manutacturers use our equipment as promotion mate- 
rial for grocery, department, drug, etc., stores? A 
dealer in strictly portable typewriters, used machines 
ind adding machines and one who is entirely de- 
pendent upon drop-in trade, and is without a good 
import machine whose distributors insist on price 
maintenance, has died out and shall continue to die. 

Fortunately, we have the facilities to fluctuate with 
these trends by being product diversification con- 
scious 

Wouldn’t it be wonderful if office machine dealers 
could advertise groceries at give-away prices and have 
it work? Unfortunately, to turn the picture would 
be most difficult and nearly impossible to make 
successful. We're happy, however, but could be made 
even happier, if 

SiG SCHREYER 

Schreyer’s, Inc., 
Business Machines & Supplies 
Salt Lake City, Utah 


Dear Editor: 

Due to the fact that manufacturers sell machines 
to discount houses, department stores and other price 
cutters, we have decided not to stock any models of 
machines that are also sold through discount and 
cut rate outfits. Our big gripe is that in this town of 
35,000 people we have 18 outlets selling portable 


typewriters, dealer model adding and cash register- 
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ing machines . and out of the lot, only four who 
have service departments. Manufacturers, in their 


anxiety to get business, have thrown caution to the h ENNIS MAN 
winds and sell anyone who will give them an order t e 
Rocky JONES 
Machines 


LEAVES YOU 


Dear Editos with new merchandising ideas and sales 


It you eg dealer) can aay make a tair profit on tips, a new kind of service. He keeps 
what you do or sell, take the day off and go fishing : ; 
Kes rhe you supplied with every needed form, 

Let the dealer do the job who will have the resources 
to stand behind his product and his work because from the everyday to the most 


he, in the end, will have the account and make the complex and modern .. for the smallest 


sal or largest job. Ennis . . the line that’s 

ARNOLD L. FEARS , 

ene sae sold through dealers; your supplier, 

ress Machi never your competitor. 
Pascage i, Miss 


Write for catalog 
<a ; and complete information 
Schools offer a big and necessary market. Why give 
typewriters away at such ridiculous and inconsistent Snap-A-Part Unit Sets 
ly low (no profit) prices? Registers and Register Forms 
[ypewriter selling is a specialty field, not like Continuous Tabulating Forms 
Tab-Flex Continuous Forms—Tab Cards 
Salesbooks—Manifold Books 
Guest Checks—Tags—Carbons and Ribbons 
Index Cards—File Folders—Legal Pads 


selling popcorn. So let's take this specialty item out 


of the 5 and 10 and corner drug store and discount 


house. Sell it, not give it away—and be proud of our 
profession 


HERBERT C. TOUSSAINT 


Dear Editor 
For quite some time the purchaser has had _ the 
upper hand becaus« pressure from above and fear 
of job loss have caused ridiculous price quotations 
Could we possibly play “IBM” for a while and en 
courage sale by quality over price? 
CHARLES CREEVEY 
Office M 
I 


Dx af Editor 

The industry (office machines) has got to be 
come more ‘‘profit conscious’ and less ‘volume con 
scious’ Of we are going to create an uncontrollable 
service problem and deterioration in every phase of 


our industry 


W. EMARINI 


Dear Editor Factories: 
A tax on foreign machines is badly needed to he Ip ENNIS, TEX. © CHATHAM, VA. © PASO ROBLES, CALIF. 
our own manufacturers combat their (foreign) lower Warehouses: 
labor costs BIRMINGHAM ¢ HOUSTON « ST. LOUIS 
WAYNE HALI 
Idaho Typewr 


pecan Ennis 
These ommen received in connection with FORMS ° INC. 


r were 
ie ‘i ; ' 
our survey of the changing office machine market 


For additional views see pages 22-29. 
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NEW STENOTAPE 711 


New Transistorized self-powered portable Dictator 
Transcriber. Complete with carrying case. $199.95 plus FET 


This is the machine businessmen on the move 
have been waiting for. You’ve a ready-made 
market among: salesmen, professionals, field- 
men, reporters, branch-office set ups. Dictate 
anything: correspondence, conferences, meetings, 
interviews, on-the-spot reports. Dictate anywhere. 
_— : . ; Sta 3 3e.'.2 ee > Gis - 


= 5 n 
pad tht: : os ee See A st. ah. 





NEW STENOTAPE 3/10 


New 3 speed/10 hour Dictation Machine with 
Remote Microphone Dictation and Remote Tran- 
scription Control. $249.95 plus FET 


Dictate 10 hours of conference minutes—pick up 
voices 30 feet away. For correspondence, meet- 
ings, sales training programs, audio-visual pres- 
entation, medical audio digest tapes, language 
labs, personal entertainment. Three standard 
speeds with true High-Fidelity sound. 


THE STEN(Q)TAPE LINE OF TAPE BUSINESS COMMUNICATIONS 
MACHINES CAN MAKE YOUR NEXT SALES CALL PAY OFF! 


STENOTAPE 256 


Standard Office/School/Home Dictator and Tran- 
scriber. $179.95 Fri 


Simple to operate, simple to sell! A lightweight 
and compact machine perfect for office use as 
well as schools, language labs, home entertain- 
ment, medical audio digest tapes and training 
programs. Standard and optional accessories 
tailor the 256 to any dictating situation. 


~_* 
so ‘ 


DS Fn? = S95 ogee fee > ft 


ae ee «Fa 


ALL STENQ TAPE MACHINES ARE 
FULLY GUARANTEED FOR ONE YEAR 


REACH THE TOTAL BUSINESS AND SCHOOL 
COMMUNICATIONS MARKET WITH THE 
NEW COMPATIBLE STENOTAPE LINE! 


mp 


NEW REMOTE-TAPE 


Wireless Remote Recording/Transcription System. 


The only remote recording/transcription system 
on the market. For mobile dictation, automatic 
telephone recording, inventory control, shipping 
orders, law enforcement and traffic control, med- 
ical and insurance reporting, inspection and re- 
port work, sports coaching , scouting, classroom 
lectures, and many other applications. 


eee a nn ees 


AMERICAN GELOSO ELECTRONICS, INC. Dept. 303 
251 Park Avenue South 
New York 10, New York 


In Canada: CANADIAN GELOSO ELECTRONICS, LTD. 


700 Weston Road, Toronto 9, Ontario 


| am interested in a StenOtape Franchise Dealership. Please 
send the complete story. 


Name.. 


lee tie: is Tae So Tagen FEES i Eg bats hak 


‘ 


Company.... 


Address..... ‘hone Telephone... 


SEE IT ALL—BOOTH 59 AT THE NOMDA SHOW 


City.... 4 4 wae a ns tam awsia 
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GUIDE-O-FOLDER 

with adjustable metal tabs, al 
ways maintains a vertical position 
Cannot sag because THEY HANG 


The increased filing and finding 


speed achieved with Guide-O-folder 


is easily demonstrated for fast, profitable 


sales 











DISPLAY Guide-O-folder in your store window 
and just watch how traffic perks up during the 
mid-year period. Be sure you have the entire 
GUSSCO’ line featured at the filing supply sec- 


tion inside the store. 


DEMONSTRATE to your prospects the savings 
in time and space effected in changing over to 
Guide-O-folder, plus the advantages gained in 
using Guide-O-file for instantly available data, 
and Guide-O-tray for maximum desk efficiency. 
Now DELIGHT your customers (and your cash 
register) with the one-stop shopping line that 
includes a complete assortment of ‘GUSSCO’ file 


folders, guides and index cards 


D days are dollar days with ‘'GUSSCO’ in the win- 


dow, in the store, and in your customers’ offices 


Prime b 





NEW! CATALOG 22 fully illustrat 
full line of filing supplies and equipment including a number 
of new products. Send for your free copy today 





Feature ‘‘TRANSFILE’’" 
in the popular GRAY 
finish 


in your window and store display 
for spontaneous customer interest 
and ACTION. Serves as a 
visual reminder that now is a good 
time to consolidate office records. 

- Creates ‘eye appeal’. ““TRANS- 
FILE” fibre board files match the 
new look of today’s modern office. 

- Demonstrates a savings in 
SPACE, TIME and COST that can 
be seen for itself. A display of 
compactly stacked “TRANSFILES’’ 
featuring its low, low price will 
stop traffic and start sales. Note: 
“TRANSFILE” files can be stacked 
as high and wide as desired. The 
patented interlock feature welds 
them into staunch batteries. With 
all the weight of the drawer and 
contents supported on steel, the 
drawer movement is surprisingly 
easy. 3 Styles and 13 Sizes. Also 
available in traditional green, of 
course. 


System & Supply Co, x, 


WEST COAST REPRESENTATIVE — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CALIF. 
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OA Editorial 


Prices... Discounts... 
Competition 


Setting prices should be more of a science and less of an art. In most mer- 
chandising fields, and certainly in the office equipment and supply industry, 
determining a price is an emotional response stimulated by a belief that a com- 
petitor is already offering a low price which must be met or bettered. Scientific 


pricing, requiring knowledge of all the factors involved, is avoided 


because it is “too much work.” Instead, most dealers yield to the pressures of 
customers, competitors, and even their own salesmen and set prices at almost 
any level just to make a sale. Thus the process becomes guesswork—neither 
scientific nor artistic. 

It is much easier to take a manufacturers’ list price and sell merchandise 
at a certain percentage from list rather than to figure cost plus overhead plus 
net profit desired. Too often the unhappy result is to fall into the habit of 
selling price or discount instead of product function. List prices keep climb- 
ing higher so as to permit longer discounts so that dealers can sell bigger dis- 
counts to their customers. 

By training customers to become discount conscious, office equipment and 
supply dealers have paved the way for entrance of the discount house into the 
field. Through the mails or other channels of promotion the general discount 
houses take advantage of the belief that nobody “buys retail’’ except as a last 
resort. 

Over a period of a year many “wholesale” catalogs featuring oftice equip- 
ment and supplies reach our office. We are on mailing lists as possible con- 
sumer purchasers. One catalog carries the w ords, ‘A quantity of these catalogs, 
sufficient to allow you to distribute a copy to each of your office managers and 
department heads, will be sent on request.” Practically every office supply 
item is priced at 40% discount from manufacturer's list. 

The cover of another ‘wholesale’ catalog reads, “We are one of New 
York's leading discount houses! Last year our organization sold more than 
25 million dollars worth of merchandise.’ None of that merchandise was 
channeled through office equipment and supply dealers. 

Unfortunately, examples of this kind of ‘wholesale’ Operation are al- 
most legion. Stemming from this circumstance comes the query, ‘Can anything 
be done about it?” With reference to office machines, some dealers have done 
something. In the special feature, “The Changing Market for Office Machine 
Dealers,” Rocky Jones, well known in the office machines industry and cur- 
rently proprietor of Rocky Jones Business Machines, Sarasota, Fla., says, ‘Due 
to the fact that manufacturers sell machines to discount houses. department 
stores and other price cutters, we have decided not to stock any models of ma- 
chines that are sold through discount and cut-rate outfits 

Whether Mr. Jones’ action is broadly applicable may be questioned. Yet, 
much evidence has been adduced that dealers in our industry who have avoided 
handling of price “football” products except as accommodation items have 


found it a way to profitable Operation 
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IF ALL SHEET PROTECTORS ARE ALIKE, WHY DO MORE AND MORE DEALERS 


AND CONSUMERS NOW DEMAND km PROTECTORS! 


PLYEX is K-M’s registered trade mark for its exclusive 4-ply reinforced protectors 
proved 35% stronger. Available in Acetate and Mylar AT NO INCREASE IN PRICE! 


Kingsbacher-Murphy Company, 9830 Bellanca Avenue, Los Angeles 45, California 
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OA Survey 


Changing Market 


for Office Machine Dealers 


80% sell at least some imported machines 


New lines sought for profitable volume 


Manufacturers’ sales policies questioned 
P q 
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T oday’s office machine dealer more likely than 
not is selling imports as well as machines 
made in U.S.A. This same dealer is turning to 
adding machines, cash registers, photocopy ma- 
chines and dictating machines to attain a profit- 
able volume augmenting conventional selling of 
typewriters. Carbons and ribbons are helping to 
brighten the profit picture. Demonstration selling 
is a most important factor in selling. 

These and other facts are revealed in a pains- 
taking survey of the changing office machines mar- 
ket made especially for this issue by OFFICE AP- 
PLIANCES. It is a survey which brought a whop- 


ping 33 1/3% return from the random sampling 


made in each of the 50 states and a survey which 
found the dealers expressing themselves freely 
regarding what they believe are injustices preva- 
lent m the manufacturers’ policies. 
Dealers were queried in order to gain authentic 
answers to questions like these: 
—What percentage of dealers sell imported ma- 
chines ? 
-What products bring a profitable volume for 
the dealer? 
What types of promotion are used effective- 
ly 2 
Is manufacturers’ help on sales aids deemed 
adequate 4 
What sales aids are found most beneficial ? 
The imports vs. U.S. machines debate rages and 
dealers spoke out strongly regarding their indi- 


vidual preferences on source of supply, a subject 
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by CLARENCE O. SCHLAVER 
managing editor 


which is covered pro and con in this issue (pages 
30-34). 

Eighty per cent of the dealers told us they sell 
imported machines in varying quantities. The 
others hew to the line strictly on machines made 
in this country. The breakdown of percentages 
in this respect is interesting: 

18% sell U.S. machines exclusively. 

19% sell 90% or more of U.S. machines, leav- 
ing only 10% or less for imports. 

33% sell from 50 to 89% U.S. machines and 
11% to 50% of imports. 

30% sell less than 50% of U.S. machines and 
more than half of imports. 

Why do they sell foreign machines in prefer- 
ence to those made in this nation? The answers 
vary but the dominant reasons given are: a) For- 
eign machines are of better quality and need 
fewer service calls; b) the foreign manufacturers 
hew to the price line and do not allow discount- 
ing; c) foreign machines are given to the dealers 
on an exclusive basis and not sold in nearby drug 
stores, department stores, etc. 

In contrast many dealers express resentment 
against the flood of imports, saying that they are 
bringing unemployment to the nation and should 
be regulated by tariff duties. These same dealers 
blame the government for non-protection against 
what they term “cheap labor” abroad. 

We were anxious to discover whether today’s 
office machines dealer is a merchandiser of more 
than typewriters and the answer appears to be an 





Changing Market . . . continued 


Imports Vs. U.S. Machines 


What office machine dealers say about their current product sources: 


On Products 


Do you sell imported machines? 
80% — Yes 
20% — No 


On Volume Of Import Sales 


What percentage of your volume comes from U.S. 
Imports? 


18% 
19% 


Sell U.S. machines exclusively 


Sell (90% or more U.S. machines 
/10% or less imports 


Sell (50% -89% U.S. machines 
/11%-50% imports 


33% 


\ Less than 50% U.S. machines 
)More than 50% imports 


30% — Sell 


emphatic “yes.” In fact 96% of the dealers queried profitable promotion, both from their standpoint and 


said they realized a profitable volume in adding ma 
chines while only 4% said “no” to this question. Nat- 
urally, typewriters of the portable, standard and elec- 
tric variety are still providing a bulk of profitable 
volume but the number saying that they can find no such 
pecuniary return in portable typewriters crept up closé 
to 19%. 

Where do they turn for profitable volume? 

Some 54% of the dealers say they find it in dictating 
machines, 48% in photocopy machines. Also mentioned 
are calculators, duplicating machines, checkwriters. cash 
registers, addressing machines, bookkeeping machines, 
automatic typewriters and punched tape machines 

(The editor in personal visits to the field has dis 
covered an awakening interest in cash registers as 
profit maker and this subject will be discussed in the 
July issue). 

Many dealers in the past were not interested in sell 
ing carbons and ribbons but the situation is changing 
fast. Some 92% of the dealers responding to our survey 
said they realize a profitable volume in the sales of thes« 
supplies. 

Likewise, the maintenance of a service department 
is a profitable venture for 86° of the dealers in contrast 
to the 14% finding such a department of no help 

Office machine dealers are concerned, naturally, with 


that of the manufacturer. Strangely enough, OFFIC! 
APPLIANCES discovered that promotion is not over 
whelmingly of a seasonable nature. Of the surveyed 
dealers reporting, 42% said that their promotion 1s 
keyed to certain times of the year and calendar events 
whereas 58° said it is not 

If seasonal, what occasions are stressed? In answer 
to this question, dealers stressed four occasions—grad- 
uation, back-to-school, Christmas and tax season. Add 
ing machines, particularly, are being emphasized as an 
aid for that time of the year when a reckoning with 
Uncle Sam is at hand 

Queried regarding what types of manufacturers’ helps 
they use, 83% of the dealers said they use window 
cards, 72% utilize newspaper ad mats, 64% direct and 
10°% co-operative advertising Naturally, the total is 
more than 100° because dealers often use more than 
one sales help 

Dealers are versatile in their promotion and most of 
them, 92° to be exact, use window displays. Backing 
up the window attention-getters are newspaper ads 
placed by 80° of the dealers, and in-store display used 
xy 71% in merchandising. Direct mail use runs high, 
utilized by 71% 

Despite their stress on discount competition as 
profit deterrent, the dealers do not rate price as the 
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Profitable Volume Sources 


On Profits For Various Products 


Do you realize a profitable volume in sale of: 


Portable typewriters 
Standard typewriters 


Electric typewriters 
Adding machines 


Photocopy machines 


Dictating machines 


Yes No 


81% 19% 
95% 5% 
88% 
96% 4% 
48% 


54% 46% 


Also mentioned: Calculators, duplicating machines, checkwriters, cash registers, 
addressing machines, bookkeeping machines, automatic typewriters, punched tape 


machines 


Do you realize a profitable volume: 


Carbons & ribbons 


From service dept. 


most important factor in influencing sale of office ma- 
chines. Demonstration selling is given top billing with 
i6% of the dealers saying it is most important, 44% 
rating it second, 10% third and none as of least im- 
portance 

Usefulness of product is stressed as being next to 
demonstration selling as a means of influencing pur- 
chase. A total of 36% of the dealers gave this sale 
factor first rank and 30% listed it second compared to 
the 14% rating it third and 20% fourth. 

Brand names were rated No. 1 by 20% of the dealers 
whereas 24% found it of least importance. 

Price was found to be uppermost in significance for 
only 3% of the dealers while a whopping 54% rated 
it of least importance 

While they were critical in their comments regarding 
sale practices, the majority of dealers declared that they 
felt that the manufacturer is giving effective help in 
promotion. To such an inquiry, 58% stated that the 
manufacturer is providing sufficient promotion aids, 
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Yes No 


92% 8% 
86% 14% 


26% replied “no,” and 16% said ‘‘some.” 

Shining like a beacon in the OA survey was the 
dealers’ awareness that their sources of supply are 
changing as well as their breadth of products merchan- 
dised at a profit. Typewriters are still a “bread and 
butter’’ item for the majority of office machine dealers 
but they are not content to sell this office necessity alone. 

Into the picture, often with specialization in both 
selling, servicing and promotion, have arrived other 
machines for copying and duplicating, as well as new 
types of calculators, cash registers, check writers, etc 

Thus the dealer secks to improve his selling and prof- 
it status, lifting himself by his own bootstraps of initia- 
tive 

Dealers participating in the OA survey were asked 
to speak freely if they wished to get something “off 
their chests’ in regard to the office machine business. 

They did speak freely and are being quoted here 
and in the “letters department (pages 14 and 15). 

For example there's George R. Reetz of Reetz 





Changing Market . continued 


On Seasonal Aspects Of Selling: 


Is your office machine promotion seasonal ? 


Yes — 42% 
No — 58% 


If seasonal, what occasions are stressed ? 


Graduations — 50% 
Back-to-school — 59% 
Christmas — 59% 
Tax Season — 37% 


, 
edter electing 
n for special emphas: 


On Promotion Aids: 


What type promotion do you use? 


92% — Window display 
71% — In-store display 


80% — Newspaper ads 
11% — Television 

38% — Radio 

71% — Direct mail 


Other types of promotion mentioned: classified 
telep/ one book, ¢ INVASSINZ, TE terval door prize 





Manufacturers’ Help 


On Effectiveness of Manufacturers’ Promotion Help 


Do you feel that the manufacturer is giving you 
effective help in promotion? 


58% — Yes 
26% — No 
16% — Some 


On Manufacturers’ Sales Aids 


What types of manufacturers’ helps do you use? 


83% 
72% 
64% 
46% 


Window cards 
Newspaper ad mats 
Direct mail 


Co-op advertising 


Total over 100% due to dealers using more than 
ne manufacturer's sales help 


Typewriter Shop, McKeesport, Pa., who comments, 
It's about time that the dealer stands on his own two 
feet and operates in a profitable manner . . . If we are 
business men, let’s straighten out the mess by refus- 
ing to operate as stooges to the manufacturer. Let's 
tell him how we are going to operate and start doing 
things as they should be done in order to operate a 
profitable business 

Wrath in general appears to be vented toward the 
department stores and discount houses selling port- 
ible typewriters but not maintaining service depart- 
ments 

In this connection Rocky Jones, operating Rocky 
Jones Business Machines in Sarasota, Fla. and well 
known to the industry through his operation of a 
school for servicemen, and his sales connections in 
the past with several manufacturers, says: 

Due to the fact that manufacturers sell machines 
to discount houses, department stores and other price 
cutters, we have decided not to stock any models of 
machines that are also sold through discount and cut 
rate outfits. Our big gripe is that in this town of 
35,000 people, we have 18 outlets selling portable 
typewriters, dealer model adding and cash registering 
machines—including two dscount houses, two depart- 
ment stores, one wholesale outfit, drug stores and 
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auto supply houses. Out of the lot, only four have 
service departments. Manufacturers, in their anxiety 
to get business, have thrown caution to the winds 
and sell anyone who will give them an order.” 

Department stores and discount houses in Syra- 
cuse, N.Y., according to one office machine dealer, 
are selling portables as low as 5% above cost. 

Earl Rowland, operating Rowland’s Typewriter 
Co. in Phoenix, Ariz., asserts: 

“Many of the brands we have sold for years are 
being sold to discount houses who put them out over 
the counter for a $5.00 bill. We cannot maintain a 
service department and sales department on this kind 
of profit. Yet, we cannot sell machines on the same 
basis as discounters because a customer buying from a 
store with a service department will insist on bring- 
ing the typewriter back for service, while if he 
bought it from a discount operation he would not 
expect the same service.” 

Rowland concludes, “The real fault is with the 
manufacturer who sets up this kind of a dealership, 
and his product will eventually suffer. After all, dis- 
count houses do not generate sales, they just sell for 
less to someone who has already been sold on the 
need for a machine. After a little of this, legitimate 
typewriter dealer quits trying to promote the sale of 
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continued 


Changing Market 


On Factors That Influence Sale Of Office Machines 


Most 


Important 


Brand Name 20% 
Price 3% 
46% 
36% 


Demonstrations 


Product Usefulness 


machines merchandised in discount houses 

“The American office machine manufacturers 
themselves have torn down what it had taken them 
years to build—product prestige,’ says Walter F 
Phillips, Sr. of Phillips Equipment Co., Harrisburg, 
Pa. ‘They have done this by offering machines to de- 
partment and discount stores, machines which are 
sold ‘cheap.’ They have branded their product as 
‘cheap’ and as a result have lost customer acceptance 
as a prestige product.” 

Veda Costello of Mid-Columbia Typewriter Co., 
The Dalles, Ore., pleads, “Please, let's get office ma 
chines back into the hands of office machine dealers 
We have to service them anyway, so why not let us 
rather than cut-rate drug and auto parts dealers sell 
them. At the very least, why can’t the manufacturers 
settle on a price and hold it for once?” 


Tells Dealers to be ‘Choosey’ 


Wilbur E. Walker of Wichita, Kan., former presi 
dent of NOMDA, divides his comments into three 
parts: 

1. Dealers should only “take orders” for brands of 
office machines found in discount houses. They 
should advertise, promote, demonstrate and push 
brands and models NOT found in discount outlets 
Dealers should work up business that will benefit 
them in the future and NOT work up business for 
parasites. Almost every office machine sold in a dis 
count house has been presold by a dealer somewhere 

2. Manufacturers and suppliers should accord deal- 
ers 2% discount for 10-day payment or 2% EOM 
Dealers who pay promptly should not be expected to 
carry the burden of slow dealers who take months or 
years, and sometimes never pay for machines, et 
Manufacturers and suppliers who give cash discounts 
I am sure feel it is good for them and does not cost 
them anything in the long run. 

3. When dealers have new products and additional 
products opened to them from reputable manufac- 
turers, why do the dealers have to enter a race to se« 
who can cut the price the most first? This type of op 
eration discourages many manufacturers from open 
ing lines to dealers in general. 
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Second Third Least 
Important Important Important 


20% 36% 24% 

7% 36% 54% 
44% 10% 0% 
30% 14% 20% 


Bob Hickman, Hickman Office Equipment Co., De- 
Kalb, Ill., takes up the cudgel against other office 
mac hine outlets. asserting: 

I believe that if given a fair chance legitimate 
dealers can produce a satisfactory volume for the 
manufacturer. I am sick and tired of competition 
from outlets who know nothing about the product 
they are selling and who have no service facilities. 

In this same connection, Sig Schreyer of Schreyer’s, 
Inc., Salt Lake City, Utah, asks, “Why must the man- 
ufacturer use our equipment as promotion material 
‘ W ould- 


n't t be wonderful if office machine dealers could ad- 


for grocery, department, drug, etc. stores? . 
vertise groceries at give-away prices and have it 
work ? 

Charles “Chuck” Lee of Lee’s Office Supply, Fort 
Collinsfi Colo. is of the opinion that “‘all of the do- 
mestic companies with the single exception of Under- 
wood have tried to outscramble each other with vol- 
ume sales and without regard to price, service fran- 
chises, etc. The only distributors who have any sense 
of responsibility to the dealer are in our opinion the 
Underwood Corp. and Inter-Continental Trading 
Corp., the distributors of Olympia.” 

Skipping across the nation we find Herbert (¢ 
Toussaint, Central Duplicator & Typewriter Co., 
Camden, N.J., commenting: “Selling to schools is a 
large and necessary market. Why give the typewrit- 
ers away at such ridiculous prices?” 

This matter of cutting prices is of a two-edged 
sword and it involves the dealer as well as the manu- 
facturer, suggests George F. Moulton of Moulton’s 
Office Equipment, Ottawa, III., saying: 

Too many manufacturers to get a toe hold in a 
competitive market are cutting prices (not by them) 
but by the dealer who is too dumb to realize he is 
working for nothing when he does so.” 

And J. C. J. Martin of U. Mimeo & Typewriter 


Co., Seattle, Wash. says bluntly: “U.S. manufacturers 


should forget price and improve their product like 
foreign imports, then price would not be first.” 
Likewise, Charles Creevy of Creevy Office Ma- 


chines, Chicago, asserts, “Could we possibly play 
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IBM’ for a while and encourage sales by quality over 
price?” 

One dealer, who asks that his name and location 
be not used, for obvious reasons, spares no words as 
he lashes out at a manufacturer's termination of 
representation, saying: 

“We had one line exclusively here in until 
six months ago. While we had it for a period of 10 
years we kept the price structure firm. Since this line 
has been taken over by the manufacturer, price cut- 
ting is rampant so that before long the price level 
that we established for the product will be adulter- 
ated. This is our ‘beef’ and it is showing up through- 
out the industry. Something will have to come along 


to stabilize prices or dealers are doomed. 

“During the 10 years with the line we lost, we 
were never told that our sales were below their ex- 
pectations, nor was there ever a complaint about our 


relationship. Manufacturers are out after volume at 
any price and that is a H of a way to run a rail- 


road (I mean an office machine business!)”’ 


Says Import Tax Needed 


Not all dealers are lambasting the manufacturers 
and one, Wayne Hall of Pocatello, Ida., concedes “A 
tax on foreign machines is badly needed to help our 
own manufacturers combat foreign lower labor 
costs 

In this respct, Norm Schwichtenberg of American 
Typewriter & Office Equipment Co., Santa Monica, 
Calif., says that the pendulum must swing toward 
quality instead of price. He asserts: 

It is high time that U.S. manufacturers and em- 
ployees both realize that trade competition is world 
wide and if we are going to compete, we should once 
again make the label ‘Made in U.S.A.’ mean quality 
ind durability with true value and not just ‘flashy’ 
and designed with planned obsolescence in mind. AI- 
so, manufacturers had better take a good long look 
it their sales and promotion practices, as well as the 
type of dealer relationships maintained. If business 
ind industry will not maintain decent, ethical stand- 
irds of operation in every facet of their business, we 
are in a process that can lead to nothing but even- 
tual decay, both as a nation and as a people.” 

The situation as T. J. Thomason of Fort Pitt Type- 
writer Co., Inc., Pittsburgh, Pa. sees it is that ‘Too 
many foreign machines are imported and price cut- 
ting results, lowering quality and thus profit margin 
suffers.’ 

From Alaska comes the plea from E. W. Vasquez 
of Alaska Office Supply, Fairbanks, ‘Put the quality 
back in U.S. office machines. We find that people 
want quality and no time lost in servicing. With our 
operating costs 50% higher than those of Seattle or 
the West Coast we can’t afford to handle inferior 
products.” 

What is to be done about the office machines situa- 
tion in general? 

Elmer J. Williams, owner of Business Equipment 
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Center, Hayward, Calif., has this comment: “Manu- 
facturers could spend more time teaching dealers how 
to sell products and services. It is our belief that in 
order to raise the standards of our industry, maintain 
better employee-customer relations, and get better 
prices for our efforts, we must be taugh how to do a 
better selling job.” 

In Zanesville, Ohio, Jim Charles, owner of Zanes- 
ville Typewriter Exchange, says that his firm has 
switched emphasis to electric typewriters and printing 
calculators and heavily emphasized service contracts 
in order to improve the profit picture. “It’s working,” 
he says. “In 1960, we had the best year we've ever 
had. We found the hard way that we cannot even 
break even by promoting and selling portables at 
catalog prices, so we raised our prices and sell quality 
and service. We don’t do the volume but we make 
money on what we sell.” 

This appears to be similar to the reasoning of C. 
W. Emarine of Emarines, Council Bluffs, lowa, who 
concludes, “The industry has got to become more 
profit conscious and less volume conscious or we are 
going to create an uncontrollable service problem 
and deterioration in every phase of our industry.” 

Similarly, James D. Bushman of Capital Typewriter 
Co., Oklahoma City, asserts, “The office machine in- 
dustry in the U.S.A. does not allow for enough profit 
at the retail level to do a good merchandising job 
with its products.” 

Levin H. Farmer of Hinds Business Machines, 
Jackson, Miss., sees “greater need of communication 
between manfacturer and dealer about common prob- 
lems” and furthermore “consideration needs to be 
given to protection from cancellation of a franchise 
for a dealer who is doing a reasonable job.” 


Dislikes ‘Whim’ Loss of Franchise 


Regarding franchises, L. E. Peacock of General 
Typewriter Co., Ogden, Utah, points out, “A dealer 
with an exclusive franchise from a manufacturer can 
and sometimes does lose his franchise (without re- 
course) for no more reason than the personal whim 
of the manufacturer’s district or regional agent. The 
time, effort and money that the dealer has spent in 
building up good will for his manufacturer, has no 
bearing on the matter. Most agreements simply state 
the requirement of 30 days’ notice for any reason, no 
matter how trivial.” 

Out of grist of comments given freely, and quoted 
in this survey, come two which make a logical con- 
clusion. 

Herbert C. Toussaint of Central Duplicator & 
Typewriter Co., Camden, N.J., says ‘Typewriter 
selling is a specialty field, not like selling popcorn, 
so let’s take this specialty item out of the 5 and 10 
and corner drug store. Sell it, not give it away, and 
be proud of our profession.” 

And Willim C. Bonner of The Paper Mill, Las 
Cruces, N.M. admits that currently he has “no bones 
to pick with anyone. 
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Is foreign competition 
fair to American industry? 


Are existing tariffs realistic? 


Does unrestricted trade 


help our economy ? 





F you are convinced that a certain imported product 
has merits which could be put to good use in the 
offices of your customers and yet you hesitate to handle 
this product because of its origin, it is likely to be for 
one reason only You don't know how the importa- 
tion of goods affects: 
1) Unemployment in USA 
Il) Outflow of gold from USA 
I. Effect of Imported Equipment on Unemployment 

Let us look at the facts involved in the specific case 
of Swedish calculating machines, which facts basically 
apply to any equipment imported into the USA from 
Western Europe: 

A good electric 10-key calculating machine sells at 
retail for approximately $400' today. To manufacture 
this adding machine costs only about $100! 

So, if you sell one domestic adding machine at $400 
you keep the following American “working” man on 
the job (at about $100 per week salary, wages or com- 
mission, depending on what type of work or service 
1S involved ) 
Factory workers “‘man-week” at $100 
“‘man-week”’ at $100 
“man-week” at $100 


Salesmen 
Clerical workers 
Truckers, advertising men, 
Government workers, etc. 1 ‘“‘man-week’ at $100 
Total: $400 
But, if you should sell a Swedish adding machine 


hen Smith-Corona Marchant, Inc. lost its peti- 
tion to the U.S. Tariff Commission for 30% 


duty on imported typewriters, we decided to move vig- 


orously ahead with plans to reduce costs and increase 
manufacturing efficiency. However, we have not aban- 
doned the hope for a tariff concession and it is not un- 
likely that a new petition may be made in the future. 

Smith-Corona Marchant, Inc. does not agree with 
some American manufacturers who say you have to 
produce abroad in order to hold your American market. 
We have proceeded to remethodize and streamline man- 
ufacturing with heavy emphasis on the production of 
electrics. For the present, this has managed to keep us 
on a competitive basis with the rest of the industry, 
despite the inroads of foreign manufacturers or foreign- 
made merchandise imported by American producers. 

An analysis of the typewriter industry serves to point 
up the peculiar situation which faces us. 

In recent years, we have experienced a dispropor- 
tionate decline in our share of the market due to foreign 
competition. Up until that time, by reason of price re- 
ductions and discounts, Smith-Corona had been able to 
offset foreign competition. However, this resulted in 
the loss of many dealers and in a lowering of profits 
on portable typewriters. Our attempt to establish a more 
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(e.g. ‘“Addo-x"’) this is what the picture looks like: 
Swedish Factory Workers 1 “man-week” at $100 
American Salesmen 1 ‘“‘man-week” at $100 
American Clerical Workers 1 ‘“‘man-week” at $100 
American Truckers, Advertising 
men, Customs men, Government 
Workers 1 ‘“man-week"’ at $100 
‘Total: $400 

On the surface of it, if you sell an American adding 
machine you keep four Americans busy one week and if 
you sell a Swedish adding machine you keep three 
Americans and one Swede busy one week. 

Does this mean that for every Swedish (or other 
imported adding machine you sell, one American must 
give up one week's pay? It does indubitably mean that 
one American adding machine factory worker will have 
to give up one week’s pay — just as your own domestic 
competitors will have less people on their payroll, the 
more orders you take away from them! ‘Aha!’ you say, 
“but we take jobs away from one American worker and 
give it to another American worker, but if I sell your 
adding machine I only put three Americans to work 
(sales, distribution, etc.). The fourth worker is a Swede 
who takes the place of the fourth American who would 


continued on page 32 


Amounts quoted are of course approximate only, and chos 
cilitste simple illustration of the principles involved here 


realistic pricing policy in the domestic market, is not as 
successful as we would like it to be 

It was therefore urged that the U.S. Tariff Commis 
sion recommend to the President the imposition of a 
30% duty with a $10.00 minimum per unit. W< 
pointed out that since 1952, U.S. imports of typewriters 
have increased from 31,000 units to 470,000 units in 
1959, while exports of American typewriters during the 
same period, decreased from 198,000 units to 36,000 
units. Imports have increased to a point where they 
now represent more than 1/3 of the total U.S. market 

Typewriters are the only piece of office equipment 
which can be imported into the United States without 
being subject to a tariff, while all foreign countries 
protect their domestic typewriter industries with an im- 
port duty. 

Admittedly, some of the imports are manufactured 
by U.S. producers in overseas plants. This is even truc 
of Smith-Corona Marchant to a limited degree. How- 
ever, we have asked the Commission to put a duty on 
all typewriters coming into this country, including any 
that we make overseas. We do not feel that there should 
be any exceptions to this if the market is to be properly 
stabilized. 

The increase in imports has had a severe effect on 

. continued on page 34 
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Should You Sell Imported Equipment . 
Yes ... continued 


be kept busy if I sell an American adding machine 
That’s why I sell American products only. 

Let's not argue about the Swede’s right to live (and 
eat)! But instead let's take a look at what happens to 
the $100 bill you send to Sweden if you should sell the 
Swedish adding machine. It is obvious that neither the 
Swedish adding machine manufacturer nor the Swedish 
Government (which buys the $100 bill from the man 
ufacturer) would gain anything by stuffing mattresses 
full of USA currency! The only thing they can do is to 
turn the $100 into merchandise by purchasing 
through Swedish importers and/or American exporters 

- American goods in the USA® (or in other countries, 
who in turn buy goods in the USA). So for the $100 
sent to Sweden the Swedes will buy 

Tobacco from North Carolina and Virginia 

Prunes, apricots, swimsuits and airplanes from Cali 

fornia. 

Oranges from Florida, peaches from Georgia 

Oil and cotton from Texas. 

Machine tools from Wisconsin, Michigan and Ohio 

Electronic equipment from Connecticut and Massa 

chusetts. 

Road building and earth moving equipment from 

Illinois and Ohio. 

Farm equipment from Illinois. 

Oil burner controls from Minnesota 

I could go on for a long time listing items which th 
Swedes would want to buy from the United States, but 
unfortunately your $100 investment won't go that far 
But you see that if you sell a $400 Swedish adding 
machine the whole $400 will be spent in America to 
keep four, not just three, Americans busy one whol 
weck just as if you had spent your $400 on a domes 
tic adding machine! If some countries should produce 
adding machines at less than $100, then an even smaller 
part of your $400 goes abroad to be used for the pur 
chase of a smaller amount of much sought after Amer 
ican goods. In the end, your entire investment is back in 
the United States keeping American workers on the job 
So, if you sell a Swedish machine, you will nor cause 
a reduction in USA employment, and you are absolutely 
free to choose whatever adding machine you consider 
best for your customers! 


Another Look At Foreign Trade 


Let's look at this foreign trade problem from another 
angle. What happens if you don’t sell what is best from 
your particular point of view for any reason. And let's 
disregard the fact that in selling what is only second 
best for you and your customers, you are actually wast 
ing part of your own funds or deliberately refraining 
from some of the advantages which your customers 
could have enjoyed. It’s a cinch the Swedes now have 
to do without your $100 and therefore have to refrain 
from smoking American tobacco and eating USA canned 


2. In the first 8 months of 1960 Sweden exported $10 
of goods to the USA but imported over $260,000,000 
the U.S.A. Thus, 7,000,000 Swedes bought more 
much from the the United States as 180,00 
bought from Sweden. 


fruits and that they will have to be content with 
second choice machine tools, electronic gear, airplanes, 
etc. They will have to restrict the use of now harder 
earned and more scarce USA dollars to the bare essen- 
tials such as oil, pharmaceuticals, fertilizers and ab 
solutely necessary raw materials and industrial chemicals 
The USA dollar becomes severely rationed, tied to 
Swedish Government controls, and imports from the 
USA have to be severely restricted. Second choice 
machinery must be bought from other countries even if 
it means reducing the efficiency of Swedish industry, 
increasing prices of Swedish export products, reducing 
the dollar earning power of Swedish production, cutting 
still further already dwindling dollar income and 
causing a round of restrictions of imports into Sweden 
of USA products. 
Two Vicious Circles 
This vicious circle, resulting in less and less sales of 
USA products to Sweden, is paralleled by an even more 
vicious one: Sweden, like most of Europe's industrial- 
ized countries, must sell what they produce in order to 
pay for their imports of what they need to feed the 
people and their industry, even if their sales efforts now 
must concentrate on less desirable business partners! 
They will be forced to increase trade (probably by 
artificial means and government regulations) with other 
countries to replace business which formerly was done 
more advantageously with the USA (whom we are as- 
suming, for the sake of argument, will “Sell American 
Only’). Sweden might have to look to Yugoslavia or 
Red China or Russia for business which they would 
have done with the USA. And the same goes for every 
country in the Free Western World if we in the USA 


won't buy products of these countries which we know 


we could use to our own advantage 


We conclude: 

(A) That by selling Swedish adding machines 
we do not idle American workers. 

(B) That vot selling Swedish adding ma 
chines (if they are our first choice from 
an overall efficiency point of view) we 
do help to cause 

1) USA unemployment 

2) Government restrictions in the 
Free Western World. 

3) Increased trade with the Com 
munist bloc 

Therefore: Se// what's best for yOu and it bene fil 
the USA and the entire free world. 

It's the old story: Competition breeds efficiency, 
ingenuity, and high living standards necessary for the 
success Of our free political system and the American 
way of life 

Artificial (unnatural restrictions, self-imposed Ol 
forced upon us by authorities, breed more restrictions, 
inefficiency, plotting and scheming, unproductive pre- 
occupation with red tape, stagnation and lowering of 
living standards and in the end victory for dictatorship 

Does this mean that the USA shall permit any 
branches of its industry to wither and die as a result 
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of competition from abroad? Of course not revolu- 
tionary changes disrupt the economy causing unneces- 
sary suffering to individuals and creating inefficiency 
and waste of our productive forces. Real abuses of our 
liberal trade policy on the part of foreign industry must 
be checked on the administrative level, and the tool is 
the “escape clause.’ But it is imperative that this tool 
be handled with fairness to all, without impeding indus- 
trial and economical progress throughout the world 
economy in order to favor and protect indefinitely a 
small minority of individual enetrprises whose efficiency 
has suffered a decline to a point where further protec- 
tion only would mean gouging the American public. 
By correctly applying the “escape clause’’ revolutionary 
changes can be avoided and sound evolution can be 
substituted to guide American productive genius into 
new and more profitable channels. This is the only way 
to world wide improvement of present living standards, 
the only way to world wide satisfaction of man’s pri- 
mary needs and to lasting world peace. 
II. Effect of Imported Products on the Gold Situation 
“All right,” you say,"my selling your Swedish adding 
machines doesn’t cause any unemployment in this coun- 
try, and by gradually shifting the efforts of our economy 
over into fields where our advanced techniques and 
know-how give us a favorable competitive position in 
international trade we can actually sncrease employment 
at home through increased exports! But, how about the 
outflow of gold? Isn't it true that when I sell, say, a 
Swedish calculator for $400, at least one-fourth of this, 
or $100, represents outflow of gold from the USA? 
Yes, that is truc but it is only half of the story. As 
we explained in the beginning, the money sent abroad 
in payment of the manufacture of the Swedish calcula- 
tor will be used to buy American products, thus return- 
ing the USA currency (or gold) to the USA. As a 
matter of fact the present balance of trade between USA 
and the rest of the world is favorable to the USA, which 
means that for every dollar spent by USA in trade with 
other countries these countries are spending more than 
one dollar in this country! So, if we reduce our pur- 
chases from abroad by $100,000,000, our sales to 
foreign countries are likely to decline, by an even larger 
amount, (in the case of Sweden by $200,000,000!). 


Why Does The Gold Go? 


Then, what causes a net outflow of gold from the 
USA? The answer is military expenditures, grants to 
underdeveloped countries, American tourism abroad, 
withdrawals of American and foreign investments in 
the USA for reinvestment abroad, turn our favorable 
balance of trade into an unfavorable balance of pay- 
ments. 

We have already established that by restricting im- 
ports we would automatically be reducing the export 
business which causes the favorable balance of trade. 
It is obvious that if our purchases abroad cause a return 
of dollars in excess of what we spend, we should not 
ramper with import trade even though this might result 
in a temporary gain in our balance of payment figures. 

The only positive way of stemming the outflow of 


gold and the only measure which could have both an 
immediate and a long-range effect on our balance of 
payments is to stimulate exports in general. To expect 
efforts in this direction to be successful in the face of 
USA Government import restrictions or while big USA 
corporations operate under self-imposed ‘Sell Amer- 
ican” policies at home, would certainly be highly un- 
realistic, to say the least. While maintaining the most 
favorable climate in international trade, we must in- 
crease export in particular of the more advanced prod- 
ucts of our economy! (Such as: jet planes, electronic 
components and equipment, automation devices, chem- 
ical products — synthetic fibres, plastics, pesticides — 
precision machine tools, and a host of other items which 
could rapidly reverse the flow of gold. Tourism if 
promoted, just to mention one more item, could bring 
BILLIONS of USA dollars back into the country, thus 
reducing foreign dollar holdings and the equivalent 
claim on USA gold reserves represented by such foreign 
holdings. ) 


Help Our National Aim 


You would be defeating the purpose of our national 
aim to increase our balance of payments with foreign 
countries by arbitrarily excluding imported products 
from consideration. 

You may ask, “Why wouldn't my selling American 
be constructive in the sense of preserving our gold 
reserves if the government's new policy of encouraging 
purchases in the USA for our overseas armed forces 
helps in that respect ?’” To answer this question we must 
analyze what this action on the part of the government 
means in reality. 

First of all, this action does not constitute restriction 
of imports but rather a case of forced exports the 
character of which is such that it has immediate effect in 
reducing the outflow of USA gold. We are more or less 
“overnight” creating hundreds of millions of dollars 
worth of ‘export business.’’ We are simply giving away 
merchandise instead of gold. 

Furthermore, such a program of switching from gold 
to goods cannot possibly be interpreted as an unfriendly 
or even restrictive measure by the recipients of these 
grants or military aid and therefore is highly unlikely 
to cause counter measures abroad oft-setting the mon- 
etary gains to the USA from such a measure. On the 
contrary, reaction abroad indicates that our government's 
action has been not only gracefully accepted but actually 
viewed as a strong “invitation” to recipients of USA 
military assistance to help alleviate the monetary prob- 
lems which our world wide assistance is starting to 
create in this country. 

The only permanent solution to the problem of out- 
flow of gold, if we do not want to reduce our foreign 
grants and military aid, is to increase foreign trade, as 
outlined above. The executive branch of our government 
has taken decisive steps in the right direction. Both the 
Eisenhower and the Kennedy administration committed 
themselves to an increase in trade through reduction of 
trade barriers, because this helps our domestic economy 
both with respect to employment and gold reserves. 
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Should You Sell Imported Equipment 
No ... continued from page 31 


our profit margins. In order to compete with foreign 
machines, we have had to forego profits that we would 
normally use to recover our rising manufacturing costs 
and marketing expenses. 

We are also aware that there has been a tremendous 
growth in the U.S. market for portable typewriters. In 
the past decade, industry sales have more than doubled 
But, while we have been able to hold our leading po 
sition, the squeeze of profits resulting from the inroads 
of duty-free low-cost imported typewriters has forced 
us to operate with substantially reduced profit margins 

Imported typewriters are now being sold here at the 
rate of 450,000 a year 
East), Italy, France, Japan, Great Britain, and other 
nations. One-third of the imports are produced by U.S 
Manufacturers with plants overseas. 

U.S. typewriter production, from 1947 to 1957, fluc 
tuated from one million to 1.6 million units a year, with 
many ups and downs. In 1958, due to the recession, 
output dropped to 1.2 million units, and crept back up 
to 1.3 million in 1959. 


The Parts Cost More Than The Whole 


Oddly enough, if a typewriter is shipped unas 
) 8s y} PI 
sembled, spools and other metal parts face a 19% duty 


from Germany (West and 


Combined adding and typewriting machines pay a 
1214,% duty, as well as adding machines and parts 
But the completed typewriter enters the U.S. duty free 

Not only is the typewriter industry affected, but the 
electronics, machinery and automotive industries and 
many others are feeling the squeeze as well 

Postwar reconstruction programs abroad have built 
large, modern factories with techniques every bit as 
good as our own. In addition, through a spirit of self 
sacrifice and hard work, inhabitants of foreign countries 
have been willing to forego luxuries for the essentials 
of low, competitive production costs. Workers in Eu 
rope are receiving 40% to 50% of what our workers 
are paid, while their counterparts in Japan receive 
10%-20%. These countries are now exporting a sub 
stantial quantity of goods and their businesses are en 
joying the sort of boom conditions our factories ex 
perienced after World War II. While markets all over 
the world are open to their growing exports, the best 
of all markets is the United States. Our consumers in 
turn are delighted to buy a German car for $1500, a 
tailor-made suit from Hong Kong (mail order) for 
$40, or cameras, tape recorders, and office equipment 
for 40%-50% below American manufacturers’ prices 

Now, normally there’s nothing wrong with competi 
tion. In fact, American industry owes much of its prog 
ress to the keen competition between domestic manu- 
facturers. But this was fair competition which encour 
aged the development of better products and stimulated 
greater productivity. Foreign competition today has an 
unfair advantage over our domestic industries. We find 
it difficult to compete with because the 
standard of living and consequent higher wages bring 


American 


our manufacturing costs far out of line with our over 


seas competitors. Unless there is some equalizer, foreign 
firms can export to this country and drive us out of our 
domestic markets. We cannot and will not compete by 
meeting foreign wage levels. 

The situation has become so serious that some Ameri 
can manufacturers feel they are forced to set up manu- 
facturing facitities abroad. This enables them to aut 
production costs by taking advantage of the lower over- 
seas wage scales. But, in my opinion, this is not a real- 
istic approach to the problem. Manufacturers like Gen 
eral Motors, U.S. Steel, and our company, Smith-Corona 
Marchant, make an important contribution to our na- 
tional economy by the vast numbers of Americans they 
employ, and the huge amount of materials they buy 
trom American suppliers. If we are forced to go over 
seas to do any significant portion of our manufacturing, 
then we must, inevitably, create unemployment among 
our workers and bankruptcy among our suppliers. 

Foreign competition has been allowed such unhamp- 
ered growth, at our expense, that they now enjoy 15% 
of the office equipment market. It is interesting to show 
exactly what this means to our economy. According 
to the U.S. Department of Labor Statistics, there were 
133,000 workers employed in the office equipment in 
dustry during 1959. If foreign manufacturers were to 
idd another 15% of the American market to their sales 
to bring it up to 30%, more than 23,000 workers would 
lose their jobs, and according to the accepted projec- 
tions, over 100,000 homes and families would be ad- 
versely affected by the resulting unemployment. Uncle 
Sam would lose a considerable amount of tax dollars too. 
For example, the Department of Commerce estimates 
that 12¢ out of every wage dollar goes for direct and 
indirect taxes. If the typical office equipment worker 
made $100 a week or roughly $5,000 per year, then 
Uncle Sam would lose $600 per worker per year or an 
approximate total tax loss of 14 million dollars in this 


industry alone, due to foreign competition, 


Use Your Own Bootstraps 


Recently, we pulled ourselves out of a serious reces 
sion by our own bootstraps in many instances. Now we 
find our marketing progress impeded by competition 
which has been fostered by the foreign aid program 
of our own government Moreover, despite the recession 
and the serious infiltration of foreign competition, this 
assistance is still being rendered 

Now I know that a certain amount of foreign aid is 
necessary. Originally, there were good reasons for such 
enormous outlays. Europe had been torn by war, its in 
dustry was badly hurt, and it was woefully short of 
dollars. But it is now obvious that these circumstances 
are a thing of the past 

Japanese importers, for example, buy scrap metal 
here, ship it to their mills, make it into finished prod- 
ucts, and then transport it back to be sold here at prices 
far below those of American manufacturers. We are not 
only unable to compete by exporting to foreign markets, 


ntinued on page 128 
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Paul McWilliams 


Aerial View of Grossinger's 


Panels Dominate NOMDA Program 


Beginning with the opening of registrations at noon, 
June 18, and continuing through the gala banquet on 
June 21, NOMDANS have a full schedule of business 
and social activities in store at the 36th Annual NOM- 
DA Convention and Trade Exhibit. The setting is Gros- 
singer's Hotel in the Catskills of the state of New York, 
famous for its scenic surroundings and warm hospitality. 

A sell-out exhibit promises one of the best product 
displays in the Association's history, with 40 manufac- 
turers occupying all available space in the Exhibit Hall 

Members of NOMDA’s Executive Committee, with 
one exception, will conduct the grass roots panel dis- 
cussions, representing 125 years of office machine ex 
perience at the helm of these important discussions 
The Service Agreement meeting will be headed by Herb 
Blake, Hamilton, Ontario; Service Departments will be 
presided over by Vern Booher, San Pedro, Calif. V. L 
Kennedy, San Jose, Calif. will lead the discussion on 
Outside Sales; and Russell Brown, Evanston, IIl., the 
one on Inside Sales 

Rental Department will be conducted by Ed Feigle, 
Houston, Texas: and Records Department under the 
guidance of James Kobak, an associate of the auditing 
ind consulting firm of J. K. Lasser & Co., New York 
City 

Mrs. Anne Stein, Ridgefield, N. J., ladies’ chairman 
for the convention, has arranged an exciting program 
for the ladies. It includes get-acquainted breakfasts on 
Monday and Tuesday, and a lakeshore luncheon on 
Tuesday 

All NOMDANS desiring to may meet in the Grand 
Ballroom of the Henry Hudson Hotel, 353 W. 75th 
St., New York City on Sunday morning, June 18. Inter- 
Continental Trading Corporation will act as host for the 
rendezvous from 9 A.M. to 1 P.M. 


See complete convention program on next page. 
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Exhibitors 
Booth 
Number 
Addo-x Inc ; 60-61 
R. C. Allen Business Machines, Inc : 63 
Alma Offtce Machine Corp 55-56 
American Geloso Electronics, Inc 59 
Ames Supply Co 33 
Burroughs Corp 13-44 
California Typewriter Exchange 27 
DeJur-Amsco Corp 53-54 
Facit, Inc sinclar 15-46 
GBC America Corp 64 
Hennus Co ; 
Hunter Photo Copyist, Inc 
Indiana Cash Drawer Co 
Inter-Continental Trading Corp 
International Calculators, Ltd 
Interstate Metal Products Co., Inc 
Master Addresser Co 
Mechanical Enterprises, Inc 
The National Cash Register Co 
North American Philips Co 
Novelart Manufacturing Co 
Paillard Inc 
Perry-Sherwood Corp 
K. P. Phelps Agency, Inc 
Regna Cash Registers, Inc 
Remington Rand Portable Typewriter 
Div. of Sperry Rand Corp 38-39 
Remington Rand Clary Division 26 
Rex Rotary Dist. Corp : 18-49 
Royal McBee Corp 10-41 
Smith-Corona Marchant Inc 6 to 9 
Speed-O-Print Corp {2 
Standard Voss Corp 67 
H. A. Steger Company 70 
Stenocord of America, Inc 3 
Superior Typewriter Sales 75 
Tiffany Stand Co., Inc. . 36-37 
Totalia : 66 
Underwood Corp 10 to 15. 20 to 24 
Victor Adding Machine Co 69 
Victor Arduino Corp 2 





SUNDAY, JUNE 18 


11:00 A.M Exhibitor, Manufacturer, National Wholesaler and National Dis 
tributor registration in the lobby area 

12:00 Noon to Dealer registration in the lobby area 

9:00 P.M 

12:00 Noon to Exhibits open in the Exhibit Hall near the hotel. Also, the display 

9:00 P.M of member stationery and Awards entries will be shown in the 
Exhibit Hall 

P.M 1960-61 Board of Directors meeting in the Holiday Inn on the 


hotel grounds 
A program designed 
for both NOMDA men 
and women June 18-21 Of Ladies get-acquainted breakfast in the dining room of the Gros 


singer Hotel 
Exhibits open including awards and stationery displays 


MONDAY, JUNE 19 





Convening at Grossinger’s Hotel 
June 18-21, both men and women Registration continues in the lobby area 
of NOMDA will find the program LO: Ladies meeting in the Night Watch Room on the balcony of the 


. . nillion dollar indoor swimming pool 
: which caters to both industry ci . 
one elim caters to Bath y Luncheon in the hotel dining room. Vice-President Edgar Noll, 


knowledge and sociability. Exhibits Chairman of the Day 


open at 12 noon on the first day. Invocation by Reverend Marshall L. Smith, Pastor, First Presby 
: 7 terian Church, Liberty, New York 
Sunday une 18. A_ banquet as 
unday, J ‘ seit : Meeting called to order by President Paul McWilliams 
Wednesday evening, June 21, will l ra Outside sales panel discussion conducted by V. L. Kennedy, San 
conclude the program. Jose, California 

Service agreement panel discussion conducted by Herb Blake, 
Hamilton, Ontario, Canada 
Special dinner served at outdoor poolside on hotel grounds. Lou 
Goldstein and his famous ‘Simon Sez’’ game 
Floor show and dancing to two orchestras in the Terrace Room 


of the hotel 
TUESDAY, JUNE 20 


8:30 A.A Ladies get-acquainted breakfast in the dining room of the hotel 


9:00 / te Exhibits open including awards and stationery displays 


Registration continues in the lobby area 

Ladies leave for Ladies of the Lake’’ luncheon to be served at 
lakeshore on Lake Grossinger. Election of officers 

Luncheon in the hotel dining room. Treasurer Edwin T. Feigle 
hairman of the day 

Business session. Report of nominating committee and election 
of officers and board of directors. Report of by-laws committee 
Rental department panel discussion conducted by Edwin Feigle, 
Houston, and Charles Meyers, Miami 

Inside sales panel discussion conducted by Russell Brown, Evans 
ton, Illinois 

Meeting of the 1961-62 board of directors in the Holiday Inn 
on the hotel grounds 

Dinner in hotel dining room honoring the winners of the men 
bership drive and the advertising awards 

Exhibits open including Awards and stationery displays 


Dancing and floor show in the Terrace Rox 
WEDNESDAY, JUNE 21 


President's breakfast and local association workshop for presidents 
nd vice-presidents of all local associations in the TV room on 
the first floor 


Exhibits open including awards and stationery displays 


Luncheon in the hotel dining root Secretary V. L. Kennedy 
hairman of the day 

Service department panel discussion conducted by Vern Booher 
San Pedro, Calif 

Records keeping panel discussion conducted by James B. Kobak 
New York City 

Cocktail hour presented by the Hotel Grossinge: 

Banquet in the dining room of the hotel 

Floor show and dancing in the Terrace Root 
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HAS ALL 3 
PROMO } ION Now Smith-Corona dealers can 
tie in with a great new sales- 


building premium! As a special limited-time offer, your customers will receive a 
gift certificate with any specified Smith-Corona portable . .. good for the purchase 
of a $34.95 Sylvania transistor radio for just $12.95. This double offer is being 
promoted as a Summer Special on the Dave Garroway TV Show, on radio and in 


national magazines. Tie in today! Your Smith-Corona representative has details. 
(MORE >) 


AF SMITH -CORONA 


OIVISION OF SMITH-CORONA MARCHANT INC 














37 








Packaged and Labeled for 


Today’s fast-paced merchandising requires 
packaging with eye-appeal for the cus- 
tomer and easy identification for the dealer. 
Faster selling and speedier, more efficient 
stock handling mean greater volume and 
reduced costs. 

The R-B ‘‘Repeat-Business”’ line of 
OFFICE PAPERS and PAPER PROD- 


Samples submitted 


ADDING MACHINE ROLLS 
BOND PAPERS 
DUPLICATOR PAPERS 

FILE FOLDERS 

MIMEO PAPERS 
NOTEBOOKS 

OFFSET PAPER 


PRINTED “COPY” SHEETS 
RULED PADS 

SCRATCH PADS 
SULPHITE PAPERS 

RAG CONTENT BOND 
DESK BLOTTERS 


UCTS is packaged and labeled in a bright 
and easy-to-identify orange and maroon 
color combination, to provide both eye- 
appeal and instant recognition—to sim- 
plify selling whether over-the-counter or 
from self-service shelves—and to speed up 
stock handling. 

R-B means REPEAT BUSINESS... 


Prove it to yourself! 


Rockwell-Barnes Company 
Specialists to the Stationer Since 1903 


promptly on request 
to qualified dealers. 


2101 GREENLEAF AVENUE «+ ELK GROVE VILLAGE, ILLINOIS 
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ONLY S-C 
HAS ALL 3 














BIG GET-TOGETHER 
AT GROSSINGER’S 


Smith-Corona will break big new-product news at the N.O.M.D.A. Convention, Gros- 
singer, N. Y., June 18-21. You’ve been reading about the new Smith-Corona Marchant 
in recent issues of Time, Fortune and other leading magazines. Now come to the 
Convention and see Smith-Corona Marchant’s news-making new products! Make 
reservations now. And come in and see us at our hospitality suite. 


AF SMITH -CORONA 


DIVISION OF SMITH-CORONA MARCHANT INC 
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New Products 


Recently developed by 
Park, Ill., is this new 
They are designed in 
of finishes, colors and 
structure and s 


Inquiry Card No 


REFLECTOR HARDWARE Corp. 1400 N. 25th Ave., Melrose 
7000” system of modular merchandising counters 
ontemporary fashion and are available in a wide variety 


The « or is plastic finished hardboard with metal super 


Inquiry Card No. 1 


P 
which 
from the 


ontainer has 


warning 
when 


THE Oxrorp FILinGc SuppLy Co., Clinton Rd., Garden 
City, N. Y., has announced “‘Bindafile,” a flexible post 
binder combined with a pull-drawer file for low-cost 
fast reference storage of punched forms. It consists of 
a fiberboard shell that stacks and banks with other units 
to form its own “file cabinet’’ and a drawer tray that 
folds flat for on-the-desk-use 


Inquiry Card No. 3 


For More Information Use Inquiry Card on Page 87 
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Steleo is loaded 


@ more exclusive features 


@ more new ideas 


@ more consumer appeal 


@® more sales aids 
@ more profit! 


You're loaded for “big game" with Stebco when you're 
hunting for sales gains in Business and Student 
Cases. Example: 41 exclusive features (many pat- 
ented.) Example: the virtually indestructible TUFIDE 
“Tra-Valise,” lightweight, easy to carry, dust-and- 
moistureproof. Example: the 6-pocket “Desk-Folio” 
attache case that opens out flat or folds back as a 
writing desk. Example: retailer-written newspaper 
mats, display cards and a host of other sales aids. 
Yes sir, you're really loaded for more PROFIT 
because... 


There’s just more to 
sell with Stebco 


os Auman in 


Wubide POST| «- ination | “Office | s+ 


LOOKS iike feather, FEBLS tike teather 
OUTWEARS ieather 5 to 1 


‘a ~=—C Sebeo PRODuCTS, chicago 7, i. 


Over 42 years of superior quality and service 
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New Products . . . continued 


Speak-R-Phone”’ is a new electronic device that amplifies tw Rovico, INc., 320 Market St., Newark, N. J., has announced a 
way telephone conversations through a loudspeaker person new photocopier that is completely automatic. The machine fea 
an have both hands free while telephoning. The mpa el tures a 
contained unit is fully transistorized and 1s available fron ght weight and portable, with a beige finish 
VARICON Corp., 1415 Third St , Seattle 1, Wash 


Inquiry Card No. 5 
Inquiry Card No. 4 


lisposable cartridge containing developing fluid. It is 


Three new, pressure RRY-PAK Co., LTD 
sensitive tapes have 525 Irving Park Rd 
been developed by the => chiller Park, Ill., has 
PARAMOUNT PAPER é =~ innounced the produc 
Propucts Co., 4402 “ey — tion of a new labeler 
N. 23rd St., Omaha ‘— : known as [Twin 
10, Neb. Vinyl hazard Stick for moistening 


tapes have yellow and HAZARD or AISLE louble gummed labels 


black stripes to mark [wo brushes are im- 
pillars, posts, elevator MARKING TAPE ersed in a large ca 
gates and dangerous enh ww cot waa gn pacity reservoir and 
obstructions. Direction : oss Tas de direct wate: 
il tapes are used by , low to each side of 
retailers who wish to a = ly. : the label. A_ polished 
lead store traffic to — ’ alun uf cover overt 
strategic points. Ruler ‘ me ay e h rvoir and brush 
tape for store counters f ; toot protects merchan 
or workbenches a ) lise om beco 





ing 
pressure sensitive meas- ONE MARKING TAPE DOES BOTH JOBS! 


WeTLASTS Pam “ wren taste 10 apm 


uring tape USTs most AK, SOLON el, ANS Gana Inquiry Card No 
Inquiry Card No. 6 ‘ . 


THE MASTER ADDRESSER Co., 6500 
26, Minn., has announced a new ledger card 
Model “D” master die cutter. It is simple to 
and inexpensive. It is available to dealers 
can be purchased outright 

Inquiry Card No. 8 


JACKSON RAYMOND Co 76 Dearborn St., Chicago 10 


case which has a set 
that open at either end of 
other material. Held at the 
the cards fan it for easy selection 
Inquiry Card No. 9 


For More Information Use Inquiry Card on Page 87 


OA-6/61 








Sell your customer the exact number of ex- 
clusive Victor single slide sections that give 
him a tailor-made capacity for his record 
requirements. Then sell him additional sec- 
tions as his record needs expand. Only Victor 
Sectional Visible gives you this base on 
which to build profitable repeat business. 
But there’s more to Victor Sectional Visible 
than sales flexibility 


@ QUALITY & VALUE: The Victor Sectional 
Visible has been built to last a business life- 
time. M THREE MOST POPULAR SIZES: 
The single sections are available in all three 
sizes that accommodate the cards most often 


OA—6/61 


ible 


re 
/ ~ 
ISI 


. 
» 


- 
r 
= 
a 
oe 
o 
D 
DN 
— 
i) 
ee 
< 
= 
r— 
ue 
> 
ND 
A 
oS 
DN 
os 
_ 
© 
- 
A. 
‘3 
joo 


used—8 x 5,6 x 4 and 5x 3. @ UNIFORM. 


POCKETS: The card-holding pockets, made 
to resist warping and curling, provide a uni- 
form %” visible margin exposure. # SIGNAL 
ASSORTMENT: Victor has the variety of 
style and color signals to meet just about any 
attention-getting requirements. M§ ANY 
CARD FORM: There are available more than 
100 card forms and title inserts. Victor also 
helps you design forms or sends you free 


VICTOR SAFE 
& EQUIPMENT 


samples from its special forms library. 
@ SALES PROMOTION AIDS: Any dealer 
who stocks and sells Sectional Visible can re- 
quest newspaper ad mats, catalogs, mailing 
or package literature, Visible Case Records, 
Application Suggestions, the Visible Reading 
Course, and a full color, three dimension 
counter display with an actual demonstrator 
slide. For complete information on the sales 
profitability of Victor Sectional Visible, write 


Flemington Fland Svstems 


DIVISION OF SPERRY RAND CORPORATION 


122 EAST 42ND ST NEW YORK 17. N.¥ 
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Reel 


The FORUM, one of three new Underwood elec- 
tric typewriters, makes business correspondence 
easier and more pleasant to read. Whether typed 
with polyethylene carbon ribbon or the inter- 
changeable fabric ribbon, FORUM-typed letters 
speak highly of the sender, and his regard for 
the recipient. Typists like the FORUM’s numerous 
convenience features. 


The FORUM is part of the uniquely complete 
Underwood line of electric, manual and portable 
typewriters, adding machines, calculating 
machines, accounting machines and data-proc- 
essing equipment. Every Underwood machine has 
exclusive sales-making advantages. 


Territories in desirable locations are still avail- 
able. For full information, write or wire to Direc- 
tor of Sales Agents, Underwood Corporation, One 
Park Avenue, New York |6, New York. 
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DUPLICATING INK 


RANKEL CARBON me 
& RIBBON ;~ 
Pe . 


Yet N EVER Dries on the Ink Pad! 
Klean Write Super Emulsion Duplicating Ink! 


Klean Write Super Emulsion Ink will get from offset printing ...and that 
revolutionize stencil duplicating! Run holds true whether you make 15 copies 
your finger over the copy as it comes or 15,000 because Klean Write Super 
from the machine—absolutely dry! No Emulsion Ink cannot damage your 
slip sheeting, no blurring, no soaking stencils. 
through! And yet, the ink can NEVER A chemical miracle from the research 
dry on the ink pad! laboratories of the Frankel Manufac- 
You’ve never seen anything like it! turing Company, world leaders in du- 
Copies as dark, sharp and clear as you plicating supplies for 55 years. 


Can be used on ANY duplicating machine! 


Try it once—we know you'll never use anything else! 


Frankel Manufacturing Company 


285 Rio Grande Bivd. + Denver 23, Colorado 


Klean Write 726 SE Liquid 
List Price $2.50 Ib. 


Please send me a trial order of Klean Write Super Emulsion Stencil 
Duplicating Ink. If | am not completely satisfied I will return the un- 
used portion of the order and remit no payment. 


FRANKEL 


MANUFACTURING CO. 


Established 1906 


Name 
Firm Name 
285 Rie Grande Bovlevard + Denver 23, Colorade Riddeees 


City Zone State 


Crystal Copy Corporation « 4 West 16th St. « New York, New York 
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continued 


New Products. 


A new 
which « 
portability 
teatures 
standard 
announce 
SOTA MIN 
900 Bust 
6, Minn 


serves as 


Rig ae ' 
WERE oe Saws 


yperating 
easily aw 
watt lam 


length 


Weighing 


projector 
22 inct 
inches d 


It opens 


ing heigh 


Inquiry 


COLUMBIAN ART Works, 2300 W. Cornell 
St.. Milwaukee 9, Wis., 
Success’ desk calendar 
over one-third 


cupies only 8 by 914 square inches of desk 


is offering a new 


which provides 


more writing space. It oc 
space 


Inquiry Card No. 12 


Park Ave., S 


three new 


CLARY-REMINGTON RAND, 315 
York 10. N. Y., introduced 
machines. They are the 10-key 
trated plus 10-key hand-operated ma 


There is a wide choice of listing, totaling capaciti 


has 
electric model 
two hin 


Inquiry Card No. 15 


ymmbpines 


case The 


rhead proyecto 
on plete 
vith all the 
full-sized 

has 
1 by the MINNIE 


JING & MFG. Co 


» Av St. Paul 
projector 
wn arrying 
ens and al 
ponents f 
It has a 
14-inch foe 
r4 lens 
por nds the 


" j 
inches wide 


( ard No 


ase for transporting con 


between local oftices 
photo processing before 
developed by _ the 


Minn. It 


has been 
Merc. Co Owaronna 


ra re ster 


Inquiry Card No. 13 


cing 
Dy the 
STENCII 


14 Wal 


DASHEX 


y an un 
Ave 


nditional 
Card 


irantee 


No 16 


Inquiry 


ID 


r 


addressing ichine 


process 


eration and low cost 


A new automatic Sta- 
pling machine has been 
announced by THOMAS 
CoLiaTors, INCc., 100 
Church St., New York 
7, N. Y. The portable 
can be _ inte 
with the 
“Gathermati« 


stapler 
grated 
pany’s 
collator, providing ful 


com 


ly automatic collating 
stapling. It 
also be used independ 
hand-feed 


An optional foot 


and can 
ently as a 
unit 
provides 
The 


is equipped with a dual 


switch Stoy 


start control unit 


head to drive one or 
two staples simultane 
ously and will accept 
paper and staple along 
either edge 


Inquiry Card No. 11 


301 Ave 
offering a 


THe W. A. SHEAFFER PEN Co., 

H Fort Madison 

White Dot cartridge pen, matching pencil 

ind ballpoint as a specially priced “Com 

Chreesome gift boxed as shown 
Inquiry Card No. 14 


Iowa, is 


pact 


BuSsINESS MACHINES, IN«c 3655 Lenawee 


Angeles, Calif., has developed a transfer 


which imprints directly 


5 mastet cards and features simplicity 
| naster cards 


Inquiry Card No. 17 


For More information Use inquiry Card on Page 87 
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No other method of multi-copy repro- 
duction — whether it be office copier, 
offset or letter press printing — can come 
even close to the Tempo duplicating 
process for economy and still produce 
quality copy. Just look at the low cost 
per copy including stencil, ink and paper. 
Copies Total cost Cost per copy 

10 15¢ 1i4¢ 

25 19¢ +5¢ 

50 25¢ lng 

100 40¢ +5¢ 

1000 2.65 Ia¢ 

5000 12.55 Y4¢ 
All you need is a Tempo stencil and a 
TEMPO Geha duplicating machine. Any 
office worker — trained or untrained — 
can type a stencil in minutes and quickly 


ae 


Look at all the: money you’ can save : 


©1960, MILO HARDING COMPANY 


run off the desired number of quality 
reproductions. Copy with photos or 
drawings can be faithfully reproduced 
with Tempo-tronic or photographic 
stencils available through the Tempo 
dealer in your city or direct from us. 


With the Tempo duplicating process you 
can now produce all types of fine copy — 
black or colors — right in your own office 
— at a fraction of the former cost. 


Write today on your letterhead for full 
information. 


Manufacturer of everything for 
stencil duplicating 


MILO HARDING COMPANY -Est. 1904— 217 Tempo Bidg., Monterey Park, California 


Los Angeles Pittsburgh ¢ San Francisco « 
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Washington, 


D.C. * Mexico D.F. and dealers everywhere 
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continued 


Products . 


THe Estey Corp., 1 Catherine Red Bank, N 
announced the ‘‘Color-Range’’ line of metal book she 
The units are complete with tops and finished end 
and are available in 
and 10 colors 


ot., 


three standard 


heights, three 


Inquiry Card No. 18 


TH! 
Cort 
Ave 


Erecta-Shelf 


METROPO 


storage prob 
s¢ mble Ss 


cial 


witho 
Entir 


right 


tools 


end at 


Lda 


} 
4 


or stack one 
Shelf's open 
light, pern 


= 
= 
= 


doe S not 
inventory 
heavy 


plate 


Mt 


CHE DeJur-Amsco Corpe., 45-01 Northern 
Island City 1, N. Y., idded this ‘Versatil 
transcribing unit to its Stenorette line of magneti 
machines 


has 


The portable unit is powered by dry 
and includes all dictating and transcribing a 
Inquiry Card No. 22 


For More 


N. Washir 
W ilkes-Bart 


nits 


EBERHARD FABER PEN 
11 Co., Crestwood, Wilkes- 
Barre, Pa., has augmented its 
Noblot ball pens to 
Noblot Pocket 
Superfine Pocket 
The round plastic 
the colored point 
match the color of 
[The extended 
of the 


said to 


line of 
include Pens 
and Pens 
barrel and 
protectors 
the ink 
writing point 
534,” ink cartridge is 
make for 
nore exact 


and 
calligraphy. The 
pens are topped with ball pen 
erasers and are 


easier 


fitted with an 
idj istable nickel plated pock 

The 
and green; the regular, 


in these two colors plus blue 
ind black 


+ 


et clip 


in red 


Superfine comes 


Inquiry Card No. 19 


WIRE 
St. & George 


C,OODS 


is offering 
lution to office 
light and 
bolts 
fasten end 
back 
another 
ction 
st and 
ks. It cor 


Ss steel 


Inquiry Card No. 20 


[RIANGLE MACHINES 


has 


BUSINESS IN« 1808 S. Main St 
Calif Dri-Mate, i 
which enables heat process equipment to reproduce perma 
nent black on 
It will 
f 


ror use 


Los Angeles deve loped device 


white copies of any color 


V isible on 
and 


pape 


leve lop plat 


also give ill-color 


iuction 
in Offset printing 


Inquiry Card No. 21 


ALLIED CARBON & RIB 
Mec. Cor! Duane 
New York 13, N. Y 


i complete line of 


165 


has 


arbon sn 
originals té 
Ozalid 


Diazo type 


Sharp copies 


that 


grounds 


Information Use Inquiry Card on Page 87 





Business Forms Dealers . . . 


THIS NEW, EXCLUSIVE 


AMRECO 


PROFIT-BONUS PLAN 





A new and exclusive AMRECO profit-bonus plan sets up a 
direct route to increased sales and profits on business forms 
sales. You can put it to work right now. The plan rewards you 
handsomely for all new business placed with AMRECO. A 
ready-made incentive program for your salesmen, it produces 
sales faster .. . easier. 

You can get bonus credit for sales of register forms, Allset 
snap-apart forms, tab stock forms... in fact, forms of any 
type from AMRECO’s complete line will qualify in the Profit- 
Bonus Plan. Regular, liberal discounts still apply. Recognized 
quality of AMRECO forms is backed by personal service from 
a convenient producing plant. 

For complete information on the AMRECO sales incentive 
program and how you can use it to your own profit, fill out 
and mail the coupon today. 


EASTERN DIVISION 
P.O. Box 31 


Boston 46, Mass. AMRECO Business Forms 


CENTRAL DIVISION Plants in Dayton, Detroit, Houston, Kansas City, Los Angeles, Philadelphia. 
P.O. Box 5335 


Seven Oaks Station [1 Send me the AMRECO Profit-Bonus Plan [] Send the AMRECO Cata-List 
Detroit 35, Mich. 


SOUTHWESTERN DIVISION 
P.0. Box 8397 NAME TITLE 


Dallas 5, Texas COMPANY 


WESTERN DIVISION STREET 
P.O. Box 58341 
Los Angeles 58, Calif. TOWN 
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continued 


New Products. 


ke 

THE 
Way. Los 
inch Cycle 
Tape-Minder 


Go. Shelburne 
has developed this 
match the [ 
at left 
right or left, so that 


CyYcLe EQUIPMENT 17480 
Gatos, Calif 
Unwinder to 


Its tape guide 


niversa 
pe rmits 
tape to travel up or down 
no special positioning is required 


Inquiry Card No. 24 


THI 

RIBBON 
Merc. Co 
Hill Rd 


emis: 


-~ 


i” 
§ 


> 


- 


manent < 


Inquiry ¢ 


efficien 
feat 


A_ built-in that and 
reproductions of originals up to 14” 
in this “Printess’ photocopier from the 
DicTATING MACHINE Co., 51 W. 45th St., New 


36, N. Y. The copying cylinder is made from opal 


tast 


Ww ide 


exposure unit gives 


1S re 
Yo 
lye 
in-grain plexiglass and the light source comes fron 

rotating tubular lamp 


Inquiry Card No. 29 


AMERICAN 


ARBON CUS 





BACKING 





typing visibility and 
F THI 
of application are found 


stencil 
[ype STEN 

Co 153 Coftey labels 

N. ¥ ab 

Card No 


new lupli 
REPEAT-O 
MFG 

Brooklyr 


Inquiry 


iting 
bined 


or 


5 


& 


d No 


ar 27 


collec 
onsist 
pressure 
statements 
The 


envelopes have self 


and reminders 


sealing idNesive 


ind a clear plastic 
window nount 


the 


due dé and 


and 
both 


THI 
Chicago 
of 


names addresses 


ot 
creditor 


and 
the 


also 


debtor 


are on heavy 


fort which 1s 


reply envelope are 


Inquiry Card No. 30 ind will 


j 
ve Lope Cc 


PREVUE 


grey finish and brass-plated 
removable 





Nashua, 


) labeler 


m. #4, 


which, when cor 


NASHUA Corp has de 


Model 2? 1¢ 
preprinted labels, gives large 


vith Itstix 


registration and design location, substantia 
and easier handling 


Inquiry Card No. 26 


mvenicnce 


savings, cc 


THI Sul M 
STEEL EQUIPMENT 
Corp., S3rd St. & 
ist Ave., Brooklyn 

N Y 
created a “ 3-in-one 
utulit 


has 
sliding door 
cabinet that gives 
variations = fron 


It 


lL 
Dasic 


consists 
cabinet 


tracking inserts and 


package 
of a 


one pair each of 
steel and glass sli 
ing doors, giving 
customers the choice 
cabinet 
glass or steel do 


Che cabinets 


inches 


ot a witl 
rs 
are 
wide in 
choice of 3 heights 
and } colors 


Inquiry Card No.28 


N. Wacker Dr 
this stationery file built 

1000 it 
rubber-tipped legs which 
asures 15! "ig by gl 5” by 4, 
1000 sheets of paper 
Inquiry Card No. 31 
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Dp 
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steel rt the has 


series, 


It 


lot 


icCOMMOdale 
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introduces America’s 
most efficient 
desk calendar 


A new King-Size SUCCESS Desk Calendar designed to meet 
the demand for a larger book style Calendar...provides the 
maximum writing space and yet takes up the least possible 


desk space. Really two Calendars in one—each page has 
more usable* writing space than the standard 5x8 Calendar. 


*Below the arches on the arch type . .. below the printing on the flat type. 





COMPARE USABLE WORK SPACE 
WITH OTHER DESK CALENDARS MAXIMUM 


writing space 


MINIMUM 


No. 21 
“4 desk space 


Two Calendars in 


one, combining 


all the features of | > ~ & 


flat type Calendars 7 he 


—A and C—with / 
the popular book 1 The No. 21, } 
style Calendars (8). y = Combination 
a I memorandum pad 
re . and appointment 
ty 89 2 00 Bh SN ) Calendar 
\ Ee combining all 
the features of 
other fine 





writing space. 


| \ ae B : = i 
2h seeincns \ \o 1 Calendars, 
| 


plus far more 
4} writing space. 
x y 


eee ee 


B—Size 3% x6, 
26% square inches 
writing space, 


ie below arches. by 
WHEN YOU THINK OF SUCCESS, THINK OF CALENDARS | bef =} Ss. § 


WHEN YOU THINK OF CALENDARS, THINK OF SUCCESS 
Zt. \NORKS, INC. 
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The No. 21, * 
a combination 
memorandum pad 
and appointment 
Calendar 
combining all 
the features of 
other fine 
Calendars, 
plus far more 
ll 4} writing space. 
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UCCESS 


COLUMBIAN “2 WORKS, INC. 


eeccecee 2300 WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN 

















NEW product ideas fom SURE-RITE 


for new profit potential! 


Gane. Rite 


SURE Rit: 


CARBON PAPER 


New Double-Coated, Non-Curling, Direct Image OFFSET PLATES—type on either side. No smudging, scumming or 
fingerprinting. Use any inks or chemicals. New DURA-FILM Carbon Plastic Ribbon for carbon ribbon attachment. 
Polyethylene base—won’t break. Half as thick as paper—therefore twice as sharp. Costs less than polyester ribbons. 
New DURA-FAB Deluxe Ribbon for standard (24 yds.) and IBM electric (36 yds.) typewriter outlives silk and nylon 
two and three times. New DURA-BACK Non-Curling Carbon Paper with new non-slip backing. New formulation 
won’t smudge—gives cleaner copy, lasts longer in severe use...costs no more! New RED-DOT Mimeo Stencils pro- 
duce sharp, clear impressions with ANY type ink: paste, emulsion, water base, oil base. Give exceptionally long runs. 
New Long-Running SPIRIT MASTERS give up to double the runs. Exclusive Blue Print and Stain-O-Graph units. 


if it's New—Sure-Rite Has It! 
a A Complete Line of Duplicating Supplies 


American Stencil Mfg. Co. 


2714 WALNUT STREET ¢ DENVER 5, COLORADO 
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From a service-minded Smead salesman... 


NEW NEEDS ARE ANTICIPATED—NEW PRODUCTS BORN 


A Smead salesman is an interested and extremely curious individual 
who, given the opportunity, will attempt to find the right solutions 
to the demanding filing problems of your customer. 

He is proud to be associated with a quality line of filing supplies and 
stationery products, but he’s the first to admit that some filing 
problems cannot be solved with an order book and catalog. 


Your customer often has special filing problems. A Smead salesman 

wants to know about these problems and will be pleased to visit your 

customer with you, so that he can examine the installation in question. . . uaa m A 
Sell Smead Filing Essentials 

He'll take a long, hard look at your customer’s problem, paying - 

particular attention to the application of Smead products to the 

problem’s solution. He may anticipate the need for modifying an 

existing Smead filing system . . . or he may recognize the best possible 

answer as being an entirely new product. In either case, he will 

advise his office of the problem and all pertinent information re- 

garding your customer's records. 

Thus—with the help of Smead experience and know-how—solutions 

are visualized, design possibilities are investigated, production 

methods are considered . . . and a new product is born. Born out of 

a Smead salesman’s determination to provide the best possible 

answers to your customer’s filing needs and to provide the best possible 

products and services for you, 


Smead Manufacturing Company 


Hastings, Minnesota 


Chicago + Logan, Ohio + Los Angeles 
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Completely 
Automatic | ammplomatic 


Here’s the 
copier that 


TURNS ITSELF ON 








FEEDS THE 
COPY PAPER 


EXPOSES AND 
DEVELOPS 
CONTINUOUSLY 


TRIMS COPY TO 
EXACT SIZE OF 
ORIGINAL 


PEELS AND DELIVERS 
AN EXACT COPY 
OF ANY ORIGINAL 





AND ALL YOU DO 
IS FEED THE 
ORIGINAL HERE 


Send today for free information. 


Name 





atraupto 


A wholly y of Anken Chemical & Film Corp 


Company 





Newton, New Jersey 
Address 











New Products. 


continued 


pletely automatic 


Kordless 


electric 


pencil sharpener has been 


INC 
New 


and 
sharpe 


the 
energy 
ot 


onsists 


iniature 


MINIT« 


INE 
104 
York 

light- 


ner IS 


Pow-R 


source 
high 


energy 


high torque mo 


activated 
pencil 

I igh Impa¢ 
THE SpPEED-O-PRINT CorpP., 1801 W. Larchmont Ave., Chi — a 
13, Ill., has developed this model 15-B photocopies rator colors 

The completely self-contained table-top model accor Card No 
documents of any length and up to 15 inches wid 
the company’s “Redi-Pak” developer fluid cartridg 
eliminates waste and mixing 


Inquiry Card No. 32 
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method of 
statistical 


A unique 
ments and 
Spred,” has been 
CRAFT Corp., 831 


preparing financial 
known as 
announced by the MaAsTEI 
Cobb Ave., Kalamazoo, Mich 
Upon completion of current financial statements 
instant visual comparisions can be made with racts. multiplies 
former periods 


Inquiry Card No 
Inquiry Card No. 34 


reports, Co 
Chi 
this port 


na 
an 


folding cl 
position 
the table 
loaded 


Casity 


A 


new 
tion 
Inquiry Card No. 37 Perma 


Co., Inc 


the 
The 


at 


ct case 


of dec 


33 


A line o 


portroio-sty! 


desk 
or pocket is being introduced by the NovELArRt 


secretaries for the 


Mi 
Called 


Cor! 8 | 
the “Mem 


sneets I 


St.. New York N. Y 
they have conveniently 
individual notes and 


memo has been acted 


2 
rizer 
slitted 


writing 


discarding them when the 


upon 


Inquiry Card No. 36 


convenient and ine xX pensive method for permanent 


storage of punched forms is provided by two versions of the 


Snap Bindr’’ from t 
2212 Si 


ult 


OFFICE 
Dallas 


he EQUIPMENT MFG 
mer St Tex 


Forms are 


sound into fibre board storage cartons that are easily opened 


Inquicy Card No. 38 


For More Information Use Inquiry Card on Page 87 
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FREE: The whole ‘‘package”’ of in-store STERLING HILES, Marketing Director 
Remington Portable Typewriter Division 


promotion material plus co-op ads plus the Sperry Rand Corporation 


: i : : rv! 315 Park Avenue South, New York 10, N. Y. 
most liberal co Op Seoware™ the indust y | want all the facts about your traffic-building $35,000 


(Plus cash prizes for dealers.) Scholarship Sweepstakes . . . and all the other reasons 
why | should join Remington's Profit Team! 


NAME 
ADDRESS 


Remington’s $35,000 Scholarship Sweep- 
stakes is another reason why you should 
join Remington’s Profit Team. Get all the 
other reasons, too! Mail this coupon! 














ee 


NEW TRAFFIC-BUILDING 


PROMOTION 


FOR YOU! APPEARING IN: 


Life April 28 
Scholastic April 26 
Scholastic (Roto) May 
American Girl May 
Boys’ Life May 





PLUS: a special 1000-line newspaper 
version of the ad shown below for many 
market areas! 








New mOmeMONs 2 +2184 11 anus Enter Remington's 
Monarch portable . $35.000°° 


costs less than $s 
Has 12 extra feature SCHOLARSHIP 


never before assembled = SWEEPSTAKES! 


in any portable E wien a $10,000 Scholarship 


ash (you pick the school) or 
under $100 - one of fifty *500 Schotarstups 
ri . Ask your 
Remington dealer 
for tree rules! 


action and crisper , 
with carry ng Case ‘ 
(4 


Ma 
Swreps 





” Oeriston Sperry Rang ot US. on come from 


and Corperaiion where prohitbived 4» state law 








New Products . . . continued 


A portable “post office’’ is 


2 > 2) - owe . - 
MAJOR METALFAB, INc., P. O. Box 3323, Mer available from the Posta- Kay Toor & Dir, INc., 1011 Rives Ave., Union 
chandise Mart, Chicago 54, Ill., has announced MATIC aes 1549 Belfield City, Tenn., has designed this ‘Travel File” for 
an inexpensive coin sorting device. Mixed coins Ave., Philadelphia, Pa. The auto use. Of solid steel construction with viny] 


pigskin case holds stamps, upholstered top, the file will hold up to 300 


are poured through the sorter’s open top and, My 
after a few seconds of shaking, automatically eu book, pencil, memo accounts and is supplied with 100 cards, 50 
pad, postage rate sheet and folders and an index 


drop into each color-keyed coin tray t 


Inquiry Card No. 39 postal scale - Inquiry Card No. 41 
Inquiry Card. No. 40 


a ; A new adhesive tack with THE NOBEMA PRODUCTS 
Aifaic pressure-sensitive cement Corp., 141 Greene St 
af j on both sides for use in New York 17, N.Y., has 
posting on bulletin introduced i “rm 1" 
boards, pasting into pho- : length “Jiffy’’ slide rule 
to albums, spotting on Rhee Made of hardwood and 
maps, etc., has been de te plastic, the rule comes in 
veloped by the NEATAPI : a transparent plastic carry 
Corp., 38 E. ist St. ing case and is packed on 
New York 3, N.Y. Called if a stiff cover slide rule in 
“"Neatack,” it will adhere 3 F struction book, making 
to metal, wood, plastic ot. 4 complete point-of-pur 
glass, paper or any dry sae chase unit. The slide rule 
surface. It can be peeled is especially designed for 
off and used again. The the layman as well as the 
user's fingers never touch ~S “uo professional and has _ the 
the sticky part since each ‘ standard A-B-Cl-C-D-K 
tack is equipped with a pis NStrUuCtIONS scales 
finger lift handle Inquiry Card No. 43 
Inquiry Card No. 42 : 


* 


This compact 2-speed minia- 
ture transistor tape recorder 
is available from CRAIG PAN- 
ORAMA, 5290 W. Washing 
ton Blvd., Los Angeles, Calif. 
Easily portable, the “TR- 
103" operates in the case in 
any position and records up 
to 68 minutes on one tape 
It is fully equipped with 
microphone and case, reel 
case and earphones. Acces- 
sories include a foot switch, 
telephone pickup and AC 
adapter to convert battery 
power to standard 115 AC 
The TR-403” is powered 
by economical penlight bat- 
teries. A meter provides for 
checking recording level and 
battery condition while op- 
erating 
Inquiry Card No. 45 


THE ADMIRAL TYPEWRITER Corp., 244 Madison 

Ave., New York 16, N.Y., is marketing a compact 

portable typewriter called the “Admiral.” It fea 

tures a ‘“D-jam’’ key which at a touch releases keys 

jammed up on the platen, a two color ribbon, a 

variable line spacer and a stencil-cutting key 
Inquiry Card No. 44 


For More information Use Inquiry Card on Page 87 
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Only the Enormous 
Shaw-Walker Franchise 


a Everything from One Factory — To you, a 
single source for 5000 items increases net profits 
because it means — standardized selling... 
simplified inventories . .. less capital invested... 
concentrated purchasing ... quantity and car- 
load discounts . . . better service . . . account- 
ing with one supplier... one line selling which 
makes better informed salesmen. 


Ey Most Complete Franchise — This is the 
most complete dealer franchise in the industry. 
From the enormous Shaw-Walker franchise of 
5000 items you can fill nearly every office re- 
quirement. Broader line means extra profits. 


E¥ simplified Selling — To dealers, the 252- 
page Office Guide means plus sales every day. It 
is the only complete sellers’ and buyers’ catalog 
in the industry. Quantities distributed bear 
dealer imprint. — This “Junior Salesman” pro- 
duces extra profits for you. 


Gives You All NINE 


Profit-Makers* 


4 | Exclusive, Fast-Sellers— Among the 5000 
items in this enormous franchise are many fast- 
selling repeat items than can be purchased only 
from the Shaw-Walker dealer, extra profits. 


5 | Flow of Sales Helps— Shaw-Walker sup- 
plies sales training and a constant flow of pro- 
ductive sales aids that make salesmen more 
productive, — extra profits for you. 


Di sest Known Trade-Mark — To the buyer, 
the slogan “Built Like a Skyscraper” is the 
symbol of quality and time-saving. Since 1899 
the man jumping in the file drawer has be- 
come the best known office equipment trade- 
mark. Consumer acceptance means extra profits, 


7 National Advertising — Full pages in 9 na- 
tional magazines sell time-saving, space-saving, 
record protection, the Office Guide. Monthly 
circulation, 54 million. These ads produce 
qualified leads, build prestige and lift you 
above the crowd, — extra profits for you. 


‘2-22 Displays and Warehouses — For your 
use in closing the big jobs, Shaw-Walker main- 
tains panoramic displays in 14 major cities. For 
faster service, warehouse stocks are strategi- 
cally located, — extra profits for you, 


*Right now there are a few cities in which we are willing to make a change. 


Yours may be one of them. Write Muskegon today. 


GHAW-WALKER sine ori — noingor 2, ioe 


IN THE WORLD 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT 
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SPEED-O-PRINT 
Worlds Finest Photo--Copitr 


COPIES EVERYTHING 
IN SIGHT...IN SECONDS 


lf you have been under the impression that all 
photo-copiers are pretty much alike, don’t buy any 
machine until you see the Speed-O-Print. 

In 59 seconds, your Speed-O-Print dealer will 
show you why hundreds of thousands of users— 
from one-man offices to leaders in business and 
industry—prefer this superb Photo-Copier to 

all others. Or, if you prefer, send for illustrated 
brochure describing the six Speed-O-Print 
aalece(-}f-Wme Mole MI MilaleMelal-Mdar-lar-) <-le0 ih) 

meets your budget and surpasses your 


saley-) @m-> ¢-endialeMa-leleiia-linl-10)e- 


Soced -O-7 Miwl coRPORATION 
1801 WEST LARCHMONT AVENUE, CHICAGO 13, ILL. 


Gentlemen: 


1 want to know why the Speed-O-Print Photo-Copier is 


superior. Please send, without obligation, complete details, inc/uding Sheed -O-Fhint 


a photo-copy of this request. 


oe CORPORATION 


‘ 
on 1801 WEST LARCHMONT AVENUE 
CHICAGO 13, ILL. 


Company 
Address 


City_ 
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"OFFICE 

APPLIANCES 

PLAYS 

A STRONG “a Arnold Storch 
ROLE..." : 


STORCH TEPPER ASSOCIATES 


Manutacturers' Representatives 


® Bay Products 
Our experience with @ Douglas Furniture Corp. 
the trade indicates ® Ferrometa! Partitions Inc. 
that OFFICE APPLI ANCES Div. of Milwaukee Stamping Co. Inc. 


l t l ®K. C. Metal Products 
p ays as rong role SB iilele|-lasM od tallilelsl- wm lalem 


in merchandising office © Rite Form Chair Co., Inc. 


furniture through the @ Romco Equipment Co. 
dealer. ® Thomas Furniture Corp. 


Dealers appreciate 
the editorial 
features and the up- 
to-date trade news. 
The advertising in 
OA by the companies 
we represent has 
definitely been of 
help in our sales 
effort. 


STORCH TEPPER ASSOCIATES 


Moped Gor 


bite, 
Arnold Storch 














Office 
, @Office Appliances 


Appliances 


Sees eceseecasse sans 


SP Pose at et-we\ -) -)IF-val-t-t_; 


Number 12 of a Series 





New Products . . . continued 


A fully automatic copying 
machine has been simul? 
taneously introduced by the 
ANKEN CHEMICAL & FILM 
Corp., Newton, N.J.; the 
OzaLip Div., GENERAL ANI 
LINE & FitmM Corp., John 
son City, N.Y.; and PHOTEK 
INC Providence, R.I. The 
machine copies any kind of 
original up to 11” wide and 
to lengths of 150 feet. It 
automatically turns itself on 





when an original is fed into 

it, makes exposure, adjusts it 

self to the length of the orig 

inal, trims the positive, de- A new pen called the ‘Citation’ has been developed 

livers developed print flat and by the WATERMAN-Bic PEN Corp., 1 Waterman 

& Fe OH 4 Cops per Pl., Seymour, Conn. It features a retractable point 

and turns itself off a silver-color metal top and clip on a tapered barrel 

nachine employs the dif- and comes in 4 colors. The pens are available in the 
fusion transfer copy process display as shown 

Inquiry Card No. 46 Inquiry Card No. 47 


THe Kirkwoop Co., Box 66-E, Burling 
ton, Iowa, has designed these self-adjust 
ing aluminum book ends. The posts sup 


port books, records, albums, files or mag- a3 
THE H-O-N Co., Third & Oak Sts, Mus 


catine, lowa, has introduced two economi 
cal desk indexes. Both have aluminu: 
frames and require only 614” by 13” of 


Designed for industrial and commercial 
fastening jobs is this three-headed pneu 
matic stapler now being marketed by the 
STAPLEX Co., 777 Fifth Ave., Brooklyn 


azines. They adjust automatically to any 
shelf height from 9” to 1314”. An inside 
spring action holds the posts steady and 


. ae. a : Pe rubber tips at top and bottom keep them : 
32, N.Y. The air-powered machine per- from marring shelves space. The larger model, DV10 holds 780 


forms at the operator's own need, as fast Inquiry Card No. 49 lines; the smaller, DV5, holds 300 lines of 
or slow as the work is fed into it. information 
Inquiry Card No. 48 Inquiry Card No. 50 


A new map of Africa was 
published by the AERO SERV- 
ice CorP., 210 E. Courtland 
St., Philadelphia 20, Pa. It 
is made in raised relief of a 
new, tough plastic. Nearly 





1500 geographical names are 
shown and of the 47 nations 
included, 21 are new nations 
established within the past 
five years. Printed in 10 
colors, the map’s scale is 1 





inch equals 126 miles 
Inquiry Card No. 52 


Cross file trays in six sizes for letter and legal file drawers 

are available from the Currier Mrc. Co., 2448 W. Lar 

penteur, St. Paul 13, Minn. They are made of steel with 

a baked enamel finish in 7 colors and are equipped with 

sliding follow blocks or compressors to keep cards upright 
Inquiry Card No. 51 


For More Information Use Inquiry Card on Page 87 
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_phitt. ..1t’s loaded! 


oment, that they're about to use a 


ting Machine for the first time; they 
nagazine, drop it onto the waiting 
tt—it’s loaded! Their NORELCO ‘75’ 
tion (or transcribing) and it 
onds flat! The NORELCO ‘75’ is 

1 simplicity! No more threading or 
fumbling or grumbling. And the ‘75’ 
vith only 6 simple controls for all 
review-transcribe-erase 


and fast demonstration. 


NORTH AMERICAN PHILIPS COMPANY, INC. ¢ Dictanng Equipment Division « 230 Duffy Avenue, Hicksville, L.1., 


OA—6/61 


All the features they need...only the features they need: 

only six simple controls for all dictating and transcribing 
functions * true fidelity sound * easy portability * in- 
stantly reusable magnetic tape * automatic end-of-tape 
just $189.50 (plus 


tax), including the famous, exclusive NORELCO 


buzzer * telephone-record switch 


fool-proof instantaneous magazine loading. A few 
Norelco franchises are still available...for com- 
plete information please 

call or write Product 


Monoger, Art Honrahan. 


oreled 


N.Y. 
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HANSON 


Ay 


GIVES YOU THE 





Ot] 


Qo 


FOR 
MODEL iso Pc. 
CROOK . 


WOT LeGay 
NORTH 


in Precision 
Postal 
Scales 


The new up-to-date styling of this model no. 150 will 
be most appreciated in any home or office. Attractive 


colors of gray, beige, mist green, and antique white. 

Offers the finest in precision weighing and long pREE...... display stand 

trouble-free life. Capacity: 1 LB. X % OZ. No. D169 with order of 6 
<3 #150 postal scales. 


oe iii. . 
Sales building stuffer available on request. inetel edeted guido with 
each scale. 


Meet four more of HANSON'S family of Postal Problem Solvers 


No. 1546 No. 1509— No. 1515— 
f B. X % OZ. model for The 5 LB. X % OZ. platform Heavy duty for packages and 
pe for average office use parcels. 50 LB. capacity 








HANSON SCALE COMPANY - €st. 1888—Northbrook, Illinois 
1 ee IN CANADA, WITH CANADIAN RATES—SAXON OFFICE 
EQUIPMENT LIMITED, 156 EVANS AVE., TORONTO 18, CANADA 


OA-6/61 





Will you be 

selling your present 

brand of business machines 

next year? Or will the man- 

ufacturer change its distribution 

habits? Or your profit structure? 

Or eliminate you entirely? What's 
an answer to all this? 

R. C. Allen! 


It’s common knowledge that we 

.» manufacture the most complete 
& line of business machines sold 
through the independent dealer. 

We believe in this distribu- 

tion method. But it’s got 

af . to have teeth. Big teeth! 
¥ And big teeth we 
Ee . have in 1961. 


‘AG Allen Business fach, jnes, z 


» seh oa 


Z 
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' IT ALL 


.BOILS DOWN 
TO ag 


Bei 
“, 


It starts in 

Research and Develop” ’ ion ~ ga 
ment where each day is os 
spent in testing and improving 

our current products, developing 
new models, and finally making 
available to you a product you can ‘7 
sell with complete confidence. It con- §» 
tinues with our new and vigorous field 
service program — more field service 
schools which means better service 

for you and your customer. It ends 
with the fact that we’re marketing 

the finest line of business machines 

in our 29 year history. 


Yes, Sir! It all boils down to 
this — R. C. Allen is on 
the move. 


Care to join us? 


Tae 


GRAND RAPIDS, MICHIGAN 4 


bi 





Pictured above are two “‘stills” from a 60 second TV commercial prepared by the EATON 

ALLEN Corp., 170 Tillary St., Brooklyn 1, N. Y. for “Ko-Rec-Type.”” This commercial 

is available free to dealers who wish to run it on their local TV station. It provides the 

dealer 8 seconds at the end of the commercial to show his store’s name and address 
Inquiry Card No 


A compact counter display 
lesigned and stocked to 
ittract year-round gift sales 
ilong with personal ball- 
point purchases has been 
ntroduced by the PARKER 
PEN Co., Janesville, Wis 
On one side it shows 12 
gift-boxed T-Ball Jotters 
On the other, it has 12 
Jotters aligned without 
boxes for personal pur- 
hases. Four point sizes 
available for selection 
Copy on the 12-inch wide 
lisplay incorporates the 
diamond dust’ theme 

Inquiry Card No. 103 


THE QUALITY PARK ENVELOPE Co., SPECIAL INTRODUCTORY 
Como Ave., St. Paul 8, Minn., has an OFFER 
nounced a self-service display rack whicl ENTIRE KIT 
holds the company’s complete impulse line THs 

including C-Pack and Champion Clasp en 
velopes 


425 i INCH CHARACTERS 
HEAVY DUTY PANEL 
Inquiry Card No. 102 8x12 


A new, three-color counter display kit for ‘“Movitex” 3 
dimensional do-it-yourself plastic sign kits has been an 
nounced by Pryor MARKING Propucts, 434 S. Wabash 
Ave., Chicago, Ill. The easel type card comes complete 
with an actual sample of a plastic sign attached 

Inquiry Card No. 104 


For More Information Use Inquiry Card on Page 87 


OA-6/61 





| 


~ choice. 


Or 
Sales 


anneal 
1 


m0 
noten 


TELEFUNKEN 600. Versatile new OLYMPIA Precision Typewriters. 
‘all-in-one’ office dictating— Fully-equipped with the finest 
transcribing—recording machine. features for easier, faster, finer 
Self-powered, lightweight, port- typing. Precision-built to the 
able. Another outstanding prod- highest standards in Europe’s 
uct from Telefunken—world _ largest, most modern typewriter 
leader in electronics. factory, Olympia Werke. 


























PELIKAN Rotafix Duplicator. 
World’s finest low-cost mimeo- 
graph machine. A quality product 
of the renowned Gunther Wagner 
Werke, manufacturer of Pelikan 
Carbon Papers and Pelikan ‘‘In- 
tensicolor’’ Typewriter Ribbons. 


For complete information write: Inter-Continental Trading Corporation, 90 West Street, New York 6, N. Y. 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 








HOPPER BINS FOLDING 


FILING 
CABINETS DISPLAY TABLES 


backed by 
ogram in the 
every month in 
Plant Engineering 
stry, industrial 
dustrial Mainte 
Nation Ss 


est na 
oan Lyon ads appeor 


Mill & Factory, 
Week, Factory, Las 
werner Pacific Factory, areas ~ 
cospuett News, New Equipe stomotve a 
op, 
Modern Machine ra 
rose 8 Catholic Building & Maintenan 


IRAWING TABLES 


J OFFICE DESKS 
Pt bs AND TABLES 
eS FFICE 
sar! aa 





ON, 
a ss METAL 
ZA pRovucts 


\ 


THIS CATALOG ILLUSTRATES 
THE WORLD’S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 


In a preference survey made by an inde- 
pendent organization back in 1955, key mer 
in companies throughout the country gave 
Lyon 5 times more first choice votes than 
any other steel equipment manufacturer. 

In a comparable survey made in 1960, 
Lyon’s first choice margin jumped to7 tol! 
And Lyon received more exclusive mentions 
than the next 22 companies combined! 


Your nearest Lyon Dealer offers the 
world’s most diversified and most preferred 
line of steel equipment — quality protected 
to give you the most for your investment. 


LYON METAL PRODUCTS, iNC. 


General Offices: 628 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill.—York, Pa.—Los Angeles 


® 
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THE NEWEST CALCULATOR HAS ONLY: 10°:KEYS! 


No manual calculator offers more than the 


ALL-NEW FACIT CM2-16 


g 3-row “standard” keyboard g 16 digit 


capacity @ Back transfer lets you multiply 


continuously without resetting g You can 

see and check all figures set m Precision-made 
to famous exclusive Facit calculating 
machine standards mw Feather-light touch s 
Silent operation m Dustproof a A g 
Write for all the facts today. 

FACIT, INC., 404 Park Avenue So., N.Y.¢ 


or 235 Montgomery St., San Francisco 4. 





Sales Stimulators .. . <ovinved 


[THE WILSON JONES Co., 
209 S. Jefferson St., Chi- 
cago, Ill., has designed 
this point-of-purchase dis- 
play to hold its Grayline 
Snap-A-Way business 
forms. These carbon-in- 
terleaved sets are now 
packaged in polyethylene 
bags. Up to 140 bags, 
displaying about 17 dif- 
erent forms, can be hung 
on pegboard hooks on the 








fixture which is free with 
the purchase of the “Snap- 
A-Way sets The new 
display requires only 3 
by 19” of floor space. It 
stands 54” high and has 


THE PAPER Mate Co., 444 Merchandise Mart, Chicago 
54, Ill., has introduced its new ‘Gift Case” display for th 
Mark IV and Lady Capri pens. The glass-topped waln 
case displays the pens as appropriate gifts for all occasi 
and is a companion to the “Showcase” display 

Inquiry Card No. 105 


storage space for extra 
stock in the rear 
Inquiry Card No. 106 


A colorful pen dispenser 
displays 21 Lighting” bz 
points in 10 inches of coun 
ter space has been announce 
by the EveRSHARP PEN Co 
Div PARKEE PEN Co 
Janesville, Wis. Called the 
“Highboy lispenser, the 
new display also offers 
different ink olors 
matching 

point siz ] 
tiers, each with a _ differe 
color, and was designed 
easy point 

customer. No 


for the disper 
This multi-color counter display contains five standard 


sizes of “‘Count-Aid”’ rubber finger tips and is being dis- 
tributed by TAyitor Services, P.O. Box 336, Garden 


dered as a | 
refills are incl 
Inquiry Card No 


Inquiry Card No. 108 


[THE PARAMOUNT PAPER 
Co., Omaha has 


this point-of 
lay to hold 
packs of “Han 


11ST 


lay offers 12 popular 

orf self-sticking la- 

12” by 16” 

that can be 

ounter or sus- 

from the wall. An 

itching card on top 

of the rack stresses the 

Easy-to-Use feature of 

the labels which are dis- 

1 addr ; special 

delivery r 1 and rec 

THE EBERHARD FABER PEN & PENCIL Co., Crestwood tanculat purpose, sale 

Wilkes-Barre, Pa. is now packaging its “Noblot refill price, file folder, personal 

ballpoint pens in a new, compact point-of-purchase di property, gold and silver 

play taking up only 81” of counter space alphabet, peicing, sticky 
Inquiry Card No. 109 mounts “nd aismail 

Inquiry Card No. 110 


For More Information Use Inquiry Card on Page 87. More Sales Stimulators on page 127 
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COMMODORE’S LOW COST PORTABLES 


..:WITH FULL DEALER MARKUP! 
THE COMMODORE EDUCATOR 


The fast-selling Educator is finding a ready market 
with students, travelers, writers and salesmen. 
A compact lightweight, weighs only 9 Ibs., includ- 
ing case. Colors: blue gray or ivo $ 
eryoron. $4 388 


VARSITY (not illustrated) 
A full size portable with segment shift 
and standard keyboard. $6888 List 


SUPERIOR (not illustrated) 


Fully automatic key-set tabulator. Mas- 
ter tabulator CLEAR lever. Automatic 
margins. 2 extra keys. Half spacing, and 
all other features you'd expect in a 
| _ , 
deluxe portable $ggss List 


COMMODORE QUICK ADDING MACHINES 
WITH DIRECT SUBTRACTION ON ALL MODELS 
Capacities from 6/7 to 9/9 


Measuring only 12” x 7” x 344” the machine will occupy minimum 
desk or counter space. Simplified 10-Keyboard for speedy figure 
work. Automatic Sub-Total. Weighs only 8 Ibs. Easy to carry. Re- 


movable Operating Handle enables it to be slipped $ 
99° Suggested 


into a drawer or into any normal briefcase. 
Retail 





COMMODORE CHECK WRITERS 


MADE IN U.S.A. 


DELUXE SUPERIOR 


8 Column. Pressure on handle America’s low- 
releases all the keys. Prints ; 

and protects the amount and at phe 
payee’s name in one operation _pepspectnapagy 
— up to $999,999.99. Im- 6 Column. 
printed amount appears im- Prints and 
mediately above keys for rapid protects 
checking and correction. Eco- checks up to 
nomical inking unit easy to $9,999.99. 


replace and insert. Easy check 
slot control. $4995 
$9995 List List 
Fed. excise tax extra on all models 


VISIT COMMODORE AND SUPERIOR TYPEWRITER SALES... 
STATIONERY SHOW, MAY 14 TO 19, HOTEL NEW YORKER — ROOM 905 


COMMODORE BUSINESS MACHINES / 


Div. of Herald Superior Office Equip., Algonquin 4-0222 IMMODORE PORTABLE T 


WRITER co tTc 80 KING 


648 BROADWAY e NEW YORK 12, N. Y. WEST, TORONTO 26, ONTARIO 
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Mark up new sales - 


& profits with ay 


with the 
EXCLUSIVE 
SPRING-WICK 
VALVE ACTION 


as illustrated 
Just push down 
ink flows again— 
Will not dry up 
if left uncapped. 


Available in attractive 4, 8 or 12 color 
sets. Also individually carded. (Bubble) 


enew prices... 


5 Sizes, 4 different packages and 11 coiors, all com- ' > 
binable for big discounts. List prices range from 39¢ ~_- — 
to $1.49. - 


new promotions... 


: Readers 


Digest 


Complete merchandising program, dealer aids 
and national advertising backs you—helps you 
sell! Advertised in Reader's Digest, school, office 
and industrial publications. 


Pocket Size, 


e@eeeeeeee 





Slimline 
PEN 
MARKERS 


FOUNTAIN 
MARKERS 








Write for complete details and discount schedule: 


MANUFACTURING COMPANY 
305 Plane Street * Newark 2, N. J. . 


“Makers of the Famous Lewis Safety Knife and Flash Box Opener’ 





New Catalogs 


THE REFLECTOR HARD- 
WARE CorP., 1400 N. 
25th Ave., Melrose 
Park, Ill., has issued a 
colorful 40-page cata- 
log called the ‘P-46 
Self-Selection.” It lists 
the complete line of 
merchandising and dis- 
play units for every 
type of retail store 
management. “Pack- 
iged merchandisers” 
consist of Spacemaster 
slotted frames, and go A Ee 
supporting end legs or 

end-frames, plus a wide range of shelving (diamond 
perforated metal, smooth metal, glass, wood) and 
brackets. Other merchandise holding shelving items in- 
cluded in the catalog are: plastic trays, wire baskets, 
and wire-formed shoe shelves. Among the special new 
items recently added to the Spacemaster line are the 
‘“'Tandem-Master”’ and ‘Tandem-Flex’’ island mer- 
chandiser units. The catalog also includes an assort- 
ment of accessory items, such as: signing and pricing 
equipment; dividers; security cases; extensions to in- 
crease the height of basic merchandisers; and accessory 
shelf sets, and hangrail sets to fit all units. 

Inquiry Card No. 119 












































A new catalog describing the ‘Visi-Shelf” filing system 
is available from VisI-SHELF FILE, INC., 105 Chambers 
St., New York 7, N. Y. The catalog includes the new 
series of Visi-Shelf units designated the “D”, “O” and 
“E” series. All filing units are available in two widths, 
30” or 36” wide and in a choice of four heights, from 
7 to 10 openings, providing 96 different styles and fil- 
ing combinations. 


Inquiry Card No. 120 

The new full-color cata- 

log of the DEFIANCE 

CALENDER Co., INC., 

1451 Broadway, New Waa 

York, N.Y., describes 

and illustrates the com- DESK 

plete line of calendars CALENDARS 

for 1962, designed es: 

pecially for business, 

professional and office 

use. The popular pad- 

style calendars for ex- 

ecutive offices, and the 

book-style calendars for 

general office usage, 

along with special wall calendars, “Schedule-A-Date” 
and “Monthly-Minder” planning calendars are also in- 
cluded. The catalog illustrates the various styles of cal- 
endars and bases in full color, gives complete specifica- 
tions and serves as a purchasing guide for the office 


OA-6/61 








THE PRESIDENT OF SWINGLINE 


] 1¢ VE %, You'll always find the President of Swingline in there pitching for 
I] Q S you... working with you to help move merchandise off your shelves. 


bg How? By supplying you with the merchandising and promotion 

merc! le | ndise aids you need to increase sales. Use the Eye-stopping Window 
/ , C Displays, Sales-building In-Store Displays, Provocative Follow-up 

* Material, Swingline makes available to you. They’ll produce more 

{t y ~ sales for you because Swingline backs you up with dramatic full 
6) \ OU! page color advertisements in U.S. News and World Report, Busi- 


ness Week, and Newsweek, plus Purchasing Week, Today’s Secre- 


‘ > y tary, etc....the largest campaign in Swingline history. Write for 
S 1e V es details or see your Swingline Sales Representative. 


Seen on more desks across Speedpoint — the only pre- 


the country than any other brand mium staples sold at list. 
- oe ® 
INC. LONG ISL ANDO CITY 1, NEW TORK 


World's Largest Manufacturer of Staplers for Home ana Office « In Canada: Saxon Office Equipment, Ltd., 156 Evans Avenve, Toronto 14, Canada 
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Service costs 
eating up 
your profits? 


Sell precision-built, trouble-free 


VICTOR CHAMPION 


10-key and 
full keyboard 


L 


A 42-year reputation for keeping out of repair 
shops. Victor’s sound design and precision engi- 
neering assufes years of dependable performance. 
Bonus features: complete line of 18 models—10-key 
and full keyboard. Electric and hand operated. 
Direct subtraction. 9-column totaling. Adders as 
low as $99.00. 


Sell Victor—Sell with confidence! 


VICTOR 


ADDING MACHINE Co. 
Chicago 18, Ill. 


Victor Adding Machine Co., Dept. OA-661 
3900 N. Rockwell St. 
Chicago 18, Illinois 


Tell me more about how Victor Champions can build my adding 
machine profits. 


Dealer Name 
Address 
| 





Resale Number 





procter 
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New Catalogs. . . continued 


manager or purchasing agent in charge of calendar 
buying. 
Inquiry Card No. 121 


Two new catalogs 
in which filing 
supplies are illus- 
trated and priced 
have been issued 
by the SMEAD 
Mrc. Co., 309- 
311 E. Second St., 
Hastings, Minn 
The two separate 
catalogs —- one 
for Smead deal- 
ers (No. S61), 
the other for 
Smead - General 
Fireproofing deal- 
ers (No. L61) — 
contain a comprehensive listing, including detailed prod- 
uct data and prices, of the complete filing supply line. 
Both catalogs include dealer discount information. 
Listed are such items as ‘‘Flex-I-Vision” hanging folders, 
shelf filing supplies and a complete line of tab guides 
as well as the entire line of systems, folders, guides and 
folder labels. 





Inquiry Card No. 122 


THE ACORN Propucts Co., 3750 N. Powell Ave., 

Franklin Park, Ill., has issued a catalog covering its 

line of file cabinets, file boxes, typing and utility tables, 

desks, drawer trays, stationery holders, letter trays and 

the new fold-away ‘‘desk-n-file’ unit which combines 

a desk and filing cabinet in 15 inches of floor space. 
Inquiry Card No. 123 


THE STEIN BrROs. 

MFc. Co.,. 1401 

W. Jackson Blv a. 

Chicago 7, IIL, 

has released a 

full-color catalog 

The booklet illus- 

trates attache 

cases, brief cases, 

portfolios, cata- 

log cases, ring 

binders, zipper 

binders, photo visualizers, secretary portfolios, artist 
and photographer's cases and executive brief cases. A 
separate price list is included. 

Inquiry Card No. 124 


THE Norcor Mrc. Co., Green Bay, Wis., has pub- 
lished a new catalog covering its line of folding furni- 
ture. Each item is illustrated in color and all necessary 
specifications are incorporated in the product descrip- 
trons 

Inquiry Card No. 125 
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“SELLS FASTER 
THAN YOU CAN 


SAY JACK... 











FAST, SURE, SALES... PROTECTED BY THE 
“(1 TYPEWRITER PAPER FRANCHISE! — 


Southworth dealers build a solid sales Add this to Southworth’s pre-sold, pre- 
future. They’re assured that South- ferred reputation and you have a com- 
worth’s controlled distribution, exclu- bination that’s hard to beat. 
sively to stationery and office equipment Why not drop us a line on how our 
firms, means more profit now and in the franchise can build a better sales future 


years to come. for you! 


2004 
/.) >". 0 COMPANY /WEST SPRINGFIELD, MASS. 


CHICAGO OFFICE AND WAREHOUSE + 1500 SOUTH WESTERN AVENUE, CHICAGO 8, ILLINOIS 
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HOO O a '4 
LINE 
MODELS 


@® Same High Quality 
@ New Low Price 


Electric 


Adder-Subtracter, 


Lists 8 Totals 8 
Model 9EX 
$198.50 


BIGGER 
PROFITS 


with a CYalional 
Adding Machine 
Dealership! 


Hand Model 

Adder, Lists 6 Totals 7 
Model 67X 

$99.00 


Hand Model 
Adder-Subtracter, 
Lists 8 Totals 8 
Model 9X 
$138.00 


Recognized Superior Construction 

Every National Adding Machine is ruggedly built to 
give longer service at less cost. Example: Heavy duty 
parts, all precision built and double rust-proofed, as- 
sure accuracy, durability and maximum service. An- 
other example: A sturdy frame surrounds and protects 
all internal moving parts. Just two of many reasons 
why National Adding Machines give years of trouble- 
free service. 


Respected World-Wide Reputation 

For 77 years, National has been famous for building 
highest quality business machines. Many of the world’s 
leading companies use Nationals — benefit from Na- 
tional’s proved time- and money-saving features. 


Healthy Profits for You 

National Economy Model Adding Machines are de- 
signed and priced to fit the budget and needs of every 
business. You’ll have unlimited sales prospects. All you 
need is to use your initiative. Then, you will earn extra 
profits! 

For information about a National Economy Line 
Adding Machine dealership, MAIL THE COUPON 
BELOW! 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


Adding 
Machine 
Sales 
Dept. 


Model Adding Machines. 
Name _ 
Address 


City Zone 


[] 1 would like more information on a Dealership for National Economy 


*TRADE MARK REG. U. &. PAT. OFF. 


ADDING MACHINES 
CASH REGISTERS » ACCOUNTING MACHINES 


ELECTRONIC DATA PROCESSING 
wer paper (No CarBon Reauinen) 


State 


1039 OFFICES IN 121 COUNTRIES © 77 YEARS OF HELPING BUSINESS SAVE MONEY 
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SPEG 


LIMITED 
TIME 


AEA A / fm ONLY!!! 
Ss3oo95 


e@ The 2 minutes it takes to check the 
quality features of Cosco’s new promota- 
ble 88-TA can be the most profitable 
time you spend this month: 


Seat, 15%” deep, 17%" wide. Contour back, 
13” high, 16” wide. Seat height adjustment, 
17%"-21". Tilt travel, seat and back, 22°. 
Seat, 1” polyurethane foam padded. Trim, 
sturdy all-steel construction. Standard 
enamel colors. Naugahyde, Yearling or 
Cosco Vinyl upholstery in all regular 
colors. Claremont cloth available at slight 
extra cost. Immediate delivery! 


Colorful, hard-sell self-mailer, reply card 
and newspaper ad mat available. Time 
limited. Order now. Promote now. Low- 
est priced executive chair in Cosco his- 
tory. Contact your Cosco representative 
or order direct: 


HAMILTON COSCO, INC. 


Columbus, Indiana 
Special 


Model 88-TA 
(Model 88-T without arms, 
$34.95 in Zone 1, $37.45 in Zone 2) 
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“Mr. Typewriter” Retires 
After 64 Years of Service 


Jim Ward, popularly known as “Mr. Typewriter, 
retired from the Ames Supply Co. on May 1, after 64 
years of service. 

A testimonial luncheon was given in his honor by 
Ames during which highlights of his career, which be- 
gan almost with the inception of the office machine in- 
dustry itself, were presented. 

Jim Ward was instrumental in the formation of 
NOMDA, was one of the Association's first presidents 
and continued his service through the years as a mem- 
ber of the board of directors. He was also instrumental 
in organizing the Chicago Office Machine Dealers As- 
sociation and was its first president in 1925. He headed 
the Procurement Program in Washington for buying 
used typewriters and having them rebuilt by dealers 
during World War II. 

Throughout his career, from the time he was em 
ployed by the Typewriter Emporium and later as sole 
owner of Shipman-Ward Mfg. Co., and for the last 10 
years as vice-president in charge of dealer relations for 
Ames Supply Co., he has given his time and effort to 
the problems and needs of dealers. This help cannot 
be measured or itemized but, no doubt, is the greatest 
contribution made to this industry by any one person 
Many dealers attribute their success to him. He utilized 
every opportunity to help dealers establish their busi 
nesses and then to upgrade them, thereby helping the 
industry, in general, progress. 

The focal point of the luncheon came when Hazen 
R. Ames, president of the Ames Supply Co., presented 
Jim with a token of appreciation for his 64 years in 
the office machine industry and for his service to Ames 
in recent years. 

And what could be more appropriate than a type- 
writer for “Mr. Typewriter U. S. A.?” The electric port- 
able typewriter presented to him has two silver scrolls 
— one on each side of the cover plate — one scroll has 
Jim Ward's signature engraved on it and the other has 
an engraved drawing of Jim Ward's portrait along with 
the inscription: 

Jim Ward — “Mr. Typewriter — U.S.A.’ 
In Appreciation of 
64 Years of Outstanding Service 
to the Office Machine Industry 
Ames Supply Company 

J. Dallas Marvil, vice-president and general manager 
of Ames presented Jim Ward with an engraved book 
of letters and telegrams of well wishes from intimate 
friends who could not be present at the luncheon 

Norbert Mayer, West Coast Platen Co., Los Angeles, 
gave Jim a giant size plaque of silver dollars and dimes 
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SIGNPOSTS OF SERVICE surround Jim Ward—‘Mr Type- 
writer’—who gave the past 64 years of his life to the office 
machine industry. These are some of the awards presented to 
him for his activities in the industry's associations 


set in wood sparkled with glitter, spelling out: TO 
JIM WARD, FROM — MORRIS, VANCE, NOR- 
BERT. Morris is Morris Dorfman of West Coast Platen 
Co. and Vance is Vance Gribble of Seattle Platen Co. 

Mrs. D. R. Ames, executive vice-president, as well as 
C. T. Bills, vice-president, and Mrs. Bills came from 
New York to pay tribute to Jim. 

Jim Ward may retire from his daily work but he can- 
not retire from his position in the industry. Although 
the many daily visitors to his office will miss his help- 
ful advice and friendly conversations, he will continue 
to write editorials for Jim Ward's Personal Page in 

Your Man Friday.” 


Myrtle Desk Creates New Sales District 


The formation of a new sales 
district—including Ohio, Michi- 
gan, West Virginia, western Penn- 
sylvania and upstate New York 
has been announced by T. R. Pitts, 
vice-president and general manager 
of the Myrtle Desk Co. 

The announcement was _ also 

Dan Moran made for the Boling Chair Co. of 
Silver City, N. C. 

DAN MorAN has been named to represent Myrtle 
and Boling exclusively in this area. He will headquarter 
in central Ohio. 

Moran has worked in all phases of the office furni- 
ture field, from city selling to store supervision, and is 
familiar with dealer problems. His most recent position 
was district manager for Globe-Wernicke in Maryland, 
Virginia and North Carolina 


Esterbrook Vice-presidents Retire 


The Esterbrook Pen Co. has announced the retire- 
ment of Puitip E. Scott, Sr., executive vice-president 
and RoBerRT N. Woop, vice-president, coporate rela- 
tions, after lifetime careers in their company’s direction 


and management. 
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Announcing 
new Burroughs 


NU-KLEON 
Copy Sets 
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EXTENSIVE USE of modern, flexible 
store equipment is exemplified in this 
arrangement installed by the Bulman 
Corp. in Warner’s Office Equipment 
Co., Mattoon, Ill. The attractive, lighted 
island, with translucent backing, greets 
customers as they enter the store. 


Relocation Results in 


More Space, More Business 


More of everything, including business, has resulted 
from a relocation move made by Warner's Office Equip- 
ment Co., Mattoon, III. 

Floor space, for instance, was more than doubled, 
with the present store providing 7,200 square feet of 
space as compared to 3,500 square feet in the previous 
location, 

Although most of the increased area was allocated 
to the furniture and gift departments in an attractive 
mezzanine area, stationery and office supply merchan 
dise display was increased 60% through careful plan- 
ning and fixturizing by the Bulman Corp. 

More flexibility has resulted, too, from the utilization 
of wall units and islands, but WILLIAM WARNER, own- 
er, also rates their modern and attractive appearance as 
important factors in his selection of this equipment 
for his new store. 

The “merchandise-tailored’”’ aspect of the equipment 
is reflected in the fourteen different arrangements of 
shelves, cabinets and drawers used in the wall runs and 
six different types of island units employed in the store 

The features include pull-out shelves for blotter and 
desk pad storage and sliding drawers in sections for 
drafting and artists’ supplies. Shelf arrangement for 
open displays is, of course, readily adjustable to meet 
seasonal or other changing requirements. 

Maximum visibility is achieved by matching wall and 
shelf treatment to the items to be displayed glass 
shelves and mirrored walls that let you see all around 
certain products, pegboard walls for items that don't 
lend themselves to proper display on shelves 

Warner reports, “After 18 months, we are continu- 
ing to receive many favorable comments regarding our 
store. People are still coming in to see it as the result 
of conversation with others who have been in.” 

He's proud, too, that his new store was granted an 


NSOEA Award of Merit in 1960. 
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National Fiberstok Announces 


Two New Appointments 


As part of a new expansion program, Epwarp L. 
Howarb, president, National Fiberstok Corp., an- 
nounced the appointments of GEORGE W. HINDLE as 
vice-president and U. S. GABRIEL to the newly-created 
position of general manager, west coast division. 

Hindle, who joined the company’s sales department 
in 1959, will be responsible for sales activities in the 


George Hindle U. S. Gabriel 


East and Midwest as well as coordinating the sales and 
operating departments of Fiberstok’s main plant. 

Gabriel was associated with the sales division of 
National Cash Register before he joined Fiberstok’s 
sales department two years ago. As general manager, 
he will be responsible for the administration of operating 
process in the west coast division. Operating from 
Los Angeles headquarters, he will supervise a growing 
sales effort in eleven western states, Alaska, Hawaii 
and the export markets of the Orient and South 
America 


New Corporation Formed 


Acacia Equipment, a new corporation, has been 
formed to take over the assets and liabilities of the 
Acacia Equipment Co., 134 N. St.Clair St., Dayton, 
Ohio, renter and seller of office fixtures and equipment, 
which was formerly a partnership. There is no change in 
ownership. 
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iny office decor 





Please send me your free catalog and discount schedule 


National Sales Office + Lit-ning Products Company 

Dept. A2, 170 North Robertson Blvd., Beverly Hills, California 

R products Firm Name 
Address 

company State City 

My Name Title 
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Stairway To ideas 


The idea of using an open stairway which leads, 
in its turn, to ideas for decorating the office, is 
only one of the design innovations to be found 
in the newly-remodeled Eriksen’s, Inc., Toledo, 
Ohio. 

We have finally put into practice what we've 
been preaching,” said parr Eriksen, head of the 
firm. “For years we have urged others to remodel 
and take advantage of our free office planning 
and decorating service. We decided to utilize the 
skills of our three-member decorating staff and 
spruce up our own store.” 

The 1100 visitors who attended the Open 
House Eriksen’s held recently were given a guided 
tour of the “‘spruced-up’” areas, which included 
the completely transformed main floor and second 
floor. 

The main floor is divided by the unique, 
wrought-iron staircase. The office supply and ma- 
chine sales departments are on either side of it, 
along with the newly-installed gift department. 
The machine service department, the reception 
area several offices were moved from the second 
floor to the first. A vestibule entrance was added 
and the relocated reception area was completely 
modernized. 

The greater part of the second floor is devoted 
to furniture and accessories display. The furniture 
is arranged in settings which approximate actual 
business offices. The displays are divided by rib- 
bon walls to preserve the sense of space. Lamps, 
wall decorations, paintings, draperies and other 
accessories enhance the settings, each of which has 
a 6’ by 9 carpet in harmonious coloring. The 
spotlights are movable fixtures made to fit into the 
suspended, “egg-crate’’ ceiling, so that they can 

placed to the best advantage. Off-white floors 
and walls combined with charcoal grey ceilings 
provide a neutral seeting that does not distract 
from the furniture and colors on display. A con- 
tinuous electrical outlet strip rings the walls so 

DOING DOUBLE DUTY, this unique open stairway (top) divides th that each display can be lighted adequately. 
main floor sales area and leads the customer to the furniture displays The second floor also boasts a work-room con- 


on the second floor. The photos below show two of thes¢ cealed at the rear where samples of floor cover- 
recreate actual office settings as closely as possible, even 


tive accessories and matching carpet continued on page 134 
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You can’t miss with a full line—————sell the full “addo-x” line of versatile adding machines, (economy models 


included) printing calculators and special purpose machines. Continuous duty design assures minimum servic- 


ing to preserve profits. 4-way guarantee builds customer confidence. Smart, modern dealer aids to help sell the 


“addo-x" line. For franchise availability in your territory, write now to the nearest convenient office of 


“addo-x”" 300 Park Ave. New York 22; 3339 Temple St. Los Angeles 26; 6549 West North Ave. Oak Park, Illinois 


[—“addo-x” pronounced:— add-oh-ex—] 
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9 STAPLES 


purchase of 


stapler 


=MORE +1.95 SALES 


Jel 77o TWIN-PACK MERCHANDISER 


moves this brand new stapler in large daily 
volume. Display a box of 6 in assorted colors at 
two locations, or singly on peg boards. 

One dozen staplers-and-boxes-of-STANDARD 
staples in double-exposure prepriced display 
shipped in single carton. Order today! 


(Wi WILSON JONES 


« 
209 S. JEFFERSON ST., CHICAGO 6 


's Y, 
ENTS NEW YORK + BOSTON - ATLANTA - SAN FRANCISCO 
© 1961, W. J. Co 


Available in Canada through: Wilson Jones Company (Canada) Ltd. 7 Ingram Drive, Toronto 1 
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Quick Service 
Inquiry Cards* 


OA's 


New Products 


To obtain more information about any of the 
new products in this issue which carry the 
key numbers 1 to 90, simply circle the cor- 
responding key numbers on the card at the 
right and mail at once. Your inquiry will be 
forwarded without delay. 


Sales Stimulators 


To obtain more information about any of the 
manufacturers’ sales aids described in this 
issue, circle the key numbers on the card at 
right which correspond to the numbers as- 
signed to the Sales Stimulators. Mail the card 


promptly. 


Serwice Bureau... 
OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 


without delay. 





Service is restricted to subscribers-dealers and 
wholesalers in office equipment and supplies. 








NEW 


! 
16 
31 
46 
61 


76 


2 
17 
32 
47 
62 
77 


PRODUCTS 


3 
18 
33 
48 
63 
78 


4 
19 
34 
49 
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79 


5 
20 
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80 


6 
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36 
5| 
66 
81 


7 
22 
37 
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67 
82 


8 
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38 
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68 
83 


9 
24 
39 
54 
69 
84 


10 
25 
40 
55 
70 
85 


il 
26 
41 
56 
71 
86 


SALES STIMULATORS, CATALOGS 


101 
ttt 
121 
131 


102 
112 
122 
132 
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113 
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133 
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114 
124 
134 
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125 
135 
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136 
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12 
27 
42 
57 
72 
87 
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118 
128 
138 


13 
28 
43 
58 
73 
88 


June 1961 issue of OFFICE APPLIANCES 
Card void after August 1, 1961 
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Name 








Position 





Company 


Business Address 





New Catalogs 


To obtain copies of recent catalogs or price 
lists described in this issue, circle the key 
numbers on the card at right which corre- 
spond to the numbers assigned to the New 
Catalogs. These requests will be promptly 
forwarded to the manufacturers. 


is restricted to dealers and 
the office equipment and 


*This service 
wholesalers 
supply field. 


in 


The handy subscription card at 
the right is enclosed here for 
your convenience. Use it to 
enter or renew your own sub- 
scription, or tear it out and 
give to a friend, salesman or 
employe active in the retail 
office stationery, machine, or 
furniture business. 

Either way you will be helping 
OA to be of greater service to 
the industry. 
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covering new 
products and 
sales aids in 
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COA Statt Report 


NOFA Meets 


BEFORE THE PROGRAM, Harry J. Osbone, 


(left) Boston chapter president, greets Ed- 


ward Kallmann, Stationers Board of Trade 
one of the conference speakers 


AFTER THE PROGRAM, the discussion of mutual prob 


lems continued. Thus engrossed are Architect Willian 


Halsey, (left); Seyr Nathan, New York chapter pres 
dent; Harry Osbone; and Richard Murphy, NOFA as 


sistant executive dire 
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all “ 
om, fam. Ma 
<*> > Me 
a a a. 


f W if 


in New England 


NOFA members met for their tenth annual New 
England Conference amid the Colonial atmosphere 
of the famed Publick House, Sturbridge, Mass 
Chairman Byron Jackson, Jr. themed the conference 
“New Horizons for the Office Equipment Dealer,” 
and Harry J. Osborne, Boston chapter president, gave 
the welcome address to the more than 60 New York- 
New England NOFA guests. 

The morning session opened with a discussion on 
“Credit—Its Implications on Today's Small Business 
Man” by Edward Kallmann executive director of the 
Stationers Board of Trade, New York. Kallmann 
presented the office furniture dealers with various 
situations that can be caused by improper financial 
management. Topping his list of errors were over- 
inventory and credit services. In discussing these com- 
mon fallacies, the Stationers Board of Trade execu- 
tive offered time-tested formulas and suggestions for 
the proper management of finances. 

“Color, Space and Design” was the topic of the 
talk given by William Halsey, architectural consultant 
from Boston. Architect Halsey pointed out that it was 
the office furniture dealer's responsibility to improve 
the appearance of every office within his selling area 
He felt that dealers must be educatd in the com 
ponents of good design. They can then educate po 
tential customers in its necessity. He went on to of 
fer decorating tips on the use of color in relation to 
space and design. 

After remarking that ten years ago the New Eng 
land chapter of NOFA had hosted the first area con- 
ference in the association's history, luncheon speaker 
John Gray, executive director of the Office Furniture 
Association, emphasized the many changes that have 


continued on page 137 














PRESENTATION The Steelcase Circle 

is given to General Office Equipment for Cort 
excellence of GOE advertising program. Left 
Correll, vice-president of Steelcase, Inc Pa 
A.I.D., GOE design director; H. L. Davis, distr 
Steelcase, Inc 


Riddell Buys Benham Stationery Division 


JAMES HuRLey, northern California resid 
president of The Riddell Co., has just annour 
company's purchase of the 36-year-old _ statior 
ness of The Benham Printing Co., 104 Pit 
Francisco, in the heart of the financial and insur 
trict 

Extensive remodeling of the Benhan 
is now under way, including the constru 
square foot balcony display room 

The new acquisition will be operated as The B 


Hurley Co., division of The Riddell Co. In ldit 


continuance of the retail store operation, th 
will expand the industrial and commer 
end of the business 


90 


EXERCISE TIP Edward J. Eggleston 
(left), president of General Office Equip- 
ment Corp. and Peter Muller-Munk, Pitts- 
burgh industrial designer, get the idea 
from Bonnie Prudden, physical fitness con- 
sultant for the Executive Furniture Guild 
of America, who demonstrated the Tension 
Easer office at the April 25 opening of 
GOE's new showrooms 


Tension Easer Office 


Hailed in Pittsburgh 


Coupled with the introduction of new showrooms, 
General Office Equipment Corp. of Pittsburgh, Pa, re- 
ently announced the addition of the Tension Easer 
Office to their line of office furniture. 

TEO, as it is called, was designed in conjunction 
with the Executive Furniture Guild of America and 
BONNIE PRUDDEN, well-known physical fitness au- 
thority, and includes Stowe and Davis furniture. 

EDWARD J. EGGLESTON, president of General Office 
Equipment, announced that his company is now one of 
13 exclusive dealerships handling the Tension Easer 
Office. TEO includes a large executive office, a smaller 
secretarial room and a gymnasium cubicle covering only 
36 square feet. The area has an excercise bike, chin- 
ing bar and carpeted push-up platform. 

George Reinoehl of the Executive Furniture Guild 
noted that TEO is an investment in the health of the top 
xecutive who works with his mind. Reinoehl and Eg- 
gleston commented on the recent notariety physical fit- 
ness has gotten through national organizations and pub- 
licity Eggleston said, ‘Today's executive is continually 
under business pressures and stress. TEO provides a 
physical outlet during the busy working day of such a 
man 

In addition to the spotlight given the excercise area 
of TEO during the first public showing, General Office 
Equipment design director, PAUL PLANNERT noted 
the features of the executive and secretarial areas TEO. 

The executive area features a large left or right- 
handed desk with ample working area and a control 


panel of push buttons to facilitate daily work. The panel 


controls office lighting, can open or close glass-panel 


doors into the area or operate dictating and phone 


quipment all within arms reach of the executive. The 
retarial section included such features as a desk with 
built-in mirror, a hook for hanging a purse and an 
ror an extra pair f shoes 
Preview ceremonies also included an award presenta- 
to Plannert, designer for the Pittsburg firm. Plan- 
received the April Steelcase “Circle” magazine 
for general excellence in display in the new 
showrooms. General Office Equipment handles Stow 
1 Davis, Steelcase and Alma furniture, in addition to 


nt by the Leopold Co., and Milwaukee Chair 
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H-O-N sales personnel attending the 1961 
annual sales meeting at Long Boat Key, 
Fla.. appear here at pool-side during 


break in the fo session, 


Forum Keynotes H-O-N 
Annual Sales Meeting 


The right kind of sales meeting is an effective selling 
aid to a dealer organization and manufacturers should 
Sharpen this tool and encourage its use. 

That was the concensus of three representative office 
furniture and equipment dealers who constituied a 
forum tor the H-O-N Co.’s 1961 annual sales meeting 
held at the Far Horizons Motel, Long Boat Key, Fla. 

Forum members who held forth at a four-hour ses- 
sion for H-O-N’s office and field sales personnel from 
the east, central and southern states included WALTER 
GLASSMAN, Graver-Dearborn Co., Chicago, GEORGE 
KNOCHEL, Patton Office Equipment Co., Mineola, N. 
Y. and Don Sargent, DeKalb Office Equipment Co., 
Decatur, Ga. 

Primary topics covered at the sales meeting included 
a broad field of services manufacturers can offer to help 
dealers sell better 

Theme of the session was “Hit Opportunities Now.’ 
New products discussed included Convaire desks and a 
recently acquired chair line. 

Those attending were C. M. STANLEY, CLEM HAN- 
SON, WILLIAM DuvAL, JOHN VAN LENT, JERRY 
BOULUND, NORMAN VANEK, ALLEN MESSENGER, 
JOHN HAHN, JIM PALLISCHECK, of Muscatine, Iowa; 
and Nat ALTMAN, New York City; RoBERT KELLEY, 
Boston; At RowMAN, Philadelphia; Bruce WENIT, 
Washington, D. ¢ FRED GREEN, Decatur, Ga.; JOHN 
GROGAN, Cleveland, Ohio; ROBERT M. CLEARY, Chi 
cago: ERNIE STEWART, Dallas; Dick HONEYAGER, 
Delavan, Wis.; and Britt BurT and BoB MARSHALL, 
Mission, Kans 


Change Name of Elk City Firm 


The name of Smith Printing & Office Supply in Elk 
City, Okla., has been changed to Davis Printing & Of- 
fice Supply. The business, located at 117 S. Main St., 
was purchased in April, 1960, from W. G. and J ACK 
SMITH by Bos and KENNETH Davis. GLEN DaAvis re- 
cently joined his brothers in ownership and operation 


of the business 
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Markewitz Named To 
J. K. Gill Sales Staff 


* ERNEST MARKEWITZ has been 
appointed to the sales staff of the 
J. K. Gill Co., 408 S. Fifth Ave., 
Portland, Ore. 

Markewitz has long been asso- 
ciated with the office furniture 
business in Portland, having been 
associated with the Bushong Co. 
and with Kubi-Howell. He will 


specialize in office planning. 


E. Markewitz 





Paper Manufacturers Co. 


Opens Its Third Plant 


Paper Manufacturers Co. now has its third plant in 
full operation. The new facility consisting of an office, 
manufacturing area, and warehouse space, is situated on 
a five acre site at Cherry Road and Central Ave. in the 
modern industrial area of Newark, Calif. near San Fran- 
cisco 

The building is of the most modern construction and 
designed to have a straight flow of materials from re- 
ceiving and shipping. 

JosePH Morris is managing the Newark plant which 
will serve nine western states. All employees were 
drawn from the Newark 
ris who was the former manager of Paper Manufactur- 
ers’ Indianapolis plant. PAuL Coapy who was produc- 
tion manager in their main plant in Philadelphia suc- 
ceeded JoseEPH Morris as manager of Indianapolis. 

Paper Manufacturers Co. has sales offices located in 
Los Angeles; San Francisco; Atlanta; Chicago; Kansas 
City, Kans; New York City; Syracuse; Cleveland; Phil- 
adelphia; and Dallas. 


The company has announced new developments in 


Freemont area except Mor- 


punched tapes which provide characteristics specifically 
designed for photo-electric applications. By using var- 
ious combinations of mylar/paper, mylar/foil, and 
metallized mylar a tape can be designed to meet a multi 
tude of requirements. 





I AYS BAY (e 


INSTANT LABEL-MAKER 


for office and shop 


ja SS 
Plastic raised-letter Rs | 
labels in seconds y 


This featherweight, indispensable 
TAPEWRITER* prints colorful profes- 
sional labels in seconds... Any name, 
any legend, any length—out it comes 
instantly, in crisp raised letters in 
contrasting color on sparkling plastic 
labels. Self-sticking indoors and 
out . . . immediately identifies doors, 
drawers, shelves, files, pipes, 
switches, equipment — anything! 
Everything in office, shop, or store, 
looks better and works better with 
TAPEWRITER labels. $24.95 


Ask your dealer or wholesaler for a dem- 
onstration ...or write for information and 
sample. 











*Trademark of DYMO INDUSTRIES, INC., Dept. OA-6, 2950 7th Street, Berkeley 10, California 
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REMINGT 





AT THE 
REMINGTON 
“LIFE TEST” 

LAB! 


POT s.r ee 
byes # ne 


He 





This “truck” jogs Remineton adding machines 
over every bumpy road from Maine to California 


It’s one thing for an adding machine 
to come off the assembly line in top 
working order. Another thing entirely 
to keep it that way, delivered. 

Ente “Life Test” 
L witl juipment and 


Remington’s 


strange 


fiendish tests 
That erratic macl 
nothing else but bounce packages. Up 


ne you see, does 
and down. Side to side. Front and 
back. Three dimensionally. 

hour at the lab, it puts more 


strain on a package than a truck 
lumbering over 1,000 miles of coun- 
try roads. Three hours of this and 
we've blump-blumped the equivalent 
of a trip from Maine to California. 

Then, just in case a trucker is all 
thumbs, we drop the package 4 feet 

machine and all — onto a concrete 
floor. Twice 

After this “voyage,” engineers ex- 
amine the machine. A hint of wear 
would mean starting over again with 


new materials and another test trip. 
Even with rush deliveries, your 
Remington adding machines arrive 
as finely tuned as when they left us. 
No heroics intended. Makes life 
harder for us. But easier for you. 
And for your customers, too. 


Office Machines Division 


the man to see is from Remington. Contact your nearest office or write Remington Rand, Dept. 061-0A, 315 Park Ave. South, N. Y. 10, N. Y. 








OA Staff Report 


NSOEA Conducts 
Two Regionals 


The 1961 pattern of spring and early summer Dis- 
trict meetings for NSOEA was inaugurated with ses- 
sions of District 4 in Atlanta, Ga. and District 9 in 
San Antonio, Tex. As the result of the 14 into 10 
reorganization, District 9 now becomes District 7 and 
includes Oklahoma (formerly a part of District 8) 


while losing Mississippi, which will become a part of 
NEWLY-ELECTED OFFICERS of District 4 
going Governor Joe Rosolio shakes hands with Dx 
H. Russen, president of Zac Smith Stationery ¢ 
new governor. On the left is the new vice-govern | The 1962 site for District 4 meeting will be the 


District 4. Texas, Louisiana and Arkansas remain in 
District 


L. Longino, president of Miller's Book & Office Sup} Vinoy-Park Hotel in St. Petersburg, Fla. and new 
Co District 7 will convene next year on May 3 and 4 in 
the Galvez Hotel, Galveston, Tex. 

Douglas H. Russen, president of Zac Smith Sta- 
tionery Co., Birmingham, Ala., will head District 4 as 
governor for 1961-62, succeeding Joseph N. Rosolio, 
owner of J. N. Rosolio, Thomasville, Ga. Paul Fiske, 
owner and sales manager of Dallas Office Supply Co., 
Dallas, Tex., will head new District 7, succeeding 
L. W. Tabb, president of Lake Charles Office Supply, 
Inc., Lake Charles, La. 

Other new officers named for District 4 are: 

Vice Governor: P. L. (Lester) Longino, president, 
Miller's Book & Office Supply Co., Atlanta. 

Lieutenant Governor, Tennessee: J. Edge, presi- 


eee aanenenanonrnnns : nt, J. Edge Co., Memphis. 
GREETING CONVENTION DELEGATES, Mrs. Al h Lieutenant Governor, North Carolina: Alvin R. 
(left) and Florence Haralson take charge of the t n de 


Bowen. president, Kinston Office Supply Co., Kin- 
at the District 4 Convention . 


ston 

Lieutenant Governor, South Carolina: Ralph Mc- 
Bride, owner, McBride’s Office Supply Co., Green- 
ville, S.C 

Lieutenant Governor, Florida: E.H. (Gene) Burr, 
partner, Office Supply Co., St. Petersburg. 

Lieutenant Governor, Georgia: A.S. (Sidney) 
Moldow, president and sales manager, Office Supply 
Co., Atlanta 

Lieutenant Governor, Alabama: Richard Gassen- 
heimer, president and sales manager, Mercantile Pa- 
per Co., Montgomery 

Assisting Governor Fiske for District 7 are: 

Vice Governor: Overton Crawford, division man- 
ager, Maverick-Clarke, Austin, Tex 

Lieutenant Governor, Texas: Oliver Thomas, part- 


— :; ner, Thomas Bors., Co., Inc., Lubbock 
LIEUTENANT GOVERNORS of District 


Lieutenant Governor, Louisiona: Edgar C. Jordan, 
with Joe Rosolio (center), the outgoing gov ; 


to right) J. Edae. lieutenant governor f general manager and buyer, Jordan Stationers & 
oO t age Ne LOVE ) rT \ é d J 
Bowen, for North Carolina, E. H. Burr, for Florid nd Richard Printers, Alexandria 


Gassenheimer, for Alabama t continued on page 96 
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GOVERNOR PAUL FISKE (second from left, front) of the new Dis 
trict 7, whose selection was announced in San Antonio, poses with his 
new “‘cabinet.”” They are Overton Crawford, Austin, Tex., vice-governor 
Oliver Thomas, Lubbock, Tex., Edgar C. Jordon, Alexandria, La.; C. I 
Gene” Cook, Little Rock, Ark.; William C. Mason, Oklahoma City 
lieutenant governors; Paul Anderson, treasurer; and R. G. Breard, secre 


CANALS OF VENICE have a rival in the waterways 
which traverse historic San Antonio, scene of the 9th 
al convention of NSOEA. This picturesque 
going through the heart of the business sec 

the Granada Hotel, convention site 


tary 





MIKE SANYOUR of Harbridge House prefaces a talk on inventory man 
agement in San Antonio with a bit of a chalk talk. An audience of dealers 


found his remarks of interest and took home with them a prepared expla 


natio tf how they can keep accurate records of their warehouse and store 


stock 


IN A HUDDLE over District 9 program are L. W 
Tabb of Lake Charles, La., retiring governor, and 
his chairman Paul Anderson (left), newly-elected 


treasurer 


THE AUDIENCE thinks its a grand idea as 
President J. Howard Patrick is presented with a 
new hat, broad-brimmed in Texas style, of course, 
during the convention banquet in San Antonio 
Patrick opened the box and declared the hat “a 


iH perfect ht 
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continued from page 95 


NSOEA Regionals. . . 


CONVENTION INTERLUDES Art Carrow of Swingline, 
Inc. (picture at left), receives a plaque signifying honor é 

bership in the Southern Travelers Club from Charles McDaniel 
retiring president. The travelers honored Art for long service t 
the organization. At right are Mr. and Mrs. Irving Le\ Art Steel 


Co., convention visitors from New York City 


TEXAS TRAVELERS CLUB officers are a smiling gt 
ing their annual meeting in San Antonio. Charles M 
ond from left), turned the gavel of the presidency ov 
W. Silliman (center) as his successor 


ROSCOE AND LOIS BENGE, long-time Midwest 
before Roscoe set up his Codo operations in Dallas 
their old friends in San Antonio, including the fellow 
the Southern Travelers Club pictured here 
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(Gene) 


Lieutenant Governor, Arkansas: C. 
Cook, Little Rock, Ark. 

Lieutenant Governor, Oklahoma: William C. Ma- 
son, sales manager, Mike Bryan Office Supplies, Okla- 
homa City. 

Treasurer: Paul Anderson, Jr., Paul Anderson Co., 
San Antonio, Tex 

Secretary: R. G. Breard, Monroe Office Equipment 
Co., Monroe, La. 

John F. Lydiard, Sanford Ink Co., 

Fla., is the new president of the Southern Travelers 
Club and Robert W. Silliman, manufacturers’ rep- 
resentative, heads the Texas Travelers Club. 

An attendance of between 450 and 500 was wel- 
comed in Atlanta for District 4, this including dealer 


Jacksonville, 


participation above the registered 100 and consider- 
ably better than was had last year in Miami Beach. 
The District 7 attendance was around 250, below that 
usually on hand for a District 9 in Texas and espe- 
cially disappointing in view of the extra attraction of 
exciting Fiesta Week with succession of glamorous 
parades and other events in San Antonio. 
Highlighting business programs for the two dis- 
trict sessions was the keynote addresses of President 
J. Howard Patrick in which he outlined market 
trends and NSOEA’s plans for expansion of program 


ind services 


Two Talks For Two Conventions 


Half of the time on both days at both conventions 
was occupied by two discussion groups, one on “How 
to Get New Business,” led by either Charles W. Mor- 
tensen, manager, or Homer Lay, assistant manager of 
NSOEA, and the other, “Manning Inventory Dol- 
lars,’ by Mike Sanyour of Harbridge House, Inc. 
The number of questions and answers offered by deal- 
ers and others present in Atlanta and San Antonio 
indicated real interest in the new type of program 
presented 

At both sessions time was devoted to a dealer- 
manufacturer-traveler panel on two topics, “Selling 
Supplies in the Automated Office,’ and ‘Selecting 
ind Evaluating Salesmen.”” W. M. Fletcher, The Car- 
ters Ink Co., vice president of manufacturers’ divi- 
sion, and C. W. Clemen, G. J. Aigner Co., vice-presi- 


lent of field division, presided over these panels. 
“What Should a Dealer Look for When Hiring a 


was one of the key questions covered in 


Salesman” 
these panel discussions. C. W. Clemen, steering the 
1utomation supplies’ end of the panel, suggested several 
ways in which the dealer might obtain further infor- 
mation about the automation market and the profit 
potential that exists for him in this growing field. 
Among the materials suggested were NSOEA’s Auto- 
mated Office Manual and “Lifting the Fog from 
Automation” which has been reprinted from OFFIC! 
APPLIANCES. Both pieces of literature were made avail- 
ibli 

Members of the Atlanta panel assisting in answer- 
ing questions from the floor were Dave McMillan, 
Kline, Orlando Of- 


vtinued on page 97 
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NSOEA Regionals . continued from page 96 
fice Supply Co., Orlando, Fla., Sam Orr, National 
Blank Book Co.; William Aylward, The Globe-Wer- 
nicke Co., and Sidney Moldow, Office Supply Co., 
Atlanta 

In San Antonio the panel included Al Eiseman, 
Maverick-Clarke, San Antonio; Charles McDaniel, 
manufacturers’ representative; John Fellowes, Bank- 
ers Box Co.; and Lloyd Birdwell, Industrial Office 
Supply, Dallas 

NOSEA’s new manual, “How to Sell Yourself,” a 
practical guide to the value of publicity and how to 
get it, was introduced at both meetings. R. H. Blair, 
Jr., consultant on the subject, a San Antonio editor, 
and Jimmy L. Elrod, Maverick Clarge Co., assisted at 


these sessions 


NEW OFFICERS of the Southern Travelers Club are (left to 
right) Charles Hucke, mfrs. rep., secretary-treasurer; Jack 
president; Jack Cooper, mfrs. rep., 
third vice-president; Jim Hudgin, Columbia Ribbon & Carbon, 
chaplain; James Honekamp, mfrs. rep., second vice-president 
Jim Wilson, mfrs. rep 


rep., first vice-president 


Lydiard, Sanford Ink ¢ 


retiring president; Joe Shanks, mfrs 


Mike Sanyour, long a favorite with NSOEA’s audi- 
ences, pre sented details on inventory plans which a 
dealer might use instead of a “off the seat of his 


pants” method of knowing exactly what is in stock. 


His remarks were a companied with distribution of 
material which the dealers can study and use in set- 
ting up adequate inventory-taking procedures. 


District 4 Convention Report 


Ivan Allen, Jr., presided over the luncheon on the 
first day. Mr. Allen was remembered as former gov- 
ernor of the district, president of NSOEA only a few 
years ago, and the son of the former president who 
originated the regional meetings. The luncheon 
speaker was Reverend Bev Jones, pastor of the First 
Methodist Church, LaGrange, Ga., whose discussion 
included philosophy interspersed liberally with hu- 
mor 

Presiding at the second luncheon was Douglas Rus 
sen, vice-governor of the district at the time and gov 
ernor before the day was over. During the luncheon and 
for too brief a period afterward, the group was enter- 
tained by Graham Jackson, pianist extraordinary, who 
because of performance at the previous meeting in 
Atlanta appeared later as top entertainer at the national 
convention in Chicago. 

Under the gracious direction of Mrs. Arthur Hu- 
bert, chairman, and Mrs. Ivan Allen, Jr., co-chairman 
of the ladies’ entertainment committee, the conven- 
tion ladies enjoyed two delightful days touring the 
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countryside and enjoying the dogwood and azaleas 
for which the South is famous. After mid-morning 
coffee at the Biltmore on Friday, buses transported 
the group to Lenox Square for luncheon at Yohan- 
nan’s Restaurant and an afternoon of shopping. Sat- 
urday found the ladies at the Atlanta Art Museum in 
the morning with luncheon at the Museum Coach 
House, followed by a home and garden tour and Tea 
at the Commerce Penthouse. 

Southern hospitality was at its very best in making 
these events delightful, and the many gifts and prizes 
presented will be lasting remembrances of a most 
pleasurable visit with District Four. 


Elect New Officers 

The business part of the program was completed 
with the election of officers. Douglas H. Russen, Zac 
Smith Stationery Co., Birmingham, Ala., who moved 
up to the office of governor, succeeding Joe Rosolio, 
governor and for many years chairman of the prize 
committee. J. Lester Longino, Miller's Book & Office 
Supply Co., Atlanta, was chosen vice-governor. Each 
state in the district has a lieutenant governor. Those 
elected to that office are as follows: J. Edge, J. Edge 
Co., Memphis, lieutenant governor for Tennessee; Al- 
vin R. Bowen, Kinston Office Supply Co., Kinston, 
for North Carolina; E. H. Burr, Office Supply Co., St. 
Petersburg, for Florida; Dick Gassenheimer, Mer- 
cantile Paper Co., Montgomery, for Alabama; Sidney 
Moldow, Office Supply Co., Atlanta, for Georgia; 
Ralph McBride, McBride Office Supply Co., Green- 
ville, for South Carolina. 

The annual dinner was held in the large display 
room of the Biltmore. Plaques and gifts were pre- 
sented to several officers in recognition of service 
rendered including special gifts for Alma Hucke and 
Florence Haralson for their efficient handling of 
registration chores. The site chosen for 1962 is the 
Vinoy Park Hotel at St. Petersburg. The district 
works two years in advance in seeking locations. Its 
plan for years has been to have two successive meet- 
ings in Florida, every third meeting to be in another 
state. Mississippi, new to the district, is likely to be 
selected for 1964. 

The Southern Travelers Club annual meeting was 
held at the Atlanta Biltmore on April 13, the day 
preceding the fourth district regional convention 
Reports of the year’s activities were read and ap- 
proved James P. Wilson, manufacturers representa- 
tive and president of the organization, called upon 
Joe Rosolio, governor; C. W. Clemen, vice-president 
of the Field Division NSOEA; and Chuck Morten- 
sen, NSOEA geneal manager, for brief remarks 
Charles Hucke gave the secretary-treasurer’s report, 
which showed that the club was working on a sound 
financial basis 

In the election, which completed the session, Jack 
Cooper, manufacturers representative, was voted in 
as third vice-president. Other officers moved up. Jack 
Lydiard, Sanford Ink Co., became president; Joe 
Shanks, manufacturers’ representative, first vice-presi- 
dent; James Honekamp, manufacturers’ representa- 
tive, second vice-president. Jim Hudgin, Columbia 
Ribbon and Carbon Mfg. Co., was retained as chap- 
lain, Charles Hucke as secretary-treasurer. 


97 








Difiglio Forms New 


Office Equipment Firm 


p~AN 


Sam Difiglio Paul Douglas Tony Difiglio 


Organization of Buddy Products, Inc. to manufacture 
and distribute a new line of personal files, letter trays, 
sorting racks, and posting tubs is announced by SAM 
DiFIGLIo, president. Headquarters of the new company 
is 1846-50 W. Carroll Ave., Chicago 12, III 

Difiglio has had broad experience in the office sup 
ply field. His ideas for improvements in terms such as 
Buddy Products will produce led to the formation of the 
new company. 

PauL DouG.as, vice president, also has been in the 
office supply field for many years. He and his father 
owned an office supply retail business in Chicago, with 
which he was associated from 1947 to 1958. For the 
past three years, Douglas has been the manager of 
Sherwood Suppliers, La Grange, III. 

Tony DiIFIGLIO, brother of Sam, is in charge of fin 
ishing and quality control. For the past eight years he 
has operated his own finishing business. 

According to Difiglio, features of the new line in 
clude full piano hinges on all boxes including card 
boxes; all electrically welded construction instead of 
flash tacking; wool felt feet that will not leave marks 
on desks; and semi-gloss baked enamel finish on all 
items, in three colors, desert tan, mist green, and gray 

A new stacking feature on stationery holders and 
large sorting racks interlocks units, adds rigidity. All 
letter and legal size units are interchangeabl 


Acorn Products Moves 


The Acorn Products Co. recently 


moved its factory and offices into its the roof and 41/4 


new building located at 3750 N viding 


There is 80,000 square feet under 
1 acres of land, pro 
parking facilities and 
Powell Ave., Franklin Park, Ill. The room for expansion 


Monroe Furniture Co. Moves 


To New Location 


The Monroe Furniture Co., for 
over 25 years at 116 S. Wells St., 
Chicago, Ill., has moved to the 
corner of Wells and Monroe Sts., 
announced WyLiE G. AKENSON, 
manager. 

The firm was started by MONRO! 
BENBROOK in 1916. Among the 
lines now carried by the company 
are those of the Leopold Co. B. L. 
Marble Furniture, Inc. and Art Metal. 


Wylie Akenson 


Sales Representative Retires 


FRED Pitt recently announced his retirement as a 
traveling sales representative in the 8th Regional Dis- 
trict 

Pitt began his career in 1906 working for the Irving- 
Pitt Mfg. Co. In 1924 he became factory manager. Prior 
to the merger of the Wilson-Jones and Irving-Pitt com- 
panies in 1929, he organized a manufacturing company 
of his own—the Pitt Corp.—and during the early 1930's 
manufactured a line of loose leaf devices. 

In 1934 the Pitt Corp. was bought by Wilson-Jones 
and he joined the merged company as district sales 
manager of Kansas City. 

In 1934 he was transfered to Chicago as western 
division sales manager, and in 1942, on the retirement 
of George Dawson, he became president of Wilson- 
Jone me 

He retired from this office in 1946 and traveled as 
a manufacturer's representative until January, 1961 
when he announced his retirement from the industry. 


Vogt Named Kistler Department Manager 


WILLIAM E 
stationery department manager for the W. H. Kistler 


Voct has been named to the post of 


Stationery Co. of Denver, it is announced by President 
WILLIAM KISTLER 


Changes Announced 


By Marshall Spak 


Eight shipping 


MARSHALL SPAK has announced 


that he is now solely associated with 


modern building is constructed entir¢ 
ly of fireproof materials and is set off 
with a long canopy over. 
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and receiving docks together with ex- 
tensi\ raneways provide for efficient 


material handling 


Marshall Spak & Co., office design 
and interiors, 107 N. Wacker Dr.. 
Chicago, Ill 
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Another Watson specialty for counter height sales-- 


28/2" depth 2 and 3 Drawer 
Fire tested INSULATED FILES 


¢ flush sides for compact counters 
e three labels that add up to the best! 


a -308 = 
ers Laboratorj ; 
YUnderort NSPECTED mes. Inc e 
INSULATED RECORD CONTAINER 
FIRE CLASSIFICATION C — 


for fire protection! 

















i ASSO, 
oD ste ne msulateo saaeas ceuvanenn 70" 
CAT. NO. 





known 
for finest quality ! 


There are also NEW Watson Insulated Filing Cabinets in 1, 2, 
3 or 4 drawer models -—letter or legal widths—“C” or “D” label. 
--send for literature on WATSON Insulated Files-ask for catalog IF-1 


Watsou MANUFACTURING COMPANY, Inc. 
amestown, New Yor 


Other WATSON specialties include: 
Bank Counter Equipment (Catalog ‘‘FLB’’) 
Vault Interior Equipment (Catalog ““BVF’’) 
Courthouse Equipment (Catalog ‘‘D-2"’) 
Vertical Filing Units-and Counter Equipment (Catalog ‘‘A-B’’) 
Horizontal Units-for stacking-floor cases, busses, vault interiors (Catalog “‘C’’) 
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“Just a few...” 


of the best profit 
marking devices 


NUMBERER 
e FULTON 
RUBBER TYPE 
OUTFIT 





——C 
eran? 
FULTON « 


DRI-KWIK 
INK 





* FULTON 
SIGN MARKER 


®* FULTON DRI-KWIK STAMP PAD 
We welcome 


any special 
ink problems 
submit 
sample for 
extra fast 
service 
Write for . 
FREE CATALOG 


* NU-TYPE FOAM RUBBER and PRICE LIST 
STAMP PAD Prompt deliveries. 


FULTON MARKING EQUIPMENT CO., INC. 
82 Fulton St., Elizabeth 1, New Jersey 


“Manufacturers of Marking Devices for Over 50 Years” 


Ad Clinic 


Parade Your Store Before 


PROBLEM: An office equipment dealer writes as fol- 
lows: “Our local Chamber of Commerce has just an- 
nounced the annual parade and is urging all local mer- 
chants to participate. My office equipment store is a 
fairly small business in comparison with some of the 
other businesses in town. I’m afraid the value of a 
parade float will not measure up to its cost. 

Can you give me some suggestions on how I can 
cooperate with the other local merchants and the Cham- 
ber of Commerce to make this annual parade a success 

and yet not waste money on this form of adver- 
tising ? 
SOLUTION: Your attitude on cooperating with other 
businessmen and the Chamber of Commerce in your 
community is most commendable. Community spirit 
like this is what builds better shopping centers. It fol- 
lows a fundamental rule of good business: 

A merchant must put something into a community 
if he expects to continue to take something out of it. 

Local parades are usually well attended. You hav« 
an opportunity to be represented as a progressive busi- 
nessman in your community. People will get a longer 
and a better impression of your office equipment busi- 
ness than they will in reading an institutional adver- 
tisement in the newspaper 

Consider how long your parade entry will be in 
view of the people along the parade route. If you 
would measure the time your name is before the public 
in the parade and compare this with the average time 
people will continue to look at a page of advertising in 
the newspaper, you will see that you have a chance to 
make a good impression. 

Then, too, a parade entry gives people along th« 
route a chance to compare various business firms’ com- 
munity spirit. These impressions may not result in 
immediate office equipment sales, but it is an estab 
lished fact that it will build good will and will plant 
the name of your business solidly in the minds of your 
potential customers 

Here are five rules to follow in making your entry 
in your local parade most effective 

BE DIFFERENT: When float after float follows the 
same general idea, people watching the passing parade 
lose interest. Anything that can be done to make your 
float just a little different—higher, shorter, longer, 
lower, wider—will attract attention to your parade en 
try. Naturally, this will help people remember your 
office equipment business. 

AUDIENCE PARTICIPATION After standing 
along a parade route for an hour or more. people wel- 
come a chance to get into the act. Passing out advertis- 
ing novelties—balloons, caps, pencils—will put a little 
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JACK BEDFORD 


advertising consultant 


the Public 


sparkle into your section of the parade. These novelties 
are relatively inexpensive and will keep your name be- 
fore the buying public long after the parade is for- 
gotten 

SPEND SOME MONEY: On a purely cost com- 
parison basis, an office equipment dealer can afford to 
spend as much on his parade entry as he spends on a 
full-page advertisement in his local newspaper. People 
will spend more time getting the advertising message 
than they do in reading the SOee .. . . and with a 
budget of this size for a parade float it will be possible 
to prepare a most outstanding float. 

FEATURE YOUR NAME: Some parade committees 
will establish limits on company identification—size 
and number of entries. However, an office equipment 
dealer should take full advantage of this and be sure 
that people see the name of his firm. Both sides, front, 
and rear of the float should have some form of identi- 
fication. And, this firm name should be large enough 
to be seen from the back of the crowd on the sidewalk. 

FOLLOW-UP PARADE PRIZES: At best a parade 
lasts an hour or two. All the time and money invested 
in the float is lost unless the office equipment dealer 
follows-up on the entry. If the prize has been awarded 
for the entry, this can provide a good window display 
for a week or two following the parade. Parking your 
parade entry in front of your store for a few days fol- 
lowing the parade will help build identification with 
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HIGH PROFIT 


your office equipment business. 

PROBLEM: An office equipment dealer writes: “In 
one of your recent articles, you mentioned a Dutch 
Auction as a way to hold an unusual sale. This was a 
new idea to me and I would like to have more details 
about how to hold a Dutch Auction. 

SOLUTION: Fundamentally, a Dutch Auction reduces 


the price of certain pieces of merchandise every day, 


ALMA OFFICE MACHINE CORP. e 349 BROADWAY e NEW YORK 13, N. Y. 


hour, or week. Any customer can make the purchas« 
when the item reaches the price he wants to pay 
if some other customer doesn’t beat him to it. 

For instance, you might hold a Dutch Auction on a 
desk that has a regular price of $250. A daily price re- 
duction would be established—say $10. Then, each day 
$10 would be taken from the previous day’s price. 
Monday it would be $250; Tuesday, $240; Wednesday, 
$230: et 

However, if at any time a customer felt that someone 
else might snap up the bargain before it went lower he 
might buy. This would end the Dutch Auction. 

A limit should be established on how low the price 
will be reduced. This may or may not be advertised, 
but if it is a small town it is best to let the item be 


10/11 999,999,999, 
$228.50" pus FET 
HIGH DEALER DISCOUNT 
write for details 
*Slightly higher West of the Rockies 


machines ¢ 10 year parts 
(9,999.90990) *18952" 


10-key Electric Adding Ma- 
chine ¢ Heavy Duty e Fast 
¢ Light—Portable (carrying 
case available) ¢ Small — 
Size of your letterhead e Has 
all the features of expensive 
Guarantee 


sold to some lucky customer at the low price. 
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Mien on the Move 


Sales staff changes at Steelcase, Inc. have been an- 
nounced by Eart R. CorRELL, vice-president and man- 
ager of sales. 

GEORGE REINHARD, a district manager since 1957, 
has been named manager of contract sales. In this ca- 
pacity he will assist dealers in the procurement of major 
municipal installations and special product business. He 
will also represent the company on federal contract 


business. 





Thomas Roache 
“—— 


<A°S 


4 


- 
— 


- 


George Reinhard Everett Bayha 


THOMAS A. ROACHE, national accounts manager, 1s 

now manager of dealer sales. He will be responsible 

—_ for long-range sales planning and coordination of the 
efforts of Steelcase district managers and dealers in de- 


the all-new typewriter carbon ribbon made vi loping the full sales potential of every market area. 


THEODORE C. HAILEs, formerly VICE president of the 
Barry Wright Corp., has joined the company as man- 
PANA-FILM ager, data processing equipment sales. 

; EVERETT L. BAYHA, manager of institutional sales, 

e makes more beautiful letters to match the quality i chpunding: bie actieiies to eat Ta i all saa laa 


of polyethylene 


of ee pias — oe equipment. He will work in support of dealers through- 
s reak-resists cause Ss rethyiene : i 
is break-resistant because it 7 yeth; “gy out the country in supplying furniture for educational 
produces a much more precise print of the type it 
and business libraries. 
characters than any other acetate or mylar carbon 
ribbon The DeJur-Amsco Corp. has an 
has a clean leader that makes ribbon changes a nounced the appointment of JOHN 
cinch McGILL COOPER, JR. as national 


’ y ar + : 
. and don’t forget your extra bonus—sharper sales manager for its business 


carbon copies, sharper spirit Unimasters*, sharper 
sponsible for all sales and market- 


offset masters than ever before! I : : vy 
ing functions in this division. 


Ask for demonstration—call your local Before joining the company, 
an_alwave ee es ) 
PANAMA-BEAVER man, always a live wire! Cooper was vice-president and sales 


manager of Paul B. Williams, Inc 


of Newark, N. J., and executive vice-president, sales of 
GUAGIMG - eauel the New Jersey Tab Card Corp., Union, N. J. Prior to 
that he was national sales manager for the Hermes Type- 


RIBBONS anc CARBONS writer Division of Paillard, Inc., New York City. 


Coast to Coast Distribution Ennis Business Forms, Inc. has announced the ap- 


quipment division. He will be re- 


J. M. Cooper, Jr. 


MANIFOLD SUPPLIES CO. pointment of BEN SYKES as its representative working 
Brooklyn, New York Ree. TM out of the St. Louis branch. He will contact dealers in 
the states of Illinois and Indiana. 


Always send a “TIME SAVER” courtesy carbon copy. JaMEs L. Hart has been appointed to the Ennis sales 
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egisters - adding machines - safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 


P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 


Move fast 
it’s profitable! 


JOELI fire-proof 
safes of unusually 
unique design, are 
covering the globe 
with tremendous 
sales success. Several 
sizes and models 
available. 


In Canada: Commodore Portable Typewriter Co. Ltd., 
680 King Street West, Toronto 26, Ont. 


OUTSIDE CONTINENTAL U. S.: 
Jorgen S. Lien, Box 522, Bergen, Norway 
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It’s low-priced! It’s profitable! 
Mail the coupon—Mail it today— 
Mail it NOW! 


REGNA CASH REGISTERS, INC. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 


Please rush more information on the 

complete Line of REGNA Cash Registers, 
REGNA Adding Machines, JOELI Fire-proof 
Safes, and outline advantages of becoming an 
independent REGNA-JOELI Dealer. 
ee 

Address.............. 

Re ossutischstGcnecushepeaian 


Zone..... 


naannnaneaaaaaananaanad 


Be ee oe oe ee oe ee ee ee 
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Men on the Move - . » continued 


correspondence staff. He will work with dealers in sales training programs and providing training aids for 
Alabama, Arkansas, Florida, Louisiana, Mississippi, sales personnel and dealers. 

Oklahoma and Tennessee. Prior to joining the company in 1948 as Pittsburgh 
branch sales manager for the dealer sales division, 
Turner was district sales manager in the Pittsburgh 


The Smead Mfg. Co. has named ‘ 
region for the DeSoto Motor Corp. 


JAMES DUGGER as its representa 

tive in Minnesota, upper Michigan, 

the Dakotas, eastern Montana and The appointment of W. D. 

Wyoming, it was announced by _ Cook as sales manager-chairs for 

R. J. FULLER, sales managet the Globe-Wernicke Co. was an- 

Other changes were also an : he i nounced by ELMER G. RAHE, exec- 

nounced by the company. Ray : utive vice-president. He was for- 

THOMPSON continues on in Wis - merly director of sales education. 

consin while adding Iowa to his In his new position, Cook will 

James Dugger territory. Birt HoLtom, former : work directly with the company’s 


representative in Iowa, is now general manager of W. D. Cook field sales staff as well as with its 

Smead’s west coast subsidiary, the Yale Filing Supply dealers in promoting and mer- 

Co., Los Angeles, Calif. chandising G/W’'s aluminum chair lines. An important 

part will be the development and coordinating of new 

: ; chair designs. He will travel extensively, holding sales 

JOHN P. TURNER has been promoted to the newly ; : 

: : meetings for dealer salesmen specializing in chair sales 
created post of sales training manager for the Reming 
ton Portable Typewriter Division of Sperry Rand Corp 

it was announced by WILLIAM N. Brown, \ M. DeNNy Gains of Nashville, Tenn., has been 


Ic¢€ pres $ 
dent and Division general manager. He has been su named to represent the Kores Mfg. Corp. in the states 


ceeded as district sales manager of the Cleveland terri of Alabama, Mississippi and Tennessee. 


tory by JAMes W. JONEs 
Turner's new duties will entail developing reC- WILLIAM W. StuMM, North Bellmore, L. I., N. Y., 
ommending major objectives, plans, and_polici has been named sales representative in the New York 





pav-= 
ET CHANGEABLE LETTER 


j DIRECTORY 


Tee = = CORK AND CHALK BOARDS, NAMEPLATES, METAL 
: SIGNS, OFFICE ACCESSORIES...With such a complete 
line of Bulletin Boards and Directories, DAV-SON 
WOOD OR gives you the widest possible sales opportunity. No 
METAL FRAMES matter what your customers need, you can meet 
their requirements with the largest, the finest, the 
best known line of its kind now on the market. 


WRITE today for complete literature and details on 
DAV-SON's profit-maker franchise. No inventory . . . no 


stock necessary! 





NOTICE 


AMERICA’S MOST COMPLETE LINE. . . DAV-SON 


SINCE 1932 


Dept. OA 311 North Desplaines Street . Chicago 6, IIinois . Telephone: STate 2-6683 
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area for the sundries sales division of the B. F. Good- 


rich Industrial Products Co. 
His field sales experience includes 12 years in New 


York City. 


Paul Lambert 


1948 


for L. Marble 


From 1957 


The Imperial Desk Co., has an- 
nounced the appointment of PAUL 
R. LAMBERT as sales representative 
for eastern central United States. 

He will cover the states of Ohio, 
Michigan, West Virginia and Cov- 
ington, Ky. He will be headquar- 
tered in Cleveland, Ohio. 

Lambert's experience in the of- 
fice furniture industry began in 

until recently he was sales manager 


Furniture, Inc. 


F. GORDON SMITH, has_ been 
named vice-president, public rela- 
tions of Remington Rand. He has 


been director of marketing of the 


company Univac Division since 


1959 


The Weber Costello Co. has announced the advance- 
ment of Don LYNN to the position of manager-field 
sales and JOHN GUTHRIE to the newly-created position 
of manager-marketing services. 

In his new position, Lynn will be in direct charge of 
the company’s field sales forces for all product lines. A 
veteran sales executive with the company, he has most 


\ 


Don Lynn John Guthrie 


recently been manager of commercial and _ special 
accounts. 

Guthrie, also a veteran sales executive, will take 
complete charge of the company’s expanded product 
development and market research program, as well as 
the direction of other related marketing services. He 


had previously been in charge of the art materials 


Smith previously had been asso- division. 


ciated with IBM for 16 years in 
various executive capacities, includ- Cooks’, Inc. has appointed Jack WILSON as New 


F, Gordon Smith ‘ , ; 
England representative. He will represent the com- 


ing director of communications 


This “Salesman” will put 
extra profits in your pocket! 


Want a simple way to build up extra profits without extra 
work as hundreds of other stationery stores have done? 
Add a Bausch & Lomb Reader and Magnifier Display Rack 


in your store traffic area. It’s as easy as that! This self-sell 


product display shoots up impulse-purchase sales among 
your regular customers (almost all of whom are interested 
in extra magnification for all sorts of uses). You'll find 
B & L Readers and Magnifiers on display will produce fast, 
easy sales for you...exactly the way they have for other 
stationery dealers who report as much as 300% sales in- 
crease. Write for “ How To Sell More Magnifiers” and your 
copy will be sent by return mail. 


BAUSCH & LOMB 


Vv 


Bausch & Lomb Incorporated. 
992 Lomb Park. Rochester 2. N.Y. 


Use this Reader Display Rack for 
building up impulse-purchase business / 





STORE ’EM 


PRONTO 


a | ae 3 


PRONTO 


Free your expensive files by transferring your old 
records into low cost Pronto storage cabinets and use 
your expensive steel cabinets over and over again. 


20 DIFFERENT SIZES 
a size for every office record 


LETTER it ; 

SIZE ae CHECK 
“4 SIZE 

Find out why top companies everywhere use PRONTO 

STORAGE CABINETS for their old records. Fill in the 

coupon below and attach it to your letterhead ...We will 

arrange a Pronto Demonstration at your convenience. 


PRONTO FILE CORPORATION 
415 Madison Avenue, New York 17, N. Y. 


(1 Please send me your latest Pronto catalog. 
©) Have your representative call for demonstration. 


ae 


Address___ 


ee ee 


a 
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continued 


Men on the Move... 


pany’s complete line of “Ful-Vu" presentation binder, 
photo albums and transparent specialties. 

Formerly with the Esterbrook Pen Co. as general 
sales manager, Wilson has been active in the stationery 
field for sixteen years, ten of which he has spent in New 


England 


Thomas Collators, Inc., has ap 
pointed JULIAN A. POLLARD as 
manager of its Chicago sales office, 
it was announced by GEORGE W 
OLIveR, president. Under Pollard’s 
direction, the new operation will 
serve the Chicago, Joliet and Rock 
ford, Ill. and Gary, Ind. areas 

During his five years with th Julian Pollard 
company, Pollard was a retail sales 
man and, most recently, midwest regional sales manager. 
In addition, has has served as sales representative with 
Addressograph-Multigraph Corp. and Dun & Brad 


street, Inc. 


THOMAS L. TOLIVER has joined 
the W. H. Gunlocke Chair Co. as 
sales representative covering the 
states of Alabama, Tennessee, Ar 
kansas, Mississippi, Louisiana and 
the eastern part of Oklahoma. He 
will headquarter in Memphis, 
Tenn 

Prior to his appointment, Toliver pomas Toliver 
was district sales manager for 
Trans-Texas Airlines in Dallas. 


B. H. BURKS, is now associated 
with JAMES W. MONTGOMERY, r« 
presenting the Higgins Ink Co., 
Inc., Koh-I-Noor, Inc. and Convoy 
Inc 

He has been associated with Sic 
kert & Baum in Milwaukee and 
later with Curtis Lindsay, Inc. of 


oan Jose, Calif B. H. Burks 


Bitty J. GREENHAW has b 
named as the district manager for 
the Champion Adding Machin« 
Division of the Victor Adding Ma 


chine Co 3 “ 
He will supervise the sales activi- 


ties of dealers in the states of 
WX ashington, Oregon, Idaho and i 
Montana as well as the northern 
halves of California, Utah, Nevada 
ind parts of Wyoming 


B. J. Greenhaw 


ROBERT GARVIN, general sales manager for ODI, 
manufacturers Of contemporary office furniture, has re- 
ently appointed the following sales representatives to 
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place the company S franchise with oftice furniture 
dealers: LONNIE McCLAIN in Philadelphia, ROGER 
YOUNG in Detroit, J. KLEIN in Houston and S. LirFTON 
in Boston 


Vic PUETT, JR 
r for the Schwab Safe Co., Inc., according to an 


has been appointed assistant sales 
ivc! 
announcement by R. W. VANDERHOFF, vice-president 


harge of sales 


Vic Puett, Jr R. W. VanderHoff 


new duties will consist of giving sales train- 


actual sales assistance to dealers and whole- 


The Johnson Chair Co. has an- 
nounced the appointment of Ros- 
ERT ADDISON to represent the com- 
pany on a full time basis in the 
states of Pennsylvania (except Phil- 
adelphia), New York (except met- 
Connecticut, Massa- 


husetts and Rhode Island 


ropolitan), 


Robert Addison 


VINCENT A. Cox has been appointed to represent 
the Hansen Scale Co. in Michigan, northern Illinois 
and southern Wisconsin. He will make his headquarters 

the company’s offices in Northbrook, III. 

Hansen has also named the Koether-Cox Co., Man- 

turers representatives with offices in Denver, Colo.., 
is its representative in Arizona, New Mexico, EI Paso, 
Tex., Utah, Colorado and Wyoming. 


Consolidation of all district sales offices in the eastern 
division of Royal McBee Corp., has been announced by 
General Manager C. W. DOULTON. As a result of this 
program, marketing direction at the district level for 
th company's Royal typewriters, data processing equip- 
ment and electronic computers has been placed under 
one manager 

The new responsibilities have been assumed by J. L. 
SCHULTZ, Albany; J. S. MCKEAN, Allentown; W. W. 
CONLIN, Boston; W. L. GOLDsTEIN, Brooklyn; J. T. 
FoLey, Buffalo; T. F. Dwyer, Harrisburg; Sr. C. 
BROMFIELD, JR., Hartford; J. R. HARDMAN, Hemp- 
stead; J. L. Mayer, JR., Newark; A. A. F. ASCHAUER, 
New York City; M. D. Brown, Philadelphia; C. B. 
THOMPSON II, Pittsburgh; E. F. Simonps, Portland; 
I B. WRONsKI, Providence; E. R. JOHNSTON, 
Rochester; J. F. ByRNe, Springfield; J. F. ScHwinrt, 
White Plains; F. A. O'CoNNor, Wilmington; and 
C. F. RoGers, Worcester. 
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* Drafting Instruments + Drawing Equipment 
* Drafting Materials + Measuring Devices 
+ Drawing Sets - Designing Aids 


The One COMPLETE 
QUALITY LINE of 
DRAFTING & DRAWING 
SUPPLIES 


QUICK SALES: BIG PROFITS 
with these Sales Stimulating 
COUNTER DISPLAYS 

No. P395D av 
DRAFTECH TECHNICAL 
FOUNTAIN PEN DISPLAY 


12 precision pens for all types of draw- 
ing. Super fine to Extra Broad nibs 
Extra lorge cylinder for long lasting 
ink supply Eye-catching display for 
store or window. Display FREE. 
Retail Price $57.00 
Your Price . 34.00 


Profit 
No. 
PROFESSIONAL & SCHOLASTIC 
DRAWING SCALES DISPLAY 


Superior quality boxwood, pearwood 
ond plastic triangular and flat 6” and 
” drawing scales. in self-selling dis 
Stands 22” high with 2 flanges 


‘wide that fold to form a rigid 


stand. Overall width 32” 


Retail Price $75.00 
Your Price Ss 


Profits 


STOCK <p> --- UP TO 50% PROFITS 








No..5555 POCKET LEAD POINTER 


*'Kleen-Point’’ pocket lead pointer 
Graphite cup retains lead shov 
ings. Guide tube prevents lead 
snapping and insures sharp tapered 
points. Durable construction, eco 
nomicol, practical, neat. For home, 
office, school, shop use. 


$1.95 ea. Retail 


No. 604 6” BOW COMPASS 
An economy bow ‘compass suitable 
for scholastic or Commercial use 
Circles from Ve” to 9” diameter 
Designed fo Anodoized Aluminum 
with steel center assembly. Com- 
$2.75 ea. Retail plete in vinyl plastic sheath. 


No. 5021S $1.45 ea. Retail 


MECHANICAL LEAD HOLDER 
Push-Button mechanical lead holders 
permit quick lead adjustment. Holds 


— any stondord size drawing leod 


No. 5021 $1.45 ea. Retail Perfectly balanced featherweight bar- 


ee) oe) for voor: of lonting 


service. 
No. 5020 $1.35 ea. Retail 





Write for 124 page cotalog 
todoy . . . showing the com- 
plete Alvin line of displays 
ond merchandise . . . Mokes 
on ideal sales tool. 
Additional Discounts on Quantity Purchases 


“Quality at the Right Price” 
ALVIN & CO., INC., WINDSOR, CONN. 








$pellg the profits 
you make with 


MSS | l7-Shelf 


first and foremost in its field 
with 3 fast selling series to 
solve every filing problem! 


SERIES SERIES (short depth- 
(Door Series) (Open Type Series) economy series) 


Where maximum Offers maximum Maximum filing 
record protection filing space, maxi- economy in letter 
from dirt, dust, mum space saving. or legal size with 
water and fire is a 3” frontal over- 
the factor. hang. 


All Units Available in Letter or Legal Sizes 
— 30” to 36” Widths — 7 to 10 Openings 


Exclusive VS features include: 


FINGER TIP COMPRESSORS 
i T 


i 


® Positive locking 
© Free movement 


® Fully adjustable 


filet Lightweight patented Drop Doors 
Face mounted Reference Shelves 


plus National Advertising that 


tells the VS Story to millions 
of your customers in 


Write for new big four-color 
catalog and full details. 


A) | te od | | | Oe 


105 Chambers Street @ New York 7, N. Y. 


3rd District Notes 


Kevin F. O'Gara, correspondent 
Philadelphia Bourse, Philadelphia 6, Pa. 


JACK PINKERTON, president of the Philadelphia 
Stationers Association, has put out a strong plea for all 
members to contribute to the association's blood bank. 
Many members have benefited from this blood bank 


so please back up our president in his request. 


A. Pomerantz & Co. has moved its stationery pur- 
chases and telephone sales departments to the sixth 
floor. These departments formerly occupied the fourth 


floor and at present are being remodeled. 


BEN WACHTEL’s, of the Parker Pen Co., recent re- 
lease from Jefferson Hospital is most heartening news 
We all extend our wishes for a speedy recovery. 


JOHN WHITEHOUSE is now representing the National 
Blank Book Co. in suburban Philadelphia and southern 
New Jersey. Whitehouse formerly was associated with 


a greeting card company. 


The Suffolk Office Supply Co. has been sold to 
CLiypE A. SMITH and BoB WREN. The business was 
formerly owned by Mrs. J. SHAYER and was sold as 
of January 1. Our best wishes for success are extended 
to ¢ lyde and Bob. 


AupREY M. EL.iott, founder of Stationers, Inc., 
Richmond, Va., died suddenly February 13. Our 


sympathies are extended. 


4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 


Boy!! this business really starts ‘em early. Ray 
KOHL, down in Boca Raton, Fla., has his son, Hup- 
SON, with him for a short time but the urge to step 
out on his own was too much so Hudson went over 
to 41 S.E. First Ave. and opened his own store, Royal 
Palm Office Supply. Now all that is fine but the fact 
that Hudson ain't but 19 (you count ‘em) years old 
do make it outstanding. Written up in the paper there 
as the country’s youngest office supply store proprietor, 
I feel sure he won't have any opposition on that score. 
His Dad will continue at the old location, 123 E 
Palmetto Park Rd., but will change the name slightly 
to Ray Kohl Office Supplies. Am glad to say Ray, Jr. 
has recovered completely from his recent auto smash- 


up 
‘I 


Now that we are that close we may as well hop over 
to Fort Lauderdale for another nice expansion. Davi 
THOMPSON, ‘‘wonder boy” at Thompson Office Equip- 
ment Co., 311 S.W. 1st Ave. decided to “romance” 
the office supply section and “blew’’ himself to a new 
front, new fixtures and lighting all with the help of a 
local designer. Dave writes that the reaction, both sales- 
wise and customer-wise has been excellent but that was 
fully expected so came as no surprise. It was a real 
pleasure seeing you, as well as all the other old Florida 
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friends at the Atlanta fracas, Dave, and I hope you, and 


they, enjoyed it as. much as I did. 


Sanford, N.C., will soon have a nice expansion too. 
HERB BowEN, king bee of Bowen Office Equipment 
Co., is doubling the size of his store. The typewriter 
shop will occupy the rear one-third of the new build- 
ing and new model offices, along with other furniture 
and equipment, the front two-thirds. The old store will 
continue with supplies and the general offices. This will 
give Herb a building 50x95 feet, all air-conditioned 
and well lighted. Rumor has it that as soon as the new 
addition is well launched, Herb and the family will 
take off for a well earned vacation, although I was un- 
able to learn where, or how long. Maybe it will come 


out later 


At and Murray WILLIAMS, Raleigh, N.C., held the 
formal opening of their grand, new store at 706 Hills- 
boro St., last March 27, 28 and 29, along with their 
94th Anniversary Year. It was a gala occassion indeed 
A very complete, one-stop shopping center for anything 
needed in an office, Alfred Williams & Co. is well out 
in front of the pack. The boys are mighty proud of 
their new store and, as I mentioned earlier while it 
was under construction, it will give any and all a hot 
race for “best new store of the year” award. No one 
in our industry should go anywhere near Raleigh with- 


out going by for a look. 


Along with their new store Alfred Williams & Co 
brought in one of their top outside men and promoted 
him to store manager-buyer so next time you “‘order 
takers” go by you'd better ask for Jim Hooks. AI still 
handles the buying of furniture and Murray the ma- 
chines but Jim takes on the rest. 





Just got a note from Jim MONAHAN, Wilson-Jones 
man about the Southeast for the past two years, telling 
me that he has been transferred to the Pittsburg terri- 
tory and will make his residence at 642 South Crest 
Circle, Pittsburgh 26, Pa. Jim said it has been a genuine 
pleasure working here in the deep South and he ex- 
tends his warmest regards to the dealers here in the 
deah ole 4th. We hate to lose you too, Jim, but we 


can’t win ’em all, as the man said. 











HERMAN WINKLE, Carolina Printing & Stamp Co., 
Wilmington, N.C., took off on March 25 and got him- 
self married. His new lady works for the Customs of 





fice there and although I have yet to meet her they do 
say she is quite a “looker.” They toured the western 
North Carolina mountains on their honeymoon 








BiLL PRUDEN, owner of Pruden’s, Roanoke Rapids, the only place they won't 


N. C. and MARGARET made it a “foursome” on April 
15. Wm. H. Pruden, III showed up then and let one stick is on your shelves 
and all know he was now the “bull of the woods” 
around his house. Big sister Anne, now 5, will have 
to take over as ‘Queen.’ Elmer's products turn over fast. Profits go up. No wonder 
—with all the ads in top consumer magazines backing 
E. W Hoss, with Williams Office Equipment Co., the Borden Company, Dest. CSV.31, 360 Medison Ave 
Fayetteville, N.C., has been ailing lately and at last New York 17, N.Y “i 
check was in the hospital for a thorough checkup. Santen iO ja.) BORDEN 9 
i g I (Available in Canada.) OZ, 


Haven't been able to find out what the docs discovered oTB.C. 
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STAMP OUT STONE-AGE 
ACCOU NTI NG. . . by selling Multi-Rite® 


Accounts Payable Packages. You sell a one-writing system. 
Your customers can write checks, record the payable 
ledger, check register and purchase journal at one writing 
... Cut their posting time by two-thirds. Also, you get all the 
profitable re-order business, because your name is printed 


on every form. Sound simple to sell? 





Call or write: 














oe? aa 
«Go,° 


YAWMAN & ERBE c. & sheppara co. piv 


44-05 21ST STREET, LONG ISLAND CITY 1, N. Y 





A TIMEly suggestion 


wherever business is concerned! 


CALENDARS 


Also available 
with Half Hour 
Time 
demarkation 


‘J \ 


Easy Tw Read 
STARK... © Easy To Use 


A quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on a high 
grade, white — 16 paper. Stands available in brown and 
grey. DAILY FIGURES ON SMALL MONTHLY PAD 
PRINTED IN REVERSE FOR QUICK REFERENCE. 

Slot punched for neater appearance after removal of page. 
No more perforation. 


write or phone for complete details 





CALENDARS.INC. 


100.112 BISSEL STREET JOLIET, ILLINOIS 
TELEPHONE JOLIET SA 3.0654 AND SA 3 065 














but sure hope it was nothing serious and you are back 


at your old stand 


ToM JOHNSON, decorator for Fulgum’s Office Econ- 
omy Index, Tampa, Fla., can easily qualify as one of 
the luckiest people alive. He was in a bad smashup in 
his car recently, and came out if it with nothing more 


than a big crop of bruises. 


PHit H. SULLIVAN, salesman for Skagseth-Bryant 
Co., Miami, died suddenly on March 13 of a heart 
attack. “Sully,” as he was known to all his multitude 
of friends, was one of the better known salesmen of 


the Miami area. 


Tom FISHBACK, inside store salesman for Ivan Allen 
Co., Atlanta, died on April 2, just a short time before 
his retirement. Tom had been with Ivan Allen for 35 


years. A heart attack again 


Although the 4th Regional Convention in Atlanta 
was not as heavily attended as the previous one there 
was nothing lacking in the quality of speakers, entire 
business program or entertainment supplied by the 
Atlanta dealers, Southern Travelers or the Association. 


My most grateful thanks to Jim WiILson, TOMMy 
PARKES and JoE GLAsscock for helping out with my 
problem.” Said problem can stand many more such 
fine donors. As I have mentioned many times; the 
column is what YOU make it—come in and it does 
just fine stay out and it goes to the bottom of the 


heap 


‘ 
SII 


™m 


3 
UMC 
A 


Wp 


You'll find... 

“THE CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 

priced stamps 

on the market. 

Send for information 
on our complete line 
today J 


R. A. STEWART AND CO., INC. 


30 Duane Street +« New York 7, New York 
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Sth District Notes NEW PROFIT MAKER! 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 


New officers for the Indianapolis chapter of. the A MUST 
Fifth District Travelers Club are: Chairman, DON For Every Home 


PLEHN, Boorum & Pease Co.; Secretary, DIcK BAR- 
; : ; ; and Business 
BERICK, Wilson-Jones Co.; Treasurer, DON CARTER, 


manutacturers fe pres¢ ntative. 


Congratulations to Larry StToKkes, “‘ball-of-firc 
inside salesman at Diehl Office Equipment Co., Co 
lumbus, Ohio. Larry, who is 18 years of age, has been 


named Boy of the Year by that city’s Boy's Clubs fe. 


CHECK CASE.” RETAILS]95 - 


, ® WEST COAST $2.05,.¢ 
NANCy and PETE MILIAN, general manager of the "Ssaeeeesee™ 
Cincinnati division of The Associated Stationers Sup- Display a 4 color assortment and watch the sales roll in! 
ply Co., were blessed with their fifth child, Debbie oer — eo ae pes filing ome mA 
izes. t rs y. Made 

Marie, on March 12th. MAyorre and BoB HALL, Co- NN ee ee eee 

. of sturdy binder’s board. Permanently positioned guides, heavy 
lumbus Blank Book Co., had number four, Kimber tuggage latch, metal hinges. Incindes gold gummed year labels 
Lee, on February 22. PEARL and HENRY SEARS, Frank- for outside of case and alphabet labels for those who prefer to 
Toledo, Ohio, came file by name. 12 to a carton, assorted colors, Colorful 
display card and other sales helps available ! 


Ol’ man stork continues to stagger under his load. 


lin Printing and Engraving Co., 
up with their third, Gary, on March 18th. Mr. and 


Mrs. Ep Lucas, General Office Supply Co., Detroit, Y Atpratiive Chfor7 


had number two in March 
CHERRY RED SKY BLUE 
SEA GREEN NAVY BLUE 


Hurry-up-and-get well-department: CECILE JEFFERS, , 
: ’ £4 PACKED 12 TO A CARTON IN ASSORTED COLORS 
ittractiv right arm’ of our friend BEN REHMAR at 


Peerless Oftice Supply Co., Columbus, Ohio, in good p , AMBERG FILE & INDEX co. 
shape after surgery. Ray Linpsey, Diehl Office Equip- te, ' KANKAKEE, ILLINOIS 





A proven way 
$ to accumulate 


$ money 














STEELS S<rRONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCB8SSORIES 


Seal Presses * Legal Seals * Downey Change Trays 
Teller’s Moisteners * Currency Racks * Manual Coin 


Large Variety of Sizes and Styles. x Counters * Packaging Trays * Linen Shipping Togs 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 
Old Style * Rainb * Aut tic * Duzitall 
it 


Noesting considers QUALITY Kwartet * Tubular * Gunshe 


is of first importance. — pe 


. 
Write for information! 





NOESTING PIN TICKET CO. INC. 
728 E. 136th Street, New York, N. Y. THE C. L. DOWNEY CO. HANNIBAL, MO. 
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ment Co., Columbus, Ohio, underwent ear surgery. 
HARRY JESSEE, Gratiot Office Supply Co., Detroit, out 
of the hospital after a bout with pneumonia. BETTY 
PEHAN, Columbia Ribbon & Carbon, in the hospital for 
surgery. PAUL Foster, Standard Printing & Publishing 
Co., Huntington, W. Va., is now back at his desk after 
being ill for some time. Foster, who is Past Exalted 
Ruler of B.P.O.E., holds one of the few solid gold 
honorary membership cards in the country in that or- 


what are 
you going fo file 
in it? 


ganizaiton 


On the subject of B.P.O.E. again, BEN STAPLE- 
TON, Stapleton’s, Portsmouth, Ohio, is in Rochester, 
N.Y., for The Elk’s National Bowling Tournament. Ben 
is recognized as one of the top amateur bowlers in the 
country. The B.P.O.E. bulletins are published through 
the courtesy of NATE StTRAuss, manufacturers’ repre- 
sentative, who, needless to say, is an Elk. 


Wedding bells: PATricla ANN NieHAus, for the 
past eight years secretary to SIDNEY BUTTERFIELD, 
Smith & Butterfield, Evansville, Ind., is leaving for a 
trip to the altar. ROSALIND WRIGHT will take over her 
position. Congratulations! 


Big doings at F & R Lazurus Co. in Columbus, Ohio; 
Jerry HILv has returned as stationery and office furni- 
ture buyer, and has completely remodeled these depart- 
ments. The company held a gala celebration in his 
honor on April 22. Shaver Office Equipment Co., 
Connersville, Ind., has moved to new and larger quar- 
ters at 621 Central Ave. 














Ask that question when your customer is shop- 
ping for files. There’s a place in every office for 
both insulated and non-insulated files. Tell your 
customer his most valuable records—the irre- 
placeable ones—should be kept in Hercules® 
insulated files where they are protected night 


KEN Pepper, General Printing & Office Supply Co., 
Pontiac, Mich., is impatiently (?) awaiting his induc- 
tion into the armed forces. 


and day, in use or not. Tell him that 43 out of 
100 firms losing irreplaceable records in a fire 
never reopen. Tell him the slight extra cost of 
an insulated file is a wonderful investment in 


Lite of ease society : GEORGIE and NATE STRAUSS, 
husband-wife team of manufacturers’ reps, are off to 
Nassau in May on vacation and to celebrate their wed- 
ding anniversary. JOHN HOFFMAN, MacTaggart-Hoff- 


security. man, Port Huron, Mich., just returned from six weeks 
- a : r ) Florida. Mr. THOM, Thom Office Supply Co., Ham- 
pire! nig sewn business — nyc ee tramck, Mich., just back from a fishing trip on the 
cm mon H by Using ents agent ne Florida Keys. CHARLIE VAN WALD, AL LAsT, JIM 
methods geared to the self-interest of your : : 

; WILLIAMS and Frep BALLINGER, all of Buckland-Van- 
customers. And of course you can’t go wrong 
when you recommend Hercules insulated files, 
either C or D UL-labeled. There are no finer 
insulated files in the whole wide world. Do you 
have our latest catalog? 





Complete line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 
Write for Circular, Prices 


CAN: PRO 2... 


22 E. McWilliam St. 


MEILINK STEEL SAFE COMPANY - TOLEDO 6, O. 
Fond du Lac, 


Producers of the most complete line of " : Wisconsin 


LSTVER Se One, Two, Three, Four Drawers 


LEGAL SIZE § Unlimited locking arrangements 
LEDGER size | © 279 D Label 


insulated products: A, B and C label 
safes, insulated files, money chests, vault 
doors, home VAULTS®—as well as busi- 
ness machine and typewriter stands. 
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Wald in Detroit. recently were in Nassau for the deep- 
sca fishing. 


JOHN GROGAN is the new H-O-N man for Ohio 
and Michigan. Dick HUMPHRIES, for the past six years 
with Venus Pen & Pencil Corp. in St. Louis, has been 
transferred to Cleveland, and will cover eastern Ohio. 
We've got two new ones, but we losta good one. 
Bubbling Jor Faso, for the past 21 years with Codo, 
has left our industry, and is now with the Nationwide 


Insurance Co 


It was bound to happen: Attention, all members of 
the Fifth District Travelers Club: We are no longer a 
select group; we have been invaded by a member of 
the weaker (!) sex. GEORGIE STRAUSS, manufacturers’ 
representative is now a dues paying member in the 
Cleveland Chapter. Some of you so-called salesmen 
better look to your laurels—this gal can really sell; I've 
seen her in action, and she knows her stuff. Welcome 


to our ranks, Georgie 


Passed away: PAuL J. Orey, 54, Vincennes Type- 
writer Co., Vincennes, Ind., after a heart attack in Feb- 
ruary. Our sympathy to the bereaved. 


6th District Notes 


CHRISTOPHER MALONE, correspondent 
205 W. Wacker Drive, Chicago 6, Ill. 


The annual birthday party of the Great Lakes Travel 
exs Club was held April 8 at the new O'Hare Inn 
About 300 were entertained. Following the dinner, 
dancing and other entertainment continued long after 
midnight. BEN PHILBRICK and GEORGE WILSON, to 
gether with their birthday party committee indeed 
earned all the compliments bestowed upon them for 


the enjoyable affair 


DAvip RUCKER has rejoined B. H. Hallin & Associ 
ates of (¢ hicago 


STANLEY SCHOEMAKER has returned to the employ 
of Highland Office Interiors & Supplies of Aurora 


MELVIN HoDGEs,who represented Joseph Dixon Cru- 
cible Co. in this area, has resigned and will make his 


home in Phoenix, Ariz. 


FRED PLANK of United Stationers Co., who was hos- 


ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

“A” and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes. 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 to 13 
step heights, and 4 widths 


Send for Circulars S5BWOA (Wood) & 56-OA (Steel) and Dealer Discount. 
Manufactured by 


I. D. COTTERMAN 








123 W. Spring 
Nepervilie, lilinois 
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“MATIC” 


POSTING EQUIPMENT 
for Modern Office Procedures 


Be 


PORTA-MATIC POSTING 
TRAYS AND STANDS 


DUO-MATIC POSTING TRAYS 
AND STANDS 


és 


V-MATIC TRAYS 
(Small capacity containers) 


TILT-O-MATIC TRAYS 
(For register forms) 


oo, 


HANDI-MATIC TRAYS 

(For writing board and 
machine accounting—records 
requiring small capacity 
containers) 


EXPANDI-MATIC 


(Designed for installations 
where space is at a premium) 


A COMPLETE LINE 
of accessories 


TRAY HOODS 
HOOD SUPPORTS 
INDEXES 


FILING DRAWERS TILT-O-RACK 


Desk organizer 


WRITE—For Information On 
The Complete P.E.C. Line 


| 


Write tedey SOLE DISTRIBUTORS FOR 
POSTING EQUIPMENT Gecv-eatte 
1721 Elmwood Ave LAL Le A 


z M-L _MEAD-LEE Associates 
} associates | 


for our new, 


complete catalog 


WEST COAST REPRESENTATIVES: JACK AUTRY, 
402 MARKET DRIVE, SAN FRANCISCO, CALIF. 





pitalized by a foot ailment, is recuperating at home. We 
hope Fred will soon be on his feet again and that's 
meant literally. 


A. M. ““BENNY” ALLEN has recovered from the ill- 
ness which made him a patient at Passavent Hospital 
and again is full of vigor and energy 


ROBERT BEELAN of A. C. McClurg & Co. is a pa- 
tient at St. Francis Hospital. The nature of his ailment 
is not known. Best wishes for a speedy recovery, Bob 


Mrs. JACK Lyons of the Lyons Stationery Co. of 
Chicago, has been a patient at Mt. Sinai Hospital, 
rapidly recovering from surgery. 


Frank Keating, chairman of GLTC’s June golf 
tournament which will be held at River Forest June 13, 
is completing all arrangements to assure the success of 
this event. 


“CuRLY” FREDERICKSON is working at high speed 
for the NSOEA 6th District regional in Springfield, 
Ill. Headquarters for this convention will be the Leland 
Hotel. It is advised that all planning to attend, mak« 
their reservations now. Business and educational ses 
sions as well as the entertainment program will be an 
nounced shortly by Governor Fredrickson 


CLARENCE QO. SCHLAVER, Office Appliances’ manag 
ing editor, has emerged victorious in his hard-fought 
campaign for the presidency of Mt. Prospect. An in 
trepid public servant who has served the village of 


20,000 souls in many capacities for a number of years. 
Clarence’s many friends now take pleasure in address- 
ing him as “Mr. President.” How far and how long, 
“Schlaver, your Neighbor” from Mt. Prospect to Wash- 


ington, huh? 


A. J. “Tony” PErTeRs, merchandise manager for 
United Stationers Supply Co., and his charming wife, 
have returned from a happy vacation in Florida. Wel- 
come home, Tony. 


7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801/, St., Bloomington, Minn. 


GRAND OPENING. Bertelson Brothers had a 
grand opening of their new store located at the junc- 
tion of Highway 100 and Highway 55. They had 3600 
visitors. ART BERTELSON says that this is the first move 
they have made from their old address since 1906. 


TRAVELING TRAVELERS. Saw JeERRI CARLOAD 
SMITH working in Duluth. Jerri is with All Steel Equip- 
ment. Saw Howard Marks, manufacturers’ repre- 
sentative. Yours truly had a nice dinner with Mr. and 
Mrs. Nep SAFFORD of Safford’s in Superior. 


TRAVELING DEALERS. Cat HeGstrom of Heg- 
strom’s in Bemidji, won a trip to Sweden, so he and 
PAT, his wife, are going by boat and plane. Nice go- 
ing, Cal. Anxious to hear about your experiences when 


is Picture FOR YOU...! 


When you sell Quality Park Envelopes, you help 
your customers reduce waste, promote mailing 
room efficiency and speed output. It’s profitable 
for your customers, it’s profitable for you. If you 
are looking for profit, look to Quality Park for these 
mailing envelopes specially designed for efficient 
handling . . . by hand or by machine... carried 
in stock for prompt delivery. 


Quality Park has the envelope answer to 
EVERY mailing need! 


LU 


BOOKLET 


FLAT MAILER 


SAFETY FOLD INNER SEALOCK BULKAMAIL EXPANSION 
Sold Through Dealers Only 


QUALITY PARK 
ENVELOPE CoO. 


Main Office & Factory, 2520 Como Ave., St. Paul 8, Minn. 
Atlanta Office & Factory, 650 Murphy Ave. S.W., Bldg E-12 ° 
Chicago Office & Warehouse, 564 W. Monroe St %, 
Los Angeles Office & Warehouse, 837 Traction Ave 
Dallas Office & Warehouse, 1203 Dragon St 
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you return. Mr. and Mrs. Lou ER.icu of Erlich Sta- 
tionery in St. Paul, spent February in Hawaii. They 
went by boat and flew back to attend the NSOEA 


Convention in Los Angeles. 


UNUSUAL SPEAKER. Harvey RING of Gopher 
School Supply and former Golden Gopher football 
player during BERNIE BIERMAN’S coaching, gives a 
very good commencement speech or talk on athletics. 
His Swedish dialect ad libbing is exceptionally hu- 


morous 


SHERMAN Reap, formerly of St. Paul Book and Sta- 
tionery, has quite a hobby raising bees. Incidentally, he 
has really good old fashioned home made honey at 
tasted it and MMMMM 


reasonable prices I have 


MMMMM good 
NEW MEMBERS. Tom BowMAN with Micropoint. 


Oh, I almost forgot, speaking of St. Paul Book, 
ViLL Vose, purchasing agent for many years, has now 
retired as of March 1. The new fellow to take over his 
position 1s JERRY MEIGs 


JOHN ZAREMBA, of Codo in Chicago, was in town 
and rehired Bop Warp as salesman in this area cover- 
ing North Dakota, South Dakota, Nebraska, Iowa, and 
Minnesota. Glad to see you back, Bob. 


Sorry to hear that Mr. CARPENTER of Sperry Office 
Furniture has been quite ill. We wish you a speedy 


recovery 


We all hate to see Met SOWELL leave the territory, 








ne 
- 


| 


|| v PANELS, PREFAB BOARDS & EASELS | 











Banucks the premurnr Gita 


at compdhitinne prices ! 





VY CHALK BOARDS 
Y/Y CORK BULLETIN ROARDS 


V MAGNETIC BULLETIN RoARDS | 


Frawes and Abit ThOUgHS 
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Designed for the 
dealer who \s 
Agel eel Lal 

q Sells 








Chalk Board 
Division 
Barricks 
MFG. CO. 
134 West 54th St. 


CHICAGO 7 
ILLINOIS 


however, I imagine he will be back some day because 
he kind of likes it in this land of 10,000 lakes. Mel, as 
you know, is now with Quality Park Envelope Co. He 
has already sold his house in Minneapolis and has pur- 
chased a new one in Des Moines which will be his new 
base. Out of Des Moines he will cover Nebraska, Kan- 
sas, Missouri, and part of Iowa. This guy has a heart 
of gold and is a very loyal friend. We sure are going 
to miss his cigar smoking, story telling, and belly 
laugh. Will buy you one at the convention, Mel 


Remember the last Saturday of the month is always 
Northwest Travelers meeting time. 


Before cach meeting EARL COLLINS writes to every 
traveler and asks them to call so many names and en- 
courage them to come to the meeting. Also each mem- 
ber is invited to bring a dealer. Our last meeting was 
poorly attended, however, the meeting before that ran 
around 30 some members. It is our duty to keep con- 
tact with our fellow travelers, learn about the new open- 
ings and dealers, or perhaps to help each other out with 
ideas or new lines. Our motto is, “Our Latchstring is 
Always Out.” Our meeting place is the Hall of Na- 
tions Room at the Hasting Hotel, Minneapolis 


Campbell Moves to Flint, Mich. 


James C. CAMPBELL, since 1954 with Royal McBee 
Corp., is moving from Fort Wayne, Ind., to Flint, 
Mich., to serve as typewriter district sales manager in 
that city. 
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CRAM’s Modern Series 
Pocket Maps 


World 
Coverage 
all 
Countries 


and Areas 
= 


44 


TITLES 


50€ ea. 
Send for FREE Sample 


Globe and Map Publishers Since 1867 


coo. CRAM co. tn 


730 E. WASHINGTON ST. « INDIANAPOLIS, IND. 
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Get Set For 


BIGGER 


with 


| CARBONSETS 


e Every Carbonset contains 
top-quality water-marked 
Sea Foam Bond. 

e Cost no more than un- 
water-marked sets. 

e Complete instructions|— 
imprinted on every set. 


21 STATE HIGHWAY 10 HANOVER, NEW serseyY 


PENCIL SHARPENERS 


easy mounting 
on any surface 


Now Boston’s all-metal pencil sharp- 
eners can be mounted anywhere. 
There is a Boston for every purpose 


and the mounting kit fits = 
every model. All sharpeners 
are guaranteed for 1 year. 


C. HOWARD HUNT PEN CO., CAMDEN 1, N.J. 


Business Show Receives Civic Tribute 


RIBBON, Mayor Walton Bachrach (right) 
Cincinnati Office & Business 
show-chairman, looks on 


CUTTING THE 
of Cincinnati opens the 1961 
Equipment Show. George S. Long, 

Proclaiming the period of the 1961 Cincinnati Of- 
fice and Business Equipment Show, February 21-23, 
Mayor Bachrach of Cincinnati 
declared the full calendar week as ‘Office and Busi- 
ness Equipment Week. 

The mayor, 
il opening of the show, 


as pivotal, Walton 


for the ceremoni- 
“the traditions of the 


who “‘cut the ribbon 
cited 
American people and of the community of Cincinnati 
for progress are a compliment to the initiative of free 


and the advancement.” 


A KNOCKOUT FOR 
BUY APPEAL 


ente rprise incentive for 


Mutual No. 2 
Economy Two-Hole Punch 


Tops in value yet economical in price, this new addition to 
the Mutual line punches up to 10 sheets of 16 lb. stock. It has 
a stainless steel center ing gauge and integral paper clip holder. 
Punches two, 4” holes, 2%” centers. Punches are hardened and 
ground for darabiiity. The No. 2 is finished in grey hammer- 
tone. Consumer advantages .. . easy to hold in hand (4%” 
long) or store in desk drawer. Write or ask your distributor 
for complete details. 


Mutual... the first name in punches 


) Fae. COMPANY, INC 


MANUFACTURERS OF THE FAMOUS CENTAMAT 


110 Barber Avenue, Worcester 6, Mass 





Leedall Products 
Occupies New Plant 


Early this year, 

Leedall Products 

Manufacturing 

Co.., Inc. of Mill- 

town, N.J. moved 

into a modern 

one-story plant. 

According to the 

Eugene Di Luco ear, see —— 

» dent, EUGENE 

D1 Luco, the move was necessary for 

the company to meet the increased de- 

mand for expansion of the inked rib- 

bons, carbon papers and duplicating 
supplies industry. 

Di Luco noted that the new facili- 
ties will allow for faster more efficient 
manutacturing processes The Leedall 
line is handled nationally by office 
equipment and supply dealers. 

The manufacturing line includes 
the exclusive 12 pack Copi-Mate and 
double pack Clean-Change typewriter 
ribbons. Newest of the progressive 
Leedall products is the Copi-Mate 
Universal typewriter ribbon which is 
designed to fit more than 300 models 
and types of typewriters 

Keeping pace with the anticipated 
demand for data processing equipment 
supplies, Leedall has also begun pro- 
duction of computer ribbons for this 
area. According to Di Luco the addi- 
tional space and modern plant will 
allow for further researcch on new 
products, packaging and _ improve- 


ments 


New Owner For 
Walter Miller Co. 


The Walter R. Miller Co., 67-year- 
old Binghampton, N. Y., office sup- 
plies firm, has been acquired by Pier- 
son's of Binghampton, Inx 

The Miller Co. is being liquidated, 
with Pierson’s taking over its stock 


and sales accounts 


Harvey Chapin Named Manager 


HARVEY CHAPIN has been named 
manager of the newly-formed adver- 
tising specialties department of Allied 
Printing & Office Supply, Inc., 214 
Oak St.. Columbus, Ohio. The firm 
will feature a full line of specialties, 
promotional gifts and sales incentive 
progran Ss 
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Office Appliances 


COMEE 


Office OA keeps its readers 
Appliances fully informed on all 
facets of the office supply 
and equipment industry. 





Read OA every month to 
maintain progress in service 
to your customers and in 
the growth of your business. 


NEW! K&C Budge, ine 
STORAGE CABINETS 


@ 4 COLORS 

@ Baked enamel finish throughout 

@ 18-gauge steel frame throughout 

@ Two chrome finished handles . . . 
3-way Paracentric lock 

@ 4 shelves, 5 compartments 

@ Simplest to assemble @ Shipped KD 
@ 72" x 36" x 18" 


make money « keep it 
ate you sell K«C quality 


K&C quality cuts costly servicing, so you keep 


your profits on our fast-moving promotional 
steel equipment. 
Files, desks, storage cabinets, combination units 
all are precision made of heavy gauge 
steel, quality-finished in a choice of colors. 
Write, wire, phone TODAY for catalog and price list. 


2 — Newspaper Mats Available m= 
= METAL PRODUCTS CO., INC. 
om = 1011 Greene Ave., Brooklyn 21, N. Y. © HYacinth 1-4510 


OVER A DECADE OF QUALITY AND PRECISION IN STEEL EQUIPMENT 
Representatives: a few choice territories available; Inquiries invited. 














IN BANKS, STORES, OFFICES, SCHOOLS ... 


ow. MONEY IS COUNTED 


No. 
COIN CHANGERS 
DISPENSES PENNIES 
THROUGH DOLLARS 








CHIPBOARD, 
COLOR KEYED@) COIN BOXES 
PENNIES THROUGH DOLLARS 


COLOR 
| KEYED® 
ROLLED . 
ALUMINUM 
COIN TRAYS , WRAPPED 


COIN BOXES 





YOU CAN COUNT ON 


MAJOR METALFAB — fig 


SEND FOR FREE DEALER CATALOG #WD-61 


Complete and fully illustrated. All 
types of equipment including the !atest 
in engraved signs. Write on your letter 


head to 


MAJOR METALFAB, INC. 


P.O. Box 3323 ¢ Merchandise Mart * Chicago 





10th District Notes 


GEORGE E. WHITE, secretary 
Rocky Mountain Travelers 
1596 Jackson St., Denver 6, Colo. 


It won't be long now until Region Ten quietly fades 
away and a portion of the Rocky Mountain area bl: nds 
in with states to the north and west to become District 
Nine, extending from the mountains to the sea. For 
all practical purposes our Regional in May at Salt Lake 
City under leadership of Governor VERNA PECK (All 
steel at Salt Lake) marked the official close of this area 
as Region Ten. Connections and contacts have been and 
will continue to be traditional in this integrated Rocky 


Mountain states area but the broader outlook and reach 


} 


will bring to us a wider view and scope of interest and 
benefit. Change and readjustment seem to be the order 
of the day and one either goes along with it or falls 
far behind in the march of progress. 

To the management and staff of Deny 
Paper Co. office supply division goes all the 
their second annual Merchandise Clinic held 
and 8. Not to be overlooked were the 
sentatives of many manufacturers who manned t 
designed and fully-stocked exhibits of their 
wares. This package had all the appearan 
of the “big time.”’ Registered in were mor 
dealers and sales personnel from most of 
Mountain States. Highlight and closing 


show was the noon luncheon for those attending 
guests of Carpenter Paper Co. 


Our once-a-month luncheon for Travelers-Dealers 
has been well attended. This affair is held in a private 
dining room at the Denver Albany. April 28 was the 
final such luncheon until fall. We welcomed new mem- 
bers this month: BILL STAFFORD, manufacturers rep 
who lives in nearby Longmont, and Diony FERNAN- 
DEZ, Oak Park, Ill., who represents Sanford Ink Co 


BoB and CYNTHIA SMITH (R. L. Smith Co.) ar 
settled in their new home with baby Smith at 7912 
Chestnut Way, Littleton, a few hops from Denver 


In Kistler’s (Denver) Executive Bulletin announc 
ment is made of unification of various divisions of the 
Office Stationery Group into onc department with BIL! 
VOGHT, general lines sales manager, as manager of this 
new stationery department. Here's a man and _ stor 
that’s going places 


And up Casper (Wyoming) way partners HowarD 
RHODES and CHUCK STREET (Mt. States Litho, Lar 
amie ) moved into their brand 
McKinley with Chuck at the helm and ably assisted by 


efficient Doris Epwarbs in the office supply depart 


new building at 133 S 


ment. Boys, you're in good hands with Doris 

At Loveland, Colo. it’s now Belcher Office Su; pply 
(formerly branch store of Johns Office Equipment in 
earby Fort Collins) with BILL BELCHER running the 
show Very best wishes, Bill 


Extensive variety! Pads now dozen-boxed, 
gross-cartoned and distinctively labelled. 

Write today for comprehensive 96 page 
1961 Catalog. Keep it handy for advising 
and servicing your customers. 


<_LZ 
WHILE YOU WERE OUT ‘TELEPHONE MESSAGE VA PETTY CASH VOUCHERS ‘DON'T FORGET 
N « 4) & RECEIPTS eg 


Made in Te a 


ADVANCO PRODUCTS, INC. 1: ore 


No 9 
Reg. U.S. Patent Office . 


76-05 51st Avenue, Elmhurst 73, L.1.,N.Y 
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A wonderful new 
way fo correct 


typing errors! 


st paint on—type over! 
NOPAKE is a handy desk 


ste for every typist 


Dealers: 
Send for Sample 
and Discou 
LITHO-ART PRODUCTS, Inc. 


nsser 


lith District Notes 


A. R. “Bud” Dockstader, Correspondent 
8735 22nd Avenue N.W., Seattle 7, Wash. 


This month we salute Mrs. ETHEL PAULUS ODELI 
of Gresham, Ore. Mrs. Odell is the Oregon Mother of 
the Year, chosen from an imposing list of outstanding 
candidates for the honor. We are sure that she is proud, 
and justly so, of each of her four children. Of particu- 
lar interest to us is son ROBERT C. ODELL. Bob is with 
the Astoria Office Equipment Co. Congratulations to 
Bob for choosing to have such a wonderful mother 


By the time this is published the Regional Conven- 
tion at Gearhart, Ore will be all over. From the pub- 
licity we have received and the enthusiasm we en- 
counter it will surely have been an outstanding suc- 
cess. With the help of FrANcis FowLks, the Oregon 
Trail Travelers have rounded up a collection of pic 
tures of regionals dating back more than thirty years. 
These will be the cause for much reminiscing and may- 


be ven a chuckle or two 


Due to illness, Jim RuTTER has sold Rutter’s Sta- 
tionery of John Day, Ore., to the Idaho Typewriter Ex 
change. This newest ITEX branch will have as its man- 
ager CryDE WHuiITE, who is being transferred from 
Boise 


Finch’s Stationery of Boise, Ida., has a new sales 





FUTURISTIC 
GALAXIE PLATENS 


and Office Machine Rolls 


Typewriter Tools — Parts — Supplies 
SERVING THE OFFICE MACHINE TRADE ONLY 


AMES SUPPLY COMPANY 


ATLANTA DETROIT 

1190A N. Highland, N.E. 6527 John C. Lodge Expwy. 

CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 

1232 Crampton St. 545 Mission St. 
CLEVELAND 
1122 St. Clair Ave., N.E. 


AGENTS IN ALL PRINCIPAL CITIES 


FUTURISTIC 
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if You're An Average Dealer You Can 


Sell ASENTRY- 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers average 12-times-a-year 
turnover . . . gross $680 from $57 invest- 
ment. A floor model does it, because Sentry 
drop ships to order. And Sentrys sell for /ess 
than balf as much as average competitive 
safes, yet return you full profit. 

Big-safe features include Ver- Model $-3 

miculite insulation, built-in 3- — gyg. List 


number combination lock, $89 95 
>. 


Model S-C 


Sentry S-3 safe plus con- 
cealing cabinet of genu- 


bank vault type lock bar, 2 
drawers. U.L. “C” label. Write 


for details. list $129.95 


JOHN D. BRUSH & CO., INC., 563 West Ave., Rochester 11, 


manager. Bos 5 URBANA has taken over that position re 
cently. Bob is devoting his time and energy to the sup- 
ply and furniture departments. Owner BoyD BROWN 
will continue as manager but will be free to devote 
more of his time to his Thermofax agency. 


ARTHUR L. TREDWAY a stationer of many years 
standing passed away recently in Seattle. Most recently 
he was with Northwest Office Equipment in Seattle. 
While he had been in business for himself in Stockton, 
Calif., some years ago, in the more recent years he had 
been with Trick and Murray in Seattle and Voight's 
Office Supply in Klamath Falls, Ore. 


April was travelers’ month in Boise. Within two 
days I ran into Det Conca, Lit-Ning Products, etc., 
Art Joy, Micropoint, etc., and Dick ZeIsLER of B. & 
P. We had to line up to talk to the buyers, well almost. 


B. S. F. Co. Buys Controlling 
Interest in F. Weber Co. 


The F. Weber Co., Philadelphia, Pa. has announced 
that a controlling interest in the company has been ac- 
quired as an investment by the B. S. F. Co. 

ERNEST G. WEBER and FREDERICK W. WEBER, who 
retain a financial interest in the company will remain 
as directors and ARTHUR BROWN, MAURICE GOODMAN 
and P. BLair LEE, who were recently elected directors, 


will represent B. S. F. 


v vvVVYVVY 
FOR ECONOMY... TRY 


PS UPERDEX) FANFOLD LABELS 


500 LABELs PER PACKAGES 


4. compac’ J: ih ? dig Lag 
eo tag, 
ne WARSHAW 2 dor, 


MFG. CO., INC. 
BROOKLYN 1, N.Y 


1 MAIN ST., 


AAAAAAAA 


yout erder 





13th District Notes 


Milton Stone, Correspondent 
320 Broadway, New York 7, N. Y. 


JOHN Fisk, the popular sales representative and a 
past president of the Stationers Square Club of New 
York City, also serves his country well. He was recent 
ly promoted to the rank of Lieutenant Colonel in the 
U.S. Army Reserve. Congratulations go to John from 
his army of friends in the industry. 

Talking about the military, Joe Grerr, that affable 
P.A. of the Manhattan Stationery Co., a widower for 
some time, went back to matrimony on March 9. We all 
wish him and his wife, CLAiR, happiness 


GEORGE MARSHALL attained his religious manhood 
when he was Bar Mitzvahed on April 29. His mother, 
MILDRED, and his dad, HARRY MARSHALL, the well 


known buyer at Silver Stationery Co., received the best 
wishes of many friends. 


Among recent changes in personnel 

Harvey NOLL is now the New York representativ: 
for the Bright Chair Co. . . SAM ALPERIN has taken a 
sales post with the Storch-Tepper Associates. Both of 


is on the mend after a lengthy illness. .. HARRY LakKow 
of Samuel Lakow & Sons, is reported to be recuperat- 
ing nicely at the Maimonides Hospital. 


IRVING ORANS, head of the Alpha Stationery & Office 
Furniture Co., has been chosen as the guest of honor 
at the United Jewish Appeal dinner of the New York 
Stationery industry. 


Henry Levy, head of Silver Stationery Co., has de- 
cided to use the large store in his building as an office 
furniture showroom. Under the guidance of LEON 
MEYER, this division of Silver's has been making great 


strides. 


We sadly report the recent illnesses of MURRAY FALK 
of A.B.C. Carbon & Ribbon, who is presently in the 
French Hospital, and of HILDA MANDEL, wife of Bos 
MANDEL, who is in the Grand Central Hospital 


Speedry Now Listed By 
American Stock Exchange 


Speedry Chemical Products, Inc., has obtained 
approval for listing by the American Stock Exchange, 


these men are active members of the Offureps Club 
New York City. according to a recent announcement by the company. 
j Previously, shares of Speedry have been traded over 
With great sadness we report the death of the father the counter 
of BEN WERTKIN of Driver Desk Co 

Under glad tidings, we are happy to report that 


Mary LASNER, wife of IRv LASNER of Goldsmith Bros., and 440,000 comon ‘“‘B” shares outstanding. 


Speedry became a_ publicly-owned company in 


September, 1959 and has 718,433 common “A’’ shares 


~ YOURSELF A REAM OF PROFITS 


with THE MARTIN YALE 


REAM CUTTER 


oe 


THE BEST CUTTING, SAFEST, MOST 
ECONOMICAL PAPER CUTTER MADE IN ITS SIZE! 


This top quality professional cutter, completely 

manufactured in the USA, cuts a 2” stack up to 18” 
wide in one stroke . . . will provide years of trouble-free 
precision cutting . . . is fast, easy to use, and 


is safer than a pair of scissors. 


AND JUST CHECK YOUR WIDE LIST OF PROSPECTS . . 
BANKS, INSURANCE CO’s, PRINTERS, STATIONERS, 
SCHOOLS . . . EVERY BUSINESS WITH A DUPLICATING OR 
. PRINTING DEPARTMENT . . . ALL need and want a 
Optional Equipment: = ay REAM CUTTER. 


YS Strong, sturdy Stand soy 
<z — gray wrinkle 
ORDER r finish. $29.95 
FLOOR DEMONSTRATOR TODAY... M 
takes only 4 sq. ft Y 
start cutting yourself in on some real profit. 
MANUFACTURERS OF Auto Opener, Auto Folder CV ard Auto Folder “Seventeen” 


Retails profitably at |] 


$2499°95 


less stand. 





MARTIN YALE, Inc. 


2100 W. Fulton St., Chicago 12, Ill. 
TAylor 9-3033 
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IF THEY USE PAPER 

You can sell them “SCOTCH” Brand 
Magic Mending Tape No. 810 

the only tape 

that's practically invisible 


No glare or reflection, won't ghost in copying machines. Ideal for 
blueprinting firms, photographers, direct mail firms, draftsmen, and 
architects. 


»that you can write on 


with pen, pencil, ballpoint or typewriter—whatever your customers 
may use. You'll find prospects among accountants, bookkeepers, 
banks, law firms, financial consultants, and newspapers. 


that's long-lasting 


Lasts as long as the paper it mends. Won't ooze adhesive, get brittle 
or crack. Never affected by heat or humidity. Finds widespread use 
in schools, churches, insurance companies, libraries, and business 
offices. Nearly anyone who uses paper can use “SCOTCH”’ BRAND 
Magic Mending Tape. 


Tape is a Tool...Sell the best tape for the job Score we 
i Tepe 


“SCOTCH” BRAND on 


DEMARK OF THE 3m CO st 


Miienesora MMiiaine anno Mhanvracrurine COMPANY 
- WHERE RESEARCH IS THE KEY TO TOMORROW 





Sell the tape 
thats sticky 
on both sides 


“SCOTCH” Brand Double Coated Tape No. 665 


fills a specific need for many of your customers. In a variety of mount- 
ing and attaching jobs, it’s convenient and easy to use, saves time. 
Here are some good prospects for ‘‘SCOTCH’’ BRAND Double Coated 
Tape. 


Insurance Companies—for attaching endorsements and riders, as- 
sembling policies. 


Department Stores—for attaching invoices to purchase orders, 
mounting fabric samples, and for display work. 


Real Estate and Building and Loan Offices—for attaching endorse- 
ments, insurance papers, riders and credit reports to contracts and 
titles. For attaching photos of homes to listing cards. 


And you'll find other prospects in other businesses . . . people who 
need the tape that’s sticky on both sides .. .“‘“SCOTCH’’ BRAND 
Double Coated Tape. 


Tape is a Tool...Sell the best t a iol W scoten 
BRAND 


5 * Double-Coated 

é é Transparent Tape 

No. 665 
SCOTCH 1S A REGISTERED TRADEMARK * THE 3M T. PA 6. MINN Jia e, NM BOTA S&S > 


MMiienesora (fining ano [\ffanuracruring company 


--.- WHERE RESEARCH IS THE KEY TO TOMORROW 





Deaths 


Arthur E. Peterson, 


former Oxford Filing Supply Co. 
representative, died Monday, April 
10 at his home in Philadelphia. 
He joined the staff of the Record 
Card Co. which later became the 
Oxford Filing Supply Co. For 37 
years, until his retirement on pen- 
sion in 1937, he was the Oxford 
representative in the Penn-Mar-Va 


area. 


Walter S. Purvis, 


74, owner of the Purvis Office Supply & Printing Co., 
Utica, N. Y., for the past 45 years, died April 22, after 
a long illness 

He is survived by a daughter and four sons: Jack, 
who will continue to operate the firm; Charles, who is 
associated with the Morely Co., office furniture dealer 
in Syracuse, N. Y.; Ted, with the Booneville Herald & 
Printers, Booneville, N. Y.; and Scott, district manager 
for the Joseph Dixon Crucible Co. 


Bernard L. Semtner, 


63, founder and president of Semco Color Press, Inc. 
129 NW 3rd St. in Oklahoma City, Okla., died April 
30 of a heart attack 

Semtner was born near McComb in Indian Territory, 
and attended schools in Pottawatomie County until he 
obtained his teaching certificate. 

Instead of teaching, however, he went to work for 
Kansas City Paper House, and was employed by West 
ern Newspaper Union until he came to Oklahoma City 
in 1921 to establish Semco Color Press, Inc. 

Semtner was a member of the Oklahoma City Cham- 
ber of Commerce and the State Chamber of Commerce 
He had been a member of Oklahoma City Co-operative 
Club and Rotary International. 

He was a director of the National Association of 
Photo Lithographers and a past president of the Print- 
ing Industry of Oklahoma City and a past president of 
Tri-State Printers Association. 

Semtner was preceded in death by his wife, Mrs. May 
Semtner, on April 19. 

Survivors include his son, B.L. Jr., Oklahoma City; 
a daughter, Mrs. R.F. Rodgers, Tulsa, four brothers and 


three sisters 


Wilbur W. Lucas, 


82, well known in the office equipment field, died April 
30 following a heart attack at his home, 2604 NW 11th 
St. in Oklahoma City, Okla. 

Born in Wesley, Ark., he moved to Oklahoma City 
in 1929, joining the sales force of Western Bank & Of 
fice Supply Co. Lucas served Wesbanco for 25 years, 
and rose to the position of vice-president in charge of 
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the worlds largest selection of 


Select ROUGH and REBUILT 


OOGOOO 
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EVERY MAKE — EVERY MODEL 
AT TREMENDOUS SAVINGS! 


we @® ADDERS * BOOKKEEPERS * CALCULATORS 


COMPTOMETERS * BANKING MACHINES 
come ADDRESSING MACHINES 
CABINETS AND SUPPLIES 


memes @D OFFSET and DUPLICATING MACHINES 


SELECT ROUGH — machines complete and in operating con 
dition for quick reconditioning and sale 


REBUILT — machines guaranteed to LOOK and PERFORM like 


ee 42 years of 
. Reliability J Ask for Newest Dealers 
at Adding Machine Wholesale Price List 


INTERNATIONAL OFFICE APPLIANCES, INC 
Department Store of Office Machines 
326 Broadway, New York 7, N.Y 

WOrth 2-3200 








All-New Typewriter 


SLIDE-A-SHELF 


for standard and electric machines 


* Converts any desk (wood or steel) into a secretarial desk. 
* Does not eliminate drawer space—all drawers usable. 

* 3” casters for easy rolling—with brakes. 

* Height is oadjustable—folds up for easy storage. 

Sturdy, dependable for electric machines. Top size 16” x 26”. 
Masonite rubber or Formica tops. Gray, Tan, and Mist Green 
frames. Packed single, can be mailed parcel post. Weight 11 Ibs. 


manufactured and guaranteed by 


eae: Tan 6 0 DT CD >D - Se OF OF 


822-824 Spruce St. © St. Louis 2, Missouri 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands. 














continued 


DEATHS ... 


the furniture department. For the last six years he had 
been a salesman for H. Dorsey Douglas Co. 

Surviving are his widow, Wero; a daughter, Mrs 
Mabel Nicholson, Vinita, Okla.; a brother, George Lu 
cas, Wesley, Ark.; and two sisters, Mrs. Emma Carter, 
Muskogee, Okla.; and Mrs. Lizzie Gaines, Wesley, Ark 


Frank O'Neal, 


76, president of the Woodbury Book Co., Danville, 
Ill., died March 31 at the Lakeview Memorial Hospital 
He had been with the company for 54 years, starting 
in 1907. He is survived by his widow, Myrtle, two 
sons, William F. and Frank Jr., vice-president of the 
Woodbury store and a brother, Ernest 


Everett F. Patelski, 


long associated with the Bentson Mfg. Co., Aurora, IIL, 
died on April 21. He joined the company as a salesman 
in the midwestern and southern states. In 1941 he was 
made purchasing agent for the firm. 


Julien L. Cox, 


69, president of the Julien L. Cox & Co., office supply 
firm at 213 Madison, Memphis, Tenn., died April 16 at 
St. Joseph Hospital following a heart attack. 

Born in Hawkinsville, Ga., he moved to Memphis 


1 Lb. PRINCESS 
Terrific impulse F 
seller, 

wonderful 

gift item! 


2 Lb. COUNTESS 8 


Complete T 4 
postal as 
inchoate ng 0) S a ks 
A post by sonnel Ce 4B 


2&5 tb. 
“ZL” LINE 


most office 
uses! 


from Atlanta in 1940 and established the business he 
headed until his death. 
He is survived by his widow, Sadie. 


Roland J. Freeman, 


manufacturers’ representative for many years in the New 
York area, died April 26 in Bedford, Ohio. He had 
represented Hoosier Desk Co. and Jasper Chair Co. 
Funeral services were held from the Weigand Funeral 


Home in Baldwin, N.Y. 


Ad Promotes Typewriter Service 


Niagara Office Equipment Co. in Niagara Falls, 
N. Y. promoted typewriter service business with an un- 
usual newspaper ad built around the theme: “Calling 
All Typewriters!” 

The firm said it was directing its call to typewriters 
that are sluggish, typewriters that are sticky, or in need 
of a good cleaning or minor repair. 

Niagara Office Equipment spotlighted its phone num- 
ber and said a phone call would give the customer a 
free estimate. The firm featured these phases of its type- 
writer service: 

1. Chemical baths to remove grease, oil, dirt and cor- 

rosion. 

2. Bake ovens to dry out each part. 

3. Oil baths to lubricate. 
i. Worn parts replaced and all completely adjusted 


America’s Largest Selling 
Spring-Type Office 


Scales! 


ELOUZE 


THE ONE COMPLETE POSTAL SCALE LINE... 
FAMED FOR ACCURACY, BEAUTY, DESIGN! 


Models for every use —from 1 to 50 Ibs. 


ORDER TODAY! 


PELOUZE MANUFACTURING CO.,1212 Chicago Avenue, Evanston, Ill. 
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Royal McBee Given Top Award 
For “Economic Understanding” 


The Royal McBee Corp. was one of five companies 
honored May 1 by the National Chamber of Commerce 
at its 49th annual meeting in Washington, D. C. The 
business machines firm received the Chamber's top Na- 
tional Recognition Award for ‘Economic Understand- 
Ing 

These awards were presented in recognition of pro- 
grams designed to explain and interpret to employees 
the operation of business and free enterprise through 
letters, publications, meetings and bulletin boards. 

Royal McBee received the award for its activities in 
its Hartford, Conn. production facilities where all Royal 
office typewriter models are manufactured 


Esterbrook Elevates MacDonald 
KENNETH N. MACDONALD has been named 


president for marketing by the directors of the Ester- 


vice- 


brook Pen Co. in the program to better serve old cus- 
tomers and open new markets for the company’s prod- 
ucts, announces SYDNEY E. LONGMAID, president 

The appointee has held various assignments in the 
sales and advertising departments of Esterbrook, assum- 
ing the responsibilities of merchandising manager in 
1958. He serves on the coordinating committee of the 
Handwriting Foundation and was recently named to 
the executive committee of the Fountain Pen & Me- 
chanical Pencil Manufacturers’ Association. 


Steelmaster Displays UN Exhibits 


The Art Steel Co., Inc., Steelmaster showroom in New York 
City recently featured Hadassah and United Nations exhibits 
during Hadassah’s membership drive. Hadassah, the world’s 
largest women’s Zionist organization, conducts a comprehensive 
health and social welfare program in Israel 


Name Bostitch General Sales Manager 


JOHN M. WILSON, former sales manager of Bostitch, 
Inc., has been appointed general sales manager of the 
company, He succeeds JAMES M. Nestor, who has re- 


signed. 


pick the proven “profit” line of snapaparts 


*STANDARD+CUSTOM:STOCK 


jusiness forms 


Write now for latest dealership information 


plus our “Rush-Up 24-hour Quote Service” kit! 


P.O. BOX 10425 
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Workshops To Dominate NSOEA 1961 Chicago 


NSOEA an- 
nounces_. that 
workshops wil! 
be the controlling 
concept upon 
which the 1961 
Chicago Conven- 
tion (September 
23-26, 1961) 
will be built. The 

workshop or seminar method will re- 
sult in pooling the technical knowl- 


edge of experts with the practical ex- 
perience of the member delegates to 
the convention 

Unlike previous sessions at the Chi- 
cago convention, which were usually 
conducted either by the methods of 
direct 
with limited 


address or panel discussion, 
audience participation 
following the speeches, this year’s 
business sessions will be characterized 
throughout by groups discussing mat- 
ters which they themselves have de- 


termined in advance 





Anyone can learn in minutes! 








BOOKKEEPING IS SO EASY WITH 
COLONIAL PAY SYSTEMS 


You get the best features of machine bookkeeping—at a 
modest cost. With training that takes minutes, anyone can do 
your payroll, accounts receivable and accounts payable 

on the Colonial Pay Posting Platen. Without loss of pace 
additional staff can be added for peak seasonal 

loads. Streamline your current accounting 

procedures without disruption and witha 


very low investment. 














Dealers 
' Sabccmelam cele 
letterhead 


— | 
Colonial PAS SYSOMS Wears sss, 


DIVISION: COLONIAL SALESBOOK CORP. 


Convention 


In the past, NSOEA has attempted 
to gauge its members’ interest in a 
subject, and then arbitrarily deter- 
mined the speaker and the subjects to 
be presented 

This year, NSOEA polled its mem- 
bers to unquestionably determine what 
subjects should be covered at the busi- 
ness and educational sessions at Chi- 
cago. From the results of this referen- 
dum, subjects were selected for the 
business program. These subjects will 
be discussed in seminars or workshops 
conducted concurrently on Monday, 
with some being presented on Tues- 
day. Though the discussions will be 
led by NSOEA consultants, or techni- 
cal experts in the field under study, 
a major contribution will be made by 
the delegates present. 

NSOEA feels that this pooling of 
experience will result in better-than- 
ever benefits, and take-home material 
of greater value to the delegates in at- 
tendance 

Several subjects (such as financial 
control for dealers) will be presented 
in workshops broken down to the size 
of the dealer operation. In this way, 
small dealers will not be presented 
with a discussion of financial control 
which they feel could only apply to 
large-volume dealers, and vice-versa 

Members will be asked to register 
in advance for the workshops they 
wish to attend. This pre-registration 
will enable NSOEA to further guage 
the interest and attendance at the 
workshops, so that if any of them 
draw an extremely heavy pre-registra- 
tion, plans can be made to repeat a 
particular workshop on Monday or 
Tuesday afternoon 

To keep this new approach to the 
educational sessions of the Chicago 
Convention before the minds of the 
potential delegates to the national 
show, NSOEA has adopted a visual 
symbol of the seminar/workshop con- 
cept. It consists of an arrow (a sym- 
bol frequently used by NSOEA to 
suggest the forward momentum of 
the Association) in which are depicted 
a group of men gathered together in 
informal discussion: the workshop. 

The arrow is depicted as moving 
agaimst an obstacle, forcing it to 
give’’—a symbolization of the effec- 
tiveness of the workshop as an instru- 
ment of a forward-moving association 
against the problems and barriers to 


progress. 
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Sales Stimulators 


continued from page 72 


‘Twelve Losses Penco Planning Can 
Control” is the title of a new 16-page 
booklet on steel storage equipment 
now available from the PENco Div., 
ALAN Woop STEEL Co., 200 Brow- 
er Ave., Oaks, Pa. It is intended for 
use as a time-saving reference tool to 
help storage system planners quickly 
pinpoint their main storage objectives 
and the best ways to achieve them. 
The booklet contains 63 illustrations 
which show the many kinds of steel 
storage equipment available. 

Inquiry Card No. 111 


STaR Forms, INc., Bettendorf, Iowa 

has designed an envelope stuffer called 

“In Stride With Today's Progress.” 

This colorful direct mail piece shows 

different registers and register forms 

and has room for the dealer's imprint. 
Inquiry Card No. 112 


A four-color illustrated brochure de- 
movable office 
partitions is now available from the 
HASKELITE MFc. Div., EVANs Prop- 
ucts Co., Grand Rapids Mich. The 
folder details the j 
‘‘Exec-Units” ten basic styles of free- 
standing partitions which offer maxi- 
mum versatility in planning office lay- 


scribing ‘‘Exec-Units” 


specifications of 


outs. 


Inquiry Card No. 113 


“Automate Your Office Duplicating” 
is the title of a multi-colored brochure 
about the “Tempo” model 250DA 
Geha duplicator which has 
been ‘released by the MiLo HARDING 
Co., 209 Tempo Building, Monterey 
Park, Calif. The literature shows how 


stenc il 


the compact paste ink duplicator auto- 
matically feeds, counts, strips, adds 
ink and interleaves the copy. 

Inquiry Card No. 114 


A new 16-page booklet titled “Index- 
ing .. . Vital to Data Processing” has 
been issued by the G. J. AIGNER Co., 
426 §. Clinton St., Chicago 7, Ill. It 
describes many new indexing products 
which have been especially developed 
to facilitate data processing. Among 
the products featured are continuous 
strips of index inserts which can be 
printed with titles on automatic print- 
ing equipment, tabulating card guides, 
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control-punched indexes for continu- 
ous forms and special guides for filing 
punched cards. 

Inquiry Card No. 115 


THE MARNAY SALES Div., ROCK- 
AWAY METAL Propucts Corpe., 41 E. 
42nd St., New York 17, N. Y., has 
created an illustrated 2-color brochure 
describing the advantages of its new 
ledger card posting and storage sys- 
tem. The brochure contains complete 
specifications and prices and is de- 
signed to be used as an envelope stuf- 


fer and consumer give-away. It is 
available to dealers, unimprinted, at 
no charge. 

Inquiry Card No. 116 


THE GUIDE SysTEM & SUPPLY CO., 
335 Canal St., New York, N. Y., has 
developed an attractive display carton 
to hold 25 of its partition folders in 
assorted colors. The easy-to-display 
shelf carton serves as a sales aid for 
the self-filing folders available in red, 


gray and green colors. 
Inquiry Card No. 117 


Like\with the 


Gre 


test of Hase! 


JUSTRIATE TO-&-FRO Envelopes 








It’s easy for you to fatten your pocketbook 
offering Justrite To-&-Fro envelopes to 
your customers. The line covers every 
situation that calls for carrying a message 
to the addressee and bringing back a reply. 
Whatever the job . . . collections, utility 
payments, fund drives, order forms, etc. 

. . there’s a Justrite To-&-Fro envelope 
for it, that you can sell at a nice profit. 
Send for samples and prices of To-&-Fro’s 


(and other fast selling envelopes) right now. 
































Three Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 


300 East Fourth Street « 


Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 


523 Stewart Avenue, S.W. « 


NATIONAL JUSTRITE ENVELOPE CO. 
2220 West Beaver Street « 


Direct to you— 
we do not sell consumers 


Atlanta, Georgia 


Jacksonville, Florida 
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Finest 
Quality 
BRUSHES 


DURO’s White Bristle Brushes. Hand formed, inter- 
locked construction, individually bound 
and cured, long naturally curved bristles. 
Even our inexpensive camel hair brushes 


are hand tied and cemented. 


Write for complete information 


Subsidiary of Duro Decal Co., Inc. 


1834 Juneway Terrace Chicago 26, Illinois 











HEDGES 
box files 


long on service * 


low on price * 





HEDGES 
agate 

card trays 

new and improved * 


sturdy and smart * 











write today for catalog and prices 


MANUFACTURING COMPANY 


1441 CIRCLE AVENUE 
FOREST PARK, ILLINOIS 





The Line... 











Sell Imported Equipment? 
continued from page 34 


we are actually being undersold right in our own back- 
yard. 

Let’s look at foreign cars for a moment. They have 
become increasingly popular, originally as a second car. 
Today, they are competing against standard American 
makes. 

What has been done about this? In the face of the 
growing competition to a vital American industry the 
tariff on foreign cars was lowered recently from 10% 
to 8! 27%. 

What about the market for American cars abroad? 
The chance of a European purchasing an American car 
today is very slim indeed. One of the “lower-priced 
Big Three” which sells here for about $3400, fully- 
equipped, would have import duties of about $3,000 
added to its delivery price in France or England. In 
addition to such severe import duty, European countries 
limit the amount of sale of American cars by severe 
quotas, thus, Great Britain allows only 650 cars to be 
imported from the U.S. and Canada each year and 
Italy permits no more than a few hundred autos to be 
admitted 


Doesn't Charity Begin at Home? 

Isn't it time for our government to take a mere realis- 
tic view of this situation? Shouldn't they be reminded 
that charity is supposed to begin at home? We can take 
on any country in a fair marketing fight, but cannot 
overcome the inequities of foreign competition being 
fostered by our own government. There are ample pro- 
visions for corrective action against foreign competition. 
[he Reciprocal Trade Agreement Act, recently extended 
through 1962, grants the President authority to raise 
tariffs 50% over the Smoot-Hawley rates of 1934. In 
addition, the “escape clause’’ of this Act provides for 
protection of a domestic industry against competitive 
imports, if the Tariff Commission finds, and the Presi- 
dent concurs, that the imports seriously threaten the 
domestic industry. There is also the “Buy American 
Act” covering U.S.’s purchases which provides that 
Congress may over-rule the President by a two-thirds 
vote when he rejects a Tariff Commission recommenda- 
tion for higher tariffs. Unfortunately, most of these 
provision have not been utilized in recent years. 

Obviously, there is too little concern about the threat 
of foreign competition, and, in my opinion, it’s time to 
make our voices heard. We need to tell our Senators 
and Representatives to revise our tariff system — to 
protect certain industries where wage levels are ex- 
cessively low by U.S. standards. We need reasonable 
tariffs applied selectively to place incoming products on 
an even competitive basis with U.S. goods. 

Practically every imported product means there is one 
less bought from an American factory. This means few- 
er jobs for Americans, less profitability for American 
business, and a lack of readiness to meet the produc- 
tion demand of a War if one should come. 

The Government is undoubtedly responsible for the 
import problem and therefore, it should do something 
to help relieve it. Post-war foreign aid has built, and 
is still building, modern factories, But foreign coun- 
tries have been far less liberal than the United States 
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and if they will not allow free trade in American goods, 
the United States must tighten up on theirs. It is simply 
a situation where various countries’ domestic wage and 
working standards are too low and their barriers to 
American goods too high. 

We should no longer continue to build and assist 
abroad, if it means sapping our own economy at home. 
Most of all, let us join together to remind our govern- 
ment of the necessity to defend our hard-won standard 
of living. 


Art Steel Director Speaks 
On Management and Economics 


ALAN J. Levy, director of the 
Art Steel Co., recently gave a 
speech to the Art Steel Inter-Com- 
pany Management Group on the 
new field of ‘Managerial Econom 
vs.” 
Levy discussed how economic 
theory is now being used in the 
practical management of business. 
In his talk he showed how manage- 
Peg ment must be concerned with the 

twin effects of supply and demand, 
with holding down costs and properly servicing the 
dealers’ orders. The competitive situation in the office 
equipment market and an economic analysis of that 
situation, were also covered. 

In cost analysis, Levy showed that the action taken 
about costs depends on the method of cost analysis used 
Accountants, in studying costs, will put them into 
categories and then compare the costs incurred, period 
by period, or from year to year. On the other hand, the 
engineers will study future outlays and compare rates 
of output and levels of production in analyzing and 
solving problems 

The appropriate method of cost analysis must be 
picked for the particular problem concerning manage- 
ment so that they can get the best answer and then 
take action. 

In discussing the demand trends in the industry, Levy 
examined Department of Commerce figures and reports 
printed in OFFICE APPLIANCES showing past develop- 
ments in the metal office furniture industry and the 


projected industry growth 


New Owner of Jackson, Mich., Firm 


JAcK MARTIN, who founded the Martin Office 
Equipment Co., 220 S. Mechanic, Jackson, Mich., 30 
years ago, has announced his retirement and the sale of 
the business to KEN RUMOHR, a former treasurer of 
Addison Products Co 

Current personnel at Martin's will be retained, with 
CLIFFORD RIFENBERG as buyer and store salesman and 
Mrs. LEONA KENNEDY as bookkeeper and adminis- 
trative assistant 

A new member of the firm is Ernest Eggleston, who 
joined the staff to carry out Rumohr’s plans for the 
expansion of service and equipment lines. 
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A GOOD 
NUMBERING 
MACHINE 
AT *16.50 LIST 


... A PRICE YOUR 
CUSTOMER WILL PAY! 


No. NM-2H, Size 2. Six 
wheel; consec., dupl., trip., 
quad. Chrome plated. 
List (incl. excise tax) $16.50 
less our regular discount. 


LOUIS MELIND CO. 


FOUNDED 1893 TELEPHONE GR 7-4200 
3524 NORTH CLARK STREET, CHICAGO 13 


STA-TITE 
Otfiee 
PRINTING OUTFITS 


Featuring the most versatile 
rubber type made ... for make- 
your-own rubber stamps... 
® SELLS ON SIGHT! 
* SO PRACTICAL! 
* $O ECONOMICAL! 





STA-TITE RUBBER TYPE for use with flat, rocker, roller, self-inking 


pea or hand stamp mountings, and hand stamp presses. 


STA-TITE TYPE all sizes and styles locks easily in STA-TITE CUSH- 
ION BASE. All sizes, '/g" for face or larger, can be inter-mixed and 
inter-changed on any mounting. 

STA-TITE TYPE requires only fingertip pressure for arranging copy. 
STA-TITE TYPE is non-slip, non-skid. Will not shift or move. As- 
sures positive positioning for marking use. 

STA-TITE TYPE is self-aligning. No tools or special spacing needed. 
STA-TITE remains instantly, easily interchangeable. 


GREATEST SELECTION OF SIZES AND STYLES plus LIBERAL 
> PROFITMAKING DISCOUNTS. Write for 2 color catalog. 


CONSOLIDATED STAMP MFG. CO,, INC. 
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FIRST NAME 
IN FILING 
OXFORD FILING SUPPLY CO., INC. 
Clinton Road, Garden City, N. Y. 





Keep Klean Imprinted 
Typewriter and Business Machine 
Covers help you sell more! 


Keep your old customers “Dealer Con- 
scious” and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 
Tough, durable gray plastic, gray rub- 
ber and black rubber. Write today for 
prices, discounts, etc. 


KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE. N.Y. 57, WY. 





Midwest Offers A Complete Line 


Of Multi-Purpose Room Equipment 
For Churches, Schools, Offices 


BS Sonne CADDIES 
FOLDING FOR FOLDING 
TABLE LWA CHAIRS, TABLES 


Plenty of leg room with the “Off The fast, easy, safe way to 
Center” leg principle which adds handle folding chairs and 
seating to ends. Lightweight, tables. Engineered for 
sturdy, folds compactly for easy years of durable efficient 
stacking. Perfect for banquets, service. Saves time and 
conference and meeting rooms. steps. 


WRITE FOR FREE CATALOG TODAY 


Pp D cTSs SALES 
CEE rorzine rnovucts © 














ROBERT R. TENNYSON of Riteform Chair Co. drove 
up from Quincy, Ill., and paid OFFICE APPLIANCES a 
visit on March 20. His activities spread over all depart- 
ments of the business, but this trip, which occupied two 
days in Chicago and vicinity, was a sales mission. He 
was enthusiastic about attractive new numbers now 
being introduced to the trade. 


RoBERT D. KENNEDY of Griggs Equipment, Inc., 
Belton, Tex., visited at OFFICE APPLIANCES’ headquar- 
ters on March 14. His company, well-established in a 
related field, has recently introduced a line of reception 
room furniture which is to be sold to the trade through 
established manufacturers’ representatives. Mr. Kennedy 
was in Chicago in the interest of the company’s sales 
program. 


RoBERT E. BEEKMAN, whose new home address is 
292 Catalan Blvd., St. Petersburg 4, Fla., was a Guest 
Book signer on April 17. After several successful years 
calling on dealers in Indiana and Kentucky, Bob has 
established headquarters in Florida and is still search- 
ing for a few more lines to handle in the Southeast. He 
was in the Chicago area for the purpose of calling on 
manufacturers he represents presently in his new 
“home” area. 


LEsLIE L. DE MATHE, of De Mathe-Walker, Inc., 
Seattle, favored OFFICE APPLIANCES with a visit on 
April 18. Mr. De Mathe is a manufacturer of desk 
calendars, appointment calendars, and related products 
sold to the trade only through wholesalers. He reported 
a substantial growth in volume, particularly in the west- 
ern states but also in the East and Central West. 


A. WILLIAM Lauw ZECHA favored the publisher of 
this journal with a delightful visit on Sunday morning, 
April 30. Mr. Zecha will be remembered by many as 
representative of the Parker Pen Co. in Indonesia. He is 
changing his base of operations to Singapore and add- 
ing several southeastern Asiatic countries to the area he 
serves. He is a keen student of merchandising. The 
principal purpose of Mr. Zecha’s trip to the United 
States was to go through a program of study and ob- 
servation at the Parker plant and offices in Janesville. 
On his return he was to stop at other Parker plants and 
offices in New York, Toronto, and several European 
cities. Having come from the West, he was encircling 
the globe by jet. 


ROBERT COUBEAUX, representing Agence & Mes- 
sageries de la Presse, exclusive agent for the Parker Pen 
Company in Belgium, called at OFFICE APPLIANCES’ 
headquarters on May 1. Like Mr. Zecha, Mr. Coubeaux 
had been up to the Parker Pen Co. plant in Janesville. 
Besides writing material, his company is interested 
largely in books, magazines, and lighter forms of sta- 
tionery. 
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Program For 13th District Convention Revealed 


The 13th District Convention, 
to be held June 5 and 6 at Gros- 
singers Country Club, Ferndale, 
N. Y., will feature a varied busi- 
ness and entertainment program. 

J. Howarp Patrick, NSOEA 
president, will give the keynote 
address, “Prospecting for Treas- 

Arthas Levies ures,” which will highlight new 
questions of critical importance to 
the industry. 


C. W. CLEMEN, vic-president, field division, and 
WILLIAM FLETCHER, vice-president, manufacturers 
division, will conduct “Open End,” a dealer-traveler- 
manufacturer forum or open discussion on ‘Selling 
Supplies to the Automated Office” and “Selecting and 
Evaluating Salesmen” as well as any other desired topic. 


A discussion called “Why Bother” will be led by 
EDWARD O. KALLMAN, vice-president, Stationers and 
Publishers Board of Trade. It will deal with the necessity 
of accurate accounting records for proper interpretation 
of financial stability and operating results. 


HomMeER Lay, NSOEA assistant general manager, 
will conduct a workshop on “How to Get New 
Business” and will present a new sales tool for the first 
time. ARTHUR Levitt, controller, state of New York, 
will also be a featured speaker. 


The entertainment side of the program will feature 
cocktail parties, separate men’s and women’s golf 
tournaments, a country-style square dance, and will be 
climaxed by a banquet where all the prizes and trophies 
will be presented. 


Emerson E. Mead on Dictaphone Board 


EMERSON E. MEap, president 
and a director of Smith-Corona 
Marchant, Inc., has been elected 
to the board of directors of Dicta- 
phone Corp., it was announced by 
LioyD M. PowELL, president of 
Dictaphone. 

Mead attended Northwestern 
University and acquired early busi- 
ness experience in Chicago in the 
fields of accounting and manufacturing. He organized 
and for five years headed a company producing electro- 
mechanical switches and timing devices, and in 1949 
joined Kleinschmidt Laboratories, Inc., suppliers of 
telecommunications equipment, as vice-president and 
treasurer. In 1956 Kleinschmidt was merged into SCM, 
and Mead was appointed vice-president of operations 
with headquarters in Syracuse, N. Y., where he reorgan- 
ized the company’s typewriter manufacturing and en- 
gineerings. In 1959, Mead became executive vice-presi- 
dent and was elected president of SCM in October, 
1960. 

Mead is a director of the Office Equipment Manu- 
facturers Institute and also holds directorships in the 
Rowan Controller Co. and the General Gilbert Corp. 


E. E. Mead 
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Office Appliances 
delivered to your 
office or home 








IN QUALITY 
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ATLAS VERTICAL FILING SYSTEMS 
FOR 
NEGATIVES © OFFSET PLATES © MAPS 


Atlas Stencil Files Corp., 16716 Westfield Av., Cleveland 10, O. 
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STAXONSTEEL 


“ERS The Steel Framework Makes The Difference 


: BANKERS BOX COMPANY 
Mee’ «2607 NORTH 25th + FRANKLIN PARK, ILLINOIS 
Western Plont & Office 1354 $0. CLAUDINA + ANAHEIM, CALIFORNIA 





J. J. Ingraham Chosen 
General Sales Manager, 
Remington Rand Systems 


Joseph J. In- 
graham has been 
named general 
sales manager for 
Remington Rand 
Systems, it has 
been announced 
by Robert E. Pat- 
terson, director of 
Marketing Sales. 
Mr. Ingraham was formerly southern 


J. J. Ingraham 


regional manager for the company in 
the Atlanta office. 

His current post will keep Ingra- 
ham in the New York home office in 
the Chanin Building at 122 E. 42nd 
St. 


New Location for Supreme Steel 


The Supreme Steel Equipment Corp. 
recently moved to new and larger 
quarters at 50th St. and 2nd Ave., 
Brooklyn 32, N. Y. The company’s 
new telephone number is STerling 
8-7800. 
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Feet that must stand all day to accommodate their 

owner’s occupation put a frown on the face as surely as if 

they were directly connected. To keep a warm, welcome-customer 
smile on that face, even near closing time, the feet must 

receive proper support all day long. , 

Hygienic Foot-Comfort Mats and Runners provide that support. 
They’re scientifically designed to distribute body weight, 

relieve back strain and reduce fatigue. Soft, but not 

mushy, they last for years — pay for themselves 

by increasing employee morale and efficiency. 
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Eat Compre 


CUSHIONS 


e@ Achoice of marbleized colors 
to enhance your office decor 


@ Lengths and widths for any 
station 


@ Smooth, easy to clean surface 


@ Beveled edges for safety 
and appearance. 





DEALERS: This ad is appearing in the leading office publications. Be ready for inquiries. 
Get full-color catalog and prices by writing to: 


THE HYGIENIC DENTAL MANUFACTURING COMPANY 
FLOORING DIVISION, Dept. A, 
AKRON 10, OHIO 


| Wrona Bros., Inc., 








Dennison To Award Auto 


In Display Contest 


A 1961 Ford Falcon will be 
awarded as first prize, and four No. 
800 Polariod Land camera kits as ad- 
ditional prizes, in Dennison Manufac- 
turing Co.’s PRES-a-ply display con- 
test according to an announcement 
made by the company’s advertising 
manager, RICHARD J. CULLEN. 

The contest, limited to retail sta- 
tionery stores only, will be based on 
window or in-store displays using 
Dennison PRES-a-ply products. En- 
trants are being asked to submit snap- 
shots of displays which will be judged 
for customer appeal and originality of 
design. 

Editors from OFFICE APPLIANCES, 


| Modern Stationer and Geyer’s Dealer 


Topics will act as judges. The contest 
closes on June 30, 1961, and winners 


| will be announced on August 1, 1961. 


New Owners for Wrona Bros. 


ALBERT T. WRONA, owner of 
17 N. Spring St., 
Elgin, Ill., has sold the firm to Har- 
OLD L. MENGLER and Davp R. BUH- 
ROW, two former employees. The 
company will continue to be known as 
Wrona Bros., Inc. Mengler will act 
as president and treasurer and Buhrow 


| as secretary. FRED McRoy, with the 
| company for the past 20 years, will 


remain in the typewriter and adding 
machine repair department. 


| St. Louis Firm to Relocate 


Buxton & Skinner, St. Louis, Mo., 


| office equipment, furniture, stationery 


and printing firm, has announced it 


will move this summer to a new 
| plant at 2419 Glasgow Ave. The firm 


has been in its present location at 
306 N. Fourth Ave. for the past 63 
years. 


General Loose Leaf Moves 


The General Loose Leaf Bindery 
Co., Inc. has moved to larger quarters 
at 1060 W. Adams St., Chicago 7, 
Ill. The new phone number is MOn- 
roe 6-7313. 


Apex Business Systems Moves 


BEN T. ABRAMS, owner of Apex 
Business Systems, has announced its 
removal to a new location at 99 Hud- 
son St., New York 13, N. Y. The 
new phone number is WA-5-4050. 
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Reviewing The Pencil’s History 


With Venus’ Centennial Collection 
of old pencils behind them, Clyde T. 
Nissen (left), executive vice-president 
of the Lead Pencil Manufacturers As- 
sociation, and Richard Lewisohn, 
president of Venus Pen and Pencil 
Corp., inspect a jewel-tipped pencil 
of the early 1900's. The meeting took 
place at Madison Square Garden in 
New York where Venus, having just 
reached the traditional age of the an- 
tique, was a guest exhibitor at the 
17th Annual National Antiques Show, 
February 25 through March 5. The 
Collection, now on display at Venus’ 
New York office, illustrates the de- 
velopment of the pencil industry. It 
includes old pencils, catalogs, pack- 
aging and ads of yesteryear as well 
as medals for superior products won 
by Venus. 


Steck Co. Gives 
Service Awards 


Service awards ranging from five 
to 45 years were presented to officials 
and employees of the Steck Co., 
Austin, Tex., at the firm’s annual 
dinner held April 1. 

A total of 56 employees received 
awards. The 45-year award went to 
W. L. THOMPSON, vice-president. E. 
W. JACKSON, chairman of the board, 
received a 40-year award. 


Representative 


Tep HAINeEs, for many years af- 
filiated with Pacific Stationery Co. and 
Standard Printing & Office Supply 
Co., Portland, Ore., is now the North- 
west representative of Speed-O-Print 
Corp. 
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Atlanta Firm Opens Branch 


TALMADGE DICKSON, president of 
Dickson’s, Inc., Atlanta, Ga., litho- 
gtaphers, has announced the opening 
of a new branch selling office sup- 
plies and business furniture. 

Called Office Items, Inc., it is 
located at 146 Marietta St., and will 
function as a wholly owned subsidiary 
of Dickson’s with Talmadge Dickson 
as president, STERLING P. HAYDEN, 
secretary; Mrs. GLaDys L. Nasors, 
vice-president; EpwIN I. BARBER, 
vice-president and general manager; 


and D. L. BLANKENSHIP, executive 
vice-president. 


Branham’s Sells Branch Store 


Branham’s, Inc., Oklahoma City, 
Okla., office supply and equipment 
firm, recently sold its downtown Craco 
Camera store to LESTER and HAZEL 
PorTA. 

The store, located at 125 N- Robin- 
son St., will now specialize in cameras, 
developing, photographic accessories 
and gifts. 
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EVERYTHING YOU NEED IN: 


NCR PAPER-SNAP-A-PART FORMS 


VOUCHER CHECKS. REGULAR AND 
MAGNETIC INK 


STANDARD STOCK FORMS 


ONE-TIME CARBON SNAP-APART FORMS 
STANDARD AND CUSTOM 


LOUIS 2, MO. 








24-Hour Estimating Service 
Fast Order Delivery 








IDEAL CENTRAL LOCATION TO 
“SERVICE THE NATION" 





FILL OUT 
ATTACHED 
COUPON 
AND MAIL 
TODAY! 


Name 











To: Comfort Specialty Co. 
Business Forms Division 
200 S. 7th St., St. Lovis 2, Mo. 


Please send full particulars 
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Stairway to Ideas 


continued from page 84 


ings, tiles and drapery materials for special orders are 
displayed. 

Among the manufacturers represented are the Globe- 
Wernicke Co., Jasper Office Furniture, the Corry-James- 
town Corp., the Taylor Chair Co. and the Baumritter 
Co 


Eriksen’s own administrative offices are located on 
the second floor and are showplaces equal to the sale 
areas. 

These remolded quarters are a far cry from the orig- 
inal small room in an office building where the firm 
opened for business in 1922, selling ribbons and car- 
bons. The three Eriksen brothers—Arnold, the founder; 
Leif, the salesman (now vice-president); and Edwin, 
the ribbon clerk, (now secretary-treasurer and general 
manager )—prospered and moved to the Nicholas Bldg., 
where they added paper goods, then office supplies. 
After eight years there they took a ground floor loca- 
tions at 310 Erie St., and began to inventory office ma- 
chines. After five years they had expanded enough to 
need larger quarters, so they moved to 808 Madison 
Ave., but in 1940 they moved to 319 Erie St., buying 
the building in 1946. Their present four-story and base- 
ment home, at 323 Erie St., has 33,000 square feet of 
floor space, with the third and fourth floor being used 
for warehousing. 

From the three original employees, the firm has ex- 
panded to 57 persons employed in the Toledo store 
and 15 in the Columbus store. 


Sheaffer Pen Milestone Reached .. . 


The 100 millionth 
fountain pen man- 
ufactured by W. A. 
Sheaffer Pen Co. 
is inspected by Al 
Hetzer (left), the 
firm’s oldest em- 
ployee in point of 
service with 43 
years, after final as- 
sembly by worker 
in foreground. With 
them is marketing 
vice-president John 
D. Sheaffer, whose 
grandfather invented 
the lever-fill pen 
and founded the 
company 48 years 
ago. 


Raub & Robinson Named 
Griggs Distributor 


Raub & Robinson, Inc., 3151 E. 12th St., Los An- 
geles, Calif., has been appointed distributor for a new 
line of lounge furniture trade-named “Ultima” and 
manufactured by Griggs Equipment, Inc., Belton, Tex. 

Jim Raus, president of Raub & Robinson, said that 
plans are under consideration to provide warehouse 
service from the Los Angeles point for the eight state 
area the company serves. 
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BALL BEARINGS 


For the Office Equipment Industry 


‘LIAN 


Long life and service are assured you because — 
1. All component parts are machined from steel bars. 
2. Each component part is properly heat treated. 
3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 
able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 





Dixon Goes to School 


f = sd 


Repent | bow 
READER'S DIGEST READING SK&L BUILDER, Gende 3, Part These 


Over 100,000 re- 
prints of the Read- 
er's Digest Reading 
Skill Builder’s eight- 
t : page feature, “Joe 

| Dixon’s Writing 

ee ee iG Stick,” are being 
, | distributed by mail 
| to stationers, school 

teachers and PTA's 

| throughout _ the 

‘ country by the Jo- 
Thy | seph Dixon Cruci- 
ble Co., Jersey City, 

N.J., as a promo- 

tion vehicle. The 
| booklet is also 
distributed 
by hand to school 
and commercial cus- 
tomers by Dixon 
salesmen. 


Joe Dixon's 
Writing Stick 


Key Words: botics grophite, horber 
pencil iwods, compenter, groove 


You may never have heard of Joe Dixon. But 
you surely know about his writing stick. You 
probably used one today bei ng 

This story begins over 100 years ago. The 
Dixons lived in a small town near the Atlantic 
Ocean. Joe's father owned ships that carried 


he Reuter”) Ougret Reming ell Mutter ow 2 comes af 19 empplerencury 
re mies wreing mel 


Firm Changes Hands 


G. J. KIEL, owner of Kiel Bros., Inc., 56 Fourth St., 
S. W., Huron, South Dakota, has sold the office sup- 
plies, furniture and equipment and specialty printing 
portion of the business to DONALD BRUGMAN, SR. It 
will be known as the Central Business Supply, at the 
same address. 

Kiel will continue to operate the specialty, gift, adver- 
tising and calendar end of the business which will still 
be known as Kiel Bros., Inc., and will remain at the 
same address. 


Celebrates Silver Anniversary 


Lore 


Tom Hancock (left), sales representative, recently celebrated 
his twenty-fifth year with the Richard Best Pencil Co. Vice- 
president A. H. Best is shown presenting him with a com- 
memorative watch while L. E. Best, president, looks on. 


Represent Smith Metal Arts 


L. H. McDaniel & Son, have been named to represent 
Smith Metal Arts Co., Inc. in the Southwest it has been 
announced by WiLtIAM K. DONALDSON, President, 
Smith Metal Arts Co., Inc. 

L. H. McDaniel & Son maintain showroom headquar- 
ters at 502 S. Ballinger, Fort Worth, Tex., and will 
cover Colorado and New Mexico, in addition to Texas, 
Arkansas, Oklahoma, Louisiana and Mississippi. 
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with SNAP-APARTS and 
CONTINUOUS FORMS 
from INTERNATIONAL 
BUSINESS FORMS 
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With International Business Forms, you’re sure of: 


QUALITY PRINTING, produced on high speed rotary equipment. 


COMPETITIVE PRICES and LIBERAL DEALER DISCOUNTS. 


DELIVERY PROMISES you can count on. ; 


FAST QUOTATION SERVICE, 24 hours or less if necessary. 


EASY-TO-USE PRICE LIST. 


REMEMBER - - 
We sell through 
DEALERS ONLY 


INTERNATIONAL BUSINESS FORMS 
> \——ae a 
Little Rock, Ark 


1600 E. 26th St. e never direct. 
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SEEING IS BELIEVING 


py A sample of Barkley’s MAGNI- 
i 
For 


Se yer salesmen to 
_ FYING Index Tab to their customers how it speeds 
up File Look-Ups. FREE sample packet write to: 


C. L. BARKLEY & CO. © Founded 1921 © Dept. 0A-6 


1220 W. VAN BUREN ST. © CHICAGO 7 © ALL PHONES MONROE 6-706! 
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“America’s Finest Letter Racks” 
2448 West Larpenteur * %t. Pav! 13, Minn. 
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Dates to Remember 


June 18-21—National Office Machine Dealers Asso- 
ciation convention and exhibit, Grossinger’s, N.Y. 


September 23-26 — National Stationery and Office 
Equipment Associatic.: Annual Convention and Ex- 
hibit, Conrad Hilton iotel, Chicago. 


October 5-8—Eastern Regional Office Machine Deal- 
ers Association meeting, Concord Hotel, Kiamesha 
Lake, N.Y. 


October 14-17—-Eastern Commercial Stationery Show, 
Trade Show Building, New York City. 


November 3-5—National Office Furniture Assccia- 
tion Western Convention, The Ambassador Hotel, 
Los Angeles, Calif. 

NSOEA District Meetings 


Dates 
June 2, 3 


District Location 

6 Leland Hotel 
Springfield, Illinois 

13 Grossingers Country Club June 5, 6 
Ferndale, New York 
Cavalier Hotel 
Virginia Beach, Va. 
Saranac Inn 
Saranac Inn Post Office, 

N.Y. 

Mt. Warhington Hotel 
Bretton Woods, N.H. 


June 9, 10 


June 16, 17 


June 23, 24 


1962 Conventions 


February 16-18—NSOEA Western Convention and 
Exhibit, Brooks Hall and Sheraton Palace Hotel, San 
Francisco, Calif. 


April 26-29—NOFA Convention and Exhibit, Coli- 
seum, Sheraton Hotel, New York City. 


Connecticut Valley Stationers 
Elect New Officers 


The Connecticut Valley Stationers’ Association re- 
cently held its forty-third annual meeting and election. 
Elected to serve for the 1961-62 term were: 

President, Everett R. Scanlon, Hartford Office Sup- 
ply Co., Hartford, Conn.; vice-president, Lewis Foster, 
Speed Products, Inc., Boston, Mass.; vice-president, 
Burton Horrow, Plimpton’s, Inc., Hartford, Conn.; 
vice-president, Joseph F. Yates, Jr., Joseph F. Yates, 
Inc., New Haven, Conn.; secretary, Robert D. McNut- 
ly, John F. Molloy, Inc., Meriden, Conn.; treasurer, 
Charles Weitzman, Springfield Office Supply Co., 
Springfield, Mass.; auditor, Garry Dell, Burt & Dell, 
Inc., Hartford, Conn.; directors: Edward Granfield, Jr., 
Edward Granfield Co., New Haven, Conn.; Lester J. 
Fisher, Plimpton’s, Inc., Hartford, Conn.; Sidney Ber- 
man, Davis & Nye, Inc., Waterbury, Conn.; Robert H. 
Fargo, Frank H. Fargo Co., Bridgeport, Conn.; and 
Harold Bengston, Adkins Printing Co., New Britain, 
Conn. 
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NOFA Meets in New England 


continued from page 89 a NEW CONCEPT IN eee 
occured since then in the industry. He noted that one STENO BOOK 
and 


of the major projects of NOFA and office equipment 


dealers is providing service and design. “Doors are 
closing because people could not keep pace with the COPY 


changing economy,” he said. “There is no place for 

nostalgia and past days.’ Gray then added aut dealers HOLDERS 
must use the tools of their trade if they are to succeed The “Sten-eez” 

in these changing times. ‘‘The man who looks to the Sheets 
future indeed had a past, but the man who looks to © For Stone Bests ae etc. 
the past has no future,” he concluded. 

The afternoon session consisted of workshops which 
highlighted some of the dealers’ most common problems 
and explored new trends in the industry. 

The first workshop was devoted to “Interior Decorat- 
ing—Asset or Liability.” Charles Gelber of the W. B. 
Wood Co., Newark, N. J., led design discussions on 
the needs, problems and solutions of interior decorating 
departments. Retail Only $1.98 ea. — Lower Prices in Quantities 

Edward Kallman made his second appearance as a The STEN-EEZ Holder is of all steel construction. Has folding 


speaker, this time on the subject of “Developing Sound easel = gauies = for pee ig gaa to any re 
‘ . . . ; ” Copy plate tilts instantly to any posit perfect reada ° 
Fiscal Policy for the Office Furniture Dealer.’ He ex- The right angle is cuinkiad 45.40 aes by o slight adjustment 


tended his earlier remarks on the proper financial man- of @ wing nut. Helds firm to any desk or table. Equipped with 


agement of small businesses. roe . _ — nt ene to wy a 

* eM ’ , ler, to prevent creeping or slipping. When in use, s 

Leasing—A New Key for Greater Office Furniture away same as any book. Available in four beautiful finishes — 
Profits” was the theme of the third workshop, mod- Green, Gray, Desert Tan and Mist Green. 


erated by Ed Jackson of the American Guaranty Corp. 
R. F. Bohman, freight consultant, presented the final WV, hg ff PRODUCTS ¢ 
workshop which dealt with “Freight and Its Resulting UW a INC 
Problems.” 321 CLARKSON AVE., BROOKLYN 26, NEW Y 

NOFA Director Dale J. McKnight, of the Lackawan- 
na Leather Co., concluded the conference program with 
a talk on the profits of selling leather goods. Noting 
the revolution in office furniture, he asserted that 
changes in tanning now make available to dealers leath- 
er which is profitable to handle because of its beauty, 
color and lasting economy. 














Radio Station Pushes Pencil Week 


WABC, New York flagship radio station of the American 
Broadcasting Co., in a public-spirited gesture, devoted 83 one- Sie Products Are 

; : 4 P our SAFE Protection 
minute spot announcements in honor of pencils during the re- 
cent observance of Pencil Week. Prizes were offered to listeners Overnight Service from Nearby Warehouse 
submitting unusual types of pencils in their possession. Winner 
Mrs. Janice Daum of Ozone Park, N.Y., is shown at WABC’s AFE Co., Inc. 
studios requesting Disc Jockey Herb Oscar Anderson; Clyde s ah xaty 
Nissen, executive vice-president of the Lead Pencil Manufac- 
turers Association, and Charles Greer, another disc jockey, to LAFAYETTE, INDIANA 
make use of an elongated pencil in an autographing way. 
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Top Dixon Salesman Honored 


the 
perfect 
EXTRA 


i TABLE 


No. 415 Harwood for 
Stor-A-Way by pf Studio 
A NW CO ieee or 


of knee room 





" , 
office A. R. (Bud) Dockstader (right) learns from Marketing Vice- 
e = Doubles ae ie a talk in dai 4 president David C. McMillin that he has been designated this 
board. Adjustable to any angle inclu year’s premier salesman of Joseph Dixon Crucible Co. Ticon- 
ing vertical. f id deroga pencils. The honor, known as the Horace B. Van Dorn 
s feconsp ve ssa anspash sane agadag 0 S Award, is given by the company each year to the pencil sales- 


are smoathty finis in 
@ fine clear lacquer. 
Board 


o sees clear western pine and flat man “making the greatest contribution to the sale and promo- 


tion of Ticonderoga pencils.’ 
2 List Price 
fie. 083 eee + New Orleans Firm Incorporated 


No. 415-3 Simnaz” : to 5” ; ; 

ANCO products seid Charter of incorporation has been granted Wynne & 
Smith Inc., furniture and office supplies, 320 Camp 
St., New Orleans, La., listing capital stock of $150,000. 
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GLIDEX EXTENDA PHONE 


The Telephone — that a 71 @- DP aiut 
desks "Phone Free! LEAD POINTER 
Pyro eae” For Perfect Lead Points — 
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Write for Literature and Dealer Prices. 
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BUY 10 GET 
2 FREE 


5) Faget. wm STAPLER (BS30) 


YOU GET 12 Staplers (EA. $2.85 list) 
RETAIL VALUE..._....$34.20 
You Pay Only $15.69 F.0.B. Chicago (Tax included) 
Make $5.70 EXTRA PROFIT on 2 Free Staplers 
This Offer Good Only Till June 30, 196! 
Order Deal 661 Today 
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Quality Park Envelope Co. had a visitor from Japan at its ex- 
hibit in the recent West Coast NSOEA show. The visitor used 
a large envelope from Quality Park to send home a message, ings d 

' The . ‘ riti intri tight direction? The 
written in Japanese. The neat handwriting intrigued Ralph IND BINDER saves much 
T'ruax of the company as well as others at the booth — time i handling 


filling out blank forms, 
invoice and order blanks, 


etc. Simple ration— 
more efficient than arch 


Appointed by Photek, Inc. cas d ; or clipboards. Shects do 


A ge punching 
THOMAS B. Stacey, JR. has been named Mid-Atlan- _ josed with. ag 

tic regional manager by Photek, Inc., recently formed — = om as 

Textron subsidiary in the office copying materials and Descriptive Price Lin of 

equipment field. me Stock five Seas on 
Stacey will be in charge of the selection and servicing 

of dealers in Photek’s new dealer network in Maryland, 

Virginia and North Carolina. Wagoner's Pat. Model "A" 43 Fulton St., New York 38, N. Y. 
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Promotions Announced By 
Worcester and Mutual Products 

The directors of the Worcester Pressed Steel Co. and 
Mutual Products Co., Inc. have announced the promo- 
tion of RUDOLPH Lux, Jr. and O. Eric PETERSON to 
the position of vice-president, stamping sales, vice presi- 
dent “‘Hi-Pac’’ sales, respectively. In addition, Peterson 
was elected vice-president of Mutual Products Co., Inc. 

Peterson has been sales manager of Mutual since 
February, 1960. He has also been in charge of the com- 
pany’s sales of “Hi-Pac’” small pressure cylinders and 
its release mechanisms, and its advertising programs. 

Lux came to Worcester Pressed Steel in February, 
1959. He was superintendent of a textile company in 
Holyoke and selling abrasives and abrasive machinery. 
In Worcester, he has been stamping sales manager for 
the company. 


Facit Holds Nationwide Sales Contest 


A nationwide sales contest for Facit and Ohdner deal- 
ers was announced by KARL SIEWERT, president of 
Facit. Prizes will be awarded by sales points in each of 
the six marketing areas. In addition to the six areas the 
contest is divided into two divisions by previous sales 
volume, enabling dealers large and small to compete 
evenly. Twelve Swedish Volvo cars will be awarded to 
first place winners. Runners-up in the contest will re- 
ceive either $1,000 U.S. Savings Bonds or an RCA 
color television set. There are six prizes of each avail- 
able. 


Hazel Expands Facilities 
Hazel County Record Binders, 
a division of Ernest Hazel, Jr., 
Inc., has moved its general offices 
and production facilities to new, 
expanded quarters in Washington, 
Mo., it was announced by ERNEST 
HAZEL, JR., president. 
The company’s facilities occupy 
Ernest Hazel, Jr. 17,500 square _ feet, more than 
twice the space in its former head- 


quarters in St. Louis. 


460 Win in Writing Competition 

Four hundred and sixty youngsters in 50 states, 
Canada, Mexico, Puerto Rico, Japan and England have 
won honors in America’s largest creative-writing com- 
petition for high school students, sponsored by the W. 
A. Sheaffer Pen Co. 

The winning writings were chosen from more than 
158,000 manuscripts entered in the 1961 Scholastic 
Writing Awards, according to a spokesman for Scholas- 
tic Magazines, Inc., which conducts the annual contest. 

Cash prizes totaling $4,710, Sheaffer cartridge foun- 
tain pens, gold keys and merit certificates were awarded 
for best entries in 10 classifications of writing, including 
short story, poetry, essay and dramatic script. Thirty 
prominent U. S. authors educators and literary critics 
made the final selections. 
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Leasing Office Furniture Builds Success for Kriloffice 


Businessmen lease cars, trucks, 
buildings, factories. Why not lease 
office furnishings, too? 

Louis I. KRILOFF and MARSHALL 
SILVERMAN couldn’t think of a single 
reason why not. So in 1957 they or- 
ganized the first commercial service 
in the Chicago area specializing in of- 
fice furniture leasing. 

The first lease was for $600, cov- 
ering three desks and four chairs for 
a wholesale distributing firm. Today, 
Kriloff and Silverman’s company, 
Kriloffice, Inc., has over 300 leases 
worth $750,000 under its belt, plus 
the prospect of writing lease No. 500 
in 1961. 

All of this is going on while the 
two men carry on the bread-and-butter 
business of selling office supplies by 
mail. Together with the pioneering 
““Desk-Lease Plan,” the company does 
better than $1,000,000 in sales yearly. 

“Furniture leasing is a natural, es- 
pecially in these days when a growing 
business needs every cent of working 
capital it can lay its hands on,” ac- 
cording to Kriloff. ‘‘Maybe I’m opti- 


mistic, but I think we'll triple our 
leasing volume within five years.” 

One of the company’s most promi- 
nent lease customers to date is Kel- 
logg Switchboard & Supply Co. on 
Chicago’s South Side. When Kellogg 
expanded its engineering offices and 
drafting rooms recently, it used the 
“Desk-Lease” plan for drafting tables 
and desks. 

Insurance companies in Illinois and 
Indiana are among the company’s best 
customers. Currently, Kriloffice is 
leasing to eight insurance firms whose 
leases range from $1,500 to over 
$50,000. 

Kriloff, an energetic, wiry man of 
55, has been in the office equipment 
business since 1930. Then, at the age 
of 25, he joined his father in running 
Utility Supply Co. in which the two 
were part owners. Ten years later, 
Kriloff left to found the present firm. 

Silverman, his 30-year-old partner, 
left his post as secretary of the Rem- 
brandt Lamp Co. to buy a half-inter- 
est in Kriloffice in 1955. Two years 
later, impressed with the success of 


auto leasing, he approached Kriloff 
with the furnishing leasing idea. 

“We lease everything needed, from 
desks to typewriters,” Silverman said. 
“We've expanded our operations and 
are now leasing furnishings and 
equipment for hotels, schools, motels, 
country clubs, and other institutions.” 

He pointed out that furniture leas- 
ing, like leasing in general, offers spe- 
cific advantages. An important one is 
that rental payments can be charged 
against operating expenses which in 
turn may reduce taxable income. 

For companies doing government 
work, the cost of leasing can be 
charged against the contract, Silver- 
man said. This is important where the 
contractor has to provide additional 
office facilities to handle the increased 
workload. 

Besides leasing furniture, the com- 
pany sells it outright, and continues to 
expand its mail-order supply business. 
The firm occupies three floors totaling 
20,000 square feet at 307 W. Mon- 
roe St., and is planning a building of 
its own outside the Loop. 





ON 


FRONTIER 
STEEL 
EQUIPMENT 


a complete line PLUS slotted angle 


4 Stee! shelving in a 
range of sizes to 
meet individual 
needs. Frontier 
Gray, Green, or 
special colors. 


Parts bins to suit 


your requirement 
Colors as above. 


Full line of steel 
work benches with 
wood tops optional. 


RONIE 


MANUFACTURING COS 
P. O. Box 13266 + Dallas 20, Texas 


write For uiterature — FREE / } 


$7 Be 


Carts 





Shelving Bins Self Service Angie 
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Benches Racks 
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yHe NEW improved 


COPY-RIGHT Copyholder 


for over 30 
years the 




















PROFIT MAKING 


MACHINE STANDS AND TYPEWRITER TABLES 
Designed and Built to Protect Investment 
Made in Expensive Office Machines. 


Tip Toe Raising & 
Lowering 

Top Dimension 18- 
1/4x20 1/4 

Top Dimension One 
Leaf Extended, 18- 
1/4x34, 

Full Pan Optional 
Shipping Wt. 37 
ibs. 


Modesty Pane! 
Available 


The All New Typewriter 
Table Designed for 
Maximum Safety and 
Efficiency 

16”x20” Table Top for 
Greater Working Area 
39” in Length with 
Leaves Extended 
Heavy Steel Con- 
Throughout 

With or Without Drawer 
Wr. 25 ibs. 

Available in 5 colors 


WRITE IN FOR CATALOG 





STEEL- hive Se inte eae CO. 


Lal ra cago a Minds 























HELPS MAKE 


RITE-LINE copyruoiper 
A READY SELLER... 


BESIDES: 

@ It's an excellent door opener for new business 
3] 9.95 @ Has an outstanding price advantage 

@ Requires no service 


@ Takes all widths of copy up to 20 inches 
@ The Line Magnifier is available as an extra 











TAX EXTRA 











And RITE-LINE Corporation does not compete with its 
deolers. For full particulars, discounts, etc., write to: 


RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, B. C> 
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Still in Business at Age 78 


Although he reck- 
ons his age as 78 
years, Bill Rehm is 
still going strong. 
He is repairing type- 
writers and busi- 
ness machines as 
actively now as he 
did when he started 
in 1899 with the 
Underwood T y pe- 
writer Co. In 1923 
he opened his own 
business, the Wol- 
verine Typewriter 
Service Co., Detroit, 
Mich. 


ABC Business Forms 
Moving to New Location 


ABC Business Forms, Inc. announce that on June 1 
they will move to their new executive offices and plant, 
now under construction at 3500 N. W. 71st St., Miami, 
Fla. The plant will encompass 22,000 square feet and 
will be one of the largest business forms facilities in 
the state of Florida. 

With the addition of new production equipment and 
the additional space, ABC Business Forms will be able 
to give a complete local one source supply for all print- 
ing required. 





No civctenetie. ‘Ro gauges, 
nary ee 
J insert mci 
and squeeze! Clix 
punches are permanently 
sell age <A ol 

- save time 
and waste motion. 
Always accurate, 
jamproof, trouble-free. 


CLIX 
DOUBLE DUTY PUNCH 
MODEL 32 


PAPER 
PUNCHES 


are also available in: 








1-Hole Punches — Model 100X — List $.65 

2-Hole Punches — Model 2 — List $2.75 for 5”—12” sheets 
3-Hole Punches — Model 3 — List $3.75 

7-Hole Punches — Model 7 — List $7.50 


See your Wholesaler or write to 
NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 





Sign Sets Filing Record 


A world record for 
filing cabinet oper- 
ation (outdoors) 
was probably s- 
tablished recently 
when the suspen- 
sion arms on this 
electric sign atop 
McMahon Bros. 
Desk Co., Los An- 
geles, finally ground 
to a halt after mov- 
ing in and out 
more than 15 mil- 
lion times during 
four years of heat, 
rain, fog and smog. 
The Bentson Mfg. 
Co., who supplied 
the original parts, 
will replace them. 


Craley Heads Texas OMDA 


ROBERT E. CRALEY of Dallas was elected president 
of the Texas Office Machine Dealers’ Association at the 
close of a three-day meeting in Corpus Christi. 

Other officers namer were V. O. Sworrorp, of Fort 
Worth, vice-president, and FRANK A. GROUNDS, of San 
Angelo, secretary and treasurer. 

Directors named were Mrs. FRANCES CAMPBELL, of 
Dallas; ToM BURKHOLDER, of San Antonio; Woopy 
TULLIs, of Mercedes, and O. F. WALZEL, of El Campo, 
Texas. 





Cee 
CABINETS 


BUILT RIGHT! PRICED RIGHT 


CUBA orc. co. 


CUBA, MISSOURI 











ONLY The “Precise” 


TRIMMING BOARD 


Has All These Wanted Selling Features 
@ Patented Finger Tip Controlled Paper Guide 
Finest Steel Blades. Caref Ground 


You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide | and releases with a finger 
flick, 2 white scales on black 

background speed accuracy and 3s: 





measuring time. Models 5, 6 & Ne. 4—1214" 
7 have special safety spring. Ne. $—1514" 
The “Precise” is a steady seller - we = 

wherever displayed 


Prempt Delivery — Order Your Needs Teday! 


AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Bept.A CHICAGO 47, HL. 
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Write for Dealer 
Litereture & Prices 


HARDBOARD FABRICATORS, ine 











a <n 
for well-known, nationally advertised 


compact & minature TRANSISTOR: 
TAPE RECORDER LINE: 


aes ally an oles 
ice 


PROTECTED 
FRANCHISES 
COAST-TO-COAST 
DISTRIBUTION Give all pertinent informa- 


NATION-WIDE tion in first letter: Terri 
SERVICE covered, lines carried, etc. All 
confidential. 


SSSCHOSSSSSSSSSSHSSSSSSSSSSSSSSSSSSESSEOSSE 
Write OFFICE APPLIANCES, JU-6. 


ee 


industrial organiza- 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for classified advertisements is twenty-five 
cents a word, minimum charge $5.00 payable with order. Add six words if dept. address is used. 
Address Dept. Reply to OFFICE APPLIANCES, 600 W. Jackson Blvd., Chicago 6, Attn.: Dept.—. 





MANUFACTURERS’ REPRESENTATIVE WANTED 





nea mp po WANTED for progressive manufacturer of binders and folders. 
Varied line of low priced, quality items. Many exclusive items. Write in confidence 
stating va covered and lines carried, good territories available, to: Binderman 
Division, Amering Corporation, 11 Market Street, Stamford, Connecticut. 





ALL TERRITORIES OPEN for salesmen with strong following among office equip- 
ment dealers, department and jeweiry stores, etc., for the sales of a fast moving 
portable typewriter. Reply: Roy Smith, 420 Madison Avenue, New York City. 





PROTECTED TERRITORIES FOR AGGRESSIVE MEN calling on stationers, office 
suppliers and organizational firms. Functional, revolutionary and versatile new type 
of filing system. Give full details as to present coverage and background. Write 
Office Appliances, Dept., JU-9. 





ESTABLISHED CALIFORNIA MANUFACTURER of steel office furniture seeks 
‘aggressive factory representative for the Rocky Mountain area. If you want to be 
associated with a growing organization, contact Fortress, Inc., 15531 E. Arrow 
Highway, Irwindale, California, attention Sales Manager. 





MEN COVER COLLEGES and UNIVERSITIES. We wish men to represent a non- 
conflicting item. Very little work required and guaranteed pay. Advise territory 
you now cover and lines you represent. Write Office Appliances, Dept., MAY-23 





REPRESENTATIVES WANTED — to sell Personal Postman Letter Scales. Elegant 

packaging, precision practical items moving fast in North East. Want experienced, 

topnotch representation for rest of U.S. A solid year-in-year-out sales builder. 
Contact manufacturer: Amering Corp., 11 Market, Stamford, Conn. 





KORES MANUFACTURING CORP. (complete highly repeat lines of carbon paper- 
inked ribbons-stencils-inks) offers opportunity in Midwest-Southwest-Southeast 
territories. Will excellently round out line of well established manufacturer's repre- 
sentative. Line has become No. 1 seller with most of our present men. Participation 
in travel expenses to develop new accounts, plus high commission. Give ful! details 
of states covered, lines now handled. Write Kores Mfg. Co., 701 Whittier St., 
New York 59, N.Y. 





TOP MANUFACTURER OF CONTEMPORARY CONTRACT FURNITURE, winner of 
NOFA award, has several top producing areas open for outstanding manufacturers’ 
representatives currently contracting office furniture dealers and contract depart- 
ments. Contact manager of sales, 0.D.1., 136 William Street, New York City. 








SALES REPRESENTATIVES WANTED. Openings available for high profit, 
quality line of furniture top protective buttons and tape. They prevent glass 
top slippage, breakage and marring of furniture. Packaged in eye-appealing 
counter display units for self-selection, impulse sales. Ideal for salesmen 
calling on office furniture, supply, drug and sundry stores. Only experienced 
sales representatives will be considered. Give details of states covered, lines 
= handied. Randolph P. Adams, Inc., 601 Del-Monte Way, St. Louis 12, 
issouri. 














MANUFACTURERS’ REPRESENTATIVES AVAILABLE 





LINE TO SUPPLEMENT STATIONERS LEATHER GOODS wanted by salesman travel- 
ing the a from the Atlantic to Texas, calling on commercial stationery, 
department, and luggage stores. Prepared to give first-class coverage. Write Office 
Appliances, Dept., JU-7. 
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‘“MR. MANUFACTURER: Do you want top representation in Metropolitan New York, 
Connecticut and New Jersey? If you make office furniture or equipment, it will be 
worth your while to drop me a line today.’ OFFICE APPLIANCES, 100 East 42nd 
St., New York 17, N.Y., Dept., APR-7. 





WANTED LINES OF OFFICE SUPPLIES, equipment or machines by experienced 
West Coast salesman with broad contacts. Warehouse and service facilities in Los 
Angeles. Write Office Appliances, Dept., JU-5. 





SALES OFF IN MICHIGAN — Ohio — Indiana? Need dealer contact? Need sales? 
We can handle all three on quality lines. Write Office Appliances, Dept., JA-3. 





EXPORTER AND MANUFACTURERS’ AGENT with more than 25 years experience in 
the export field covering the stationery trade overseas through established agents 
is seeking two additional lines. Write Office Appliances, Dept., JU-2. 





FORMER PRESIDENT 4th District Travelers Club headquartered in Atlanta inter- 
ested in returning to active road work. Experienced in office furniture but can 
handle supply, accessory lines also. Top references. Write Office Appliances, Dept., 
JU-14 





DEALER SALESMAN WANTED 





SALESMAN WANTED: For Florida west coast, Office furniture, machines and 
supplies; draw against commission. Write Office Appliances, Dept., JU-3. 





““SALESMAN’'—Experienced retail office furniture, inside sales. Old established 
Los Angeles dealer. McMahan Brothers Desk Co. Inc., 3131 S. Figueroa Street, 
Los Angeles 7, California. 





CALCULATOR and ADDING MACHINE SALESMAN with proven sales record. Good 
territory in fast growing community. Top commissions. Friden, Inc., 1510 Montana 
Avenue, Jacksonville, Florida. 





MANUFACTURERS’ SALESMAN WANTED 





SALESMAN-FULL TIME—with acquaintance and following In commercial and 
wholesale stationery, drug, tobacco, candy, notions and variety jobber trade in 
Pennsylvania, Maryland and Delaware. Liberal draw and expenses. Large volume 
now solid in territory. Well established and growing company manufacturing writ- 
ing instruments. Tremendous potential. Must be energetic and ambitious with 
excellent references. Submit detailed resume. Replies held confidential. Write 
Office Appliances, Dept., JU-16. 








FOR ESTABLISHED TERRITORY im Midwest by well-known manufacturer of 
filing supplies, and stationer’s items, selling to dealers and wholesalers. 
Write Office Appliances, Dept., JU-15. 














SALESMAN AVAILABLE 





POSITION WANTED WITH COMMERCIAL STATIONERY STORE in Chicago area 
by salesman with long experience. Knows al! ins and outs of the business. Wil! 
consider Chicago or suburban area. Write Office Appliances, Dept., JU-10. 





YOUNG SALESMAN WILL TRAVEL Wisconsin, Minnesota, lowa, upper peninsula of 
Michigan. 16 years experience selling office supply dealers. Best references. Write 
Office Appliances, Dept., JU-8. 





STRONG FOLLOWING AMONG New York Metropolitan area office furniture dealers. 
Interested in representing one or several manufacturers. Please write: Office Ap- 
pliances, 100 East 42nd St., New York, N. Y., Dept., MAY-21. 
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EXECUTIVE AVAILABLE 





EXECUTIVE CONNECTION SOUGHT by former director of marketing and sales 
promotion for leading manufacturer. Well experienced in distribution methods 
employed in aggressive sale of mechanical devices including data processing equip- 
ment, also office furniture. Desires to return to industry after brief absence. Write 
Office Appliances, Dept., JU-13. 





SERVICE MANAGER WANTED 





SERVICE MANAGER WANTED by importer of office machines. _ with good 





ELLIOTT-FISHER AND Sunstrand machine. Electromatic typewriter, adders, cal- 
culator and all office machines bought and sold. Teeter-Warsh Co., 849 North 
3rd St., Milwaukee 3, Wisconsin. 





LARGE AMOUNT USED visible cabinets Kardex, Acme and Rand. Variety of sizes 
and styles. A-1 condition, very reasonable. Everstee] Equipment, 69 Spring St., 
New York 12, New York. 





BUY OR SELL Pitney-Bowes, , Elliotts, cabinets, typing machines 
letter openers, adders, calculators, typewriters, Vari-typers, IBM. SACHS, 121 
West 23rd St., New York 11, N.Y. CHelsa 3-8086. 





background in servicing typewriters, including electrics and adders; gerial 
and teaching ability; to do some traveling and eventually take paneer charge 
dealer service and training. Locate New York. State experience in full and salary 
expected. Write Office Appliances, Dept., JU-4. 


‘ 





POSITION AVAILABLE 





EXPERIENCED and AMBITIOUS office furniture refinisher for both wood and steel. 
Give age, reference, and salary required in first reply. FULGHUM’S 102 West 
Lafayette Street, Tampa, Florida 





RETAIL BUSINESS FOR SALE 





OFFICE SUPPLIES, MACHINES, Full-Lin Stationery and commercial printing 
business in fast growing area Virginia, volume over $75,000. Real opportunity. 
$5,000 down. Write Office Appliances, Dept., MAY-19. 





OFFICE SUPPLIES — Machines & service school supplies & furniture — In a 
good West Virginia town of 12000 population. Could handle for about 17000.00 
— Inventory should net 10000.00 to 15000.00. Write Office Appliances, Dept. 
JU-11 





RETAIL BUSINESS FOR SALE — Supplies machines furniture and stationery — 
cards, gifts —- South. Same location and management 17 years selling on account 
health. Confidential — Write Office Appliances, Dept., MAY-6. 





RETAIL BUSINESS WANTED 





DO YOU WANT A WORKING PARTNER? I want to acquire an equity in a stationer, 
office equipment or furniture business. With 16 years experience in the office equip- 
ment field, as salesman and sales manager, with a background in market analysis, 
sales training, promotion, education, office management and sales management, | 
can bring a wealth of knowledge in these fields. I am a proven salesman, expert 
in systems and procedures, a hard worker and highly motivated. I want to be an 
active participant in the business, both as salesman and as part of management. 
I can relieve you of many duties, can improve your volume, can supplement your 
efforts with an enthusiastic, energetic, fresh approach. Write Office Appliances, 
Dept., JU-12. 





FOR SALE AND WANTED TO BUY 





ELLIOTT-FISHER MACHINES, adding machines, parts bought and sold. Indicate 
quantity and serial numbers. Maloney-Gilmore Co., 537 S. Dearborn St., Chicago 
5, Ill 





ELLIOTT-FISHER MACHINES, Calculating machines, adding machines — al! office 
equipment, bought and sold. W. J. Crowley Co., 906-906 N. Water St., Milwaukee 
2, Wisconsin 
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OFFICE SUPPLY, FURNITURE and MACHINES. ey aie years on Main 

Street of growing City. Volume 150,000.00, Investment 00 for inventory, 

— and Accounts Receivable — No blue sky! Write Omice oak an Dept., 
-1. 





WANTED TO BUY 





HIGH PRICES PAID for used cay ing machines & Brandt coin machines: #$31- 
10-10 (18) #5,000,000 & typing sensimatics model 31501 
billers M 231 M 235 Brandts “p60 & #100. L.A Pearl Co., Dept. OA, 140 W. 
42nd St., New York 36, N.Y. 





WANTED: Burroughs or N.C.R. bookkeeping and billing aia, calculators, comp- 


tometers, adding machines, etc. any style. Quote description ons ban best 
price. AMERICAN BUSINESS MACHINES, Inc. 573 san el New York 12, N.Y. 





TOP PRICES PAID for N.C.R. #£3100, #63200 and #3400. All Burroughs sensi- 
matic; keyboard graphotype model #£6340, #£6380. 42 years as world’s leading 
rebuilders of office machines. International ice Appliances, Dept. OA, 326 Broad- 
Way, New York 7, New York WO-2-3200. 





WILL BUY BOOKKEEPING MACHINES—-Burroughs Billing Sensimatics—National 
Class 3000,31,32, Remington Sundstrand—indicate pe model, serial, GIBIAN 
BUSINESS ‘MACHINES, 128 Lafayette St., New York 13, N.Y. 





WANTED: National Burroughs acct. machines, addressographs, Speedaumats, 
Graphotypes, Pitney-Bowes, Brandis — Dept. OA, William ‘Marion Co., 173 Lafay- 
ette St., New York, New York. 








QUALITY MAILING LISTS of 6,755 COMMERCIAL STATIONERS and office 
pliances dealers. Also 8,119 typewriter and adding machine stores. Write for FREE 

of lists of retailers, wholesalers, acturers, Institutions, banks 
others. We charge only for addressing. SPEED-ADDRESS, 48-01 42nd St., 
Island City 4, New York. 





MANUFACTURERS, HOTELS, MOTELS. Chambers of Commerce. Camps, 
Associations. Chicago business, , Others. Write us your needs. Avers, 
331 N. Austin Bivd., Chicago 44, Iifinois. 
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LINEAR 73 is straight-to-the-point 
design, superbly crafted of genuine 
walnut and beautifully finished in a 
hand rubbed oil finish. Danish Silver 
and cane lend their own distinctive 
touches. There’s an accent on versa- 
tility, too. For single units or modu- 
lar groupings ... standardized offices 
or individualized executive offices 








i 
{ 
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... LINEAR 73 collection offers you the flexi- 
bility to sell any client. Coordinated, decorator- 


selected accessories are also available to enhance 
your selling story. Plan for profits . . . plan 
with LINEAR 73. Write for catalog and the 
full profit picture as a LINEAR 73 dealer: 


Myrtle Desk Co., 
High Point, N. C. é 
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The Astronaut B-31 
arm chair 


Style...Craftsmanship...and real Value... 


The Stanley Astronaut 


Here, a moderate priced family of chairs including arm 
chair, chair without arms and executive swivel... and all 
value packed to give your customer the most for his money. 


STANLEY MANUFACTURING CO. 
2310 No. Main Fort Worth, Texas 


FFICE DESIGN SECTIOD 





A BRAND-NEW LINE OF MEDIUM-PRICED FILES FROM YAWMAN & ERBE 
... THE 4000 LINE. Has most of the features* of first-line files but costs 25% less. Same 
dealer terms. This file will sell like hot cakes to schools, government, insurance people and 
other large file users. Just what they need. You, too! Write for details on the new 4000 Line. 


*Fu// line includes 2, 3, 4 and 5 drawers, letter and legal; positive side-locking compressors; crad/e-type drawer suspension; thumb latch; complete series of 


insert drawers; rugged construction; famous Y&E quality, 
=a YAWMAN 
ri y 
== & ERBE 


A STERLING PRECISION CORP. 
1024 Jay Street, Rochester 3, N. Y. 





selects Globe-Wernicke 


Space-saving, triple-pedestal desks provide generous 
top and drawer space for two salesmen at National 
Cash Register’s Brooklyn Branch Sales office. This 
interesting installation is typical of the larger sales 


‘ 


you can make by satisfying “custom requirements” 
with standard G/W equipment. Get the facts to- 
day on how you can increase your profit selling the 
complete line of G/W metal furniture, equipment, 
systems, and accessories. Write Dept. DO-6. 


ce THE GLOBE-WERNICKE CO. Norwood. Cincinnati 12 » Ohio 


Remember... success depends on the strength of your line 
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A NEW IDEA IN COMPLETE OFFICE FURNISHINGS 


alma ARCHITECTURAL SOO SERIES 


Completely modular office furniture along with the 
“Trend Program”, one source for all accessories building 


greater sales by offering complete office interiors 

















Trim, contemporary styling in WOOD ... 
general office furniture at budget prices! 


H-FRAME SERIES | HOOSIER VAL-U-LINE 


ideal to meet the space and service 
needs of the general office. 


NOW — the graceful, modern styling of 
Hoosier’s VAL-U-LINE Series is high- 
lighted by the addition of H-Frames as a 
design alternate. All desks and accessor- 
ies are furnished with richly durable Wal- 
nut-grain plastic face and rims; file 
drawers operate smoothly on full suspen- 
sion and extension slides; pedestals are 
dustproofed for extra protection of con- 
tents, and pedestal drawers move easily 
on nylon glides; drawers have smooth in- 
terior finish; choice of brass or bright- 


finish drawer pulls. 


H-Frames are furnished in a choice of black enameled steel, natural 
or brass-finished aluminum. Legs on Secretarial Units and Credenza 


match H-Frame. 


WRITE TODAY for illustrated literature on H-Frame Series — 
plus the complete Hoosier Catalog. 


“BUILT TRUE HOOSIER DESK COMPANY 


” 
CLEAR THRU N nus 





IDEAL FOR: 


EMPLOYEE 
ROSTER 
MEMBERSHIPS 
ede} +] 3 
LISTINGS 
TELEPHONE 
NUMBERS 
pNeteie]!i. hs) 
DISCOUNTS 


STUDENT 
ROSTER 


CATALOG 
NUMBERS 


PRICES 
VENDORS 
TERMS 
ADDRESSES 


AND MANY 
MORE USES 


Here's the 
fast, easy 
solution . . 


Shannovue Desk Index Model DV 10. ~ 
Holds as many as 780 I-line 
entries. Frame size: 6” x 6'/2”. 


New Shannovue Desk Index! 


from moving when frames are turned. 


A hot new item, this Shannovue Desk Index 
And no wonder! This product solves a 
great variety of index and list problems. 


Customers quickly see its advantages. 


MIAMI: “Urgent rush informa- 
tion on Desk Indexes return 
wire.”’ 


NEW YORK: “I have just seen 
your advertisement in ‘Office’ 
magazine and am quite ex- 
cited. Right now | visualize at 
least one application of your 
strip index records in nearly 
all of our departments.”’ 


Two large consumer organizations sent us 
the requests quoted above. They arrived 
with hundreds of similar responses to ad- 
vertisements in recent consumer magazines. 
Consumers recognize these advantages of 


Shannovue Desk Indexes 


UP TO DATE LISTS 


Each line of information is typed on a Thin 
Visoline strip that is 6" long and 1/6" or 
Y4"" wide. The strips are filed individually 


in the Desk Index frames. Any strip can be 


replaced quickly when changes are neces- 
sary. No need to retype the whole list when 
changes or additions occur; information is 
always neat and up to date. 


FAST AND COMPLETE 

A Shannovue Desk Index keeps any list or 
index in proper sequence for fast reference. 
Prevents lost sections, too, because frames 
cannot be accidentally removed. 


DURABLE 

Rigid aluminum frames keep their shape 
through rough use and are light enough to 
be turned easily. The steel base section is 
completely covered on the bottom by a 
thick corrugated rubber pad. This protects 
desk tops and helps prevent the Desk Index 


j The H-O-N Co. 


Shannovue Div. 

Muscatine, lowa 

Gentlemen 

| Please send me your new strip record 
i brochure 


ECONOMICAL 


Two models are available: 

DV 5 (with five frames) contains 390 
strips 1/6" wide or 260 strips '/44" wide. 
List price: $10.25 

DV 10 (with ten frames) contains 780 

strips 1/6" wide or 520 strips '/4" wide. 
List price: $18.65 
Prices include a complete supply of Thin 
Visoline strips in any assortment of six col- 
ors: buff, green, blue, salmon, pink, or 
white. 
This hot new Shannovue product can bring 
profitable new sales for you. Use this cou- 
pon, or write: The H-O-N Co., Shannovue 
Division, Muscatine, lowa. 


Fy ADDRESS 


CITY 


SIGNED 





Compelling in concept 
... Sweeping in scope 


Ze STRATOSPHERE pang 


BY ean 


Created Expressly for Commercial 


and Institutional Installations, 








Adaptable to Any Floor Plan, 





Seating Arrangements are Unlimited 

















Setting the trend for tomorrow in furniture designed 
for today, the ultra modern Stratosphere Group features 








smart new Satin Chrome legs with self leveling glides. 
Reversible cushions are of 100°, Foam Rubber for 


maximum seating comfort. Frames of select hardwood 

















and full contract construction throughout assure years of 





maintenance free service. Beautifully upholstered in 


genuine U. S. Naugahyde or a vast range of fine fabrics 





Stratosphere, furniture of the future, is furniture 








with a future. 
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CAaW INDUSTRIES 


A Division of Modernize, Inc. 
666 Lake Shore Drive + Chicago 11, Illinois 





Factories: Pontotoc, Mississippi : 
Showrooms: Chicago « Space 1445 ¢ American Furniture Mart 
Dallas * Space 267 ¢ Homefurnishings Mart 





DESIGN NOTES 


NEW NAME, BUT STILL A.LD. 
In keeping with their thought 
patterns of bringing everything up 
to date, the members of the Ameri- 
can Institute of Decorators gave 
their unanimous approval to change 
their group name to the American 
Institute of Interior Designers. In 
announcing the name change at the 
30th Annual Convention held re- 
cently in New Orleans, the newly 
elected national 
Glaser, F.A.I1.D., emphasized the 
well known initials A.I.D. will be 
retained 
For many years, the A.I.D. has 


president, Milton 


used the term “interior designer’ in 
describing the services performed by 
its members. It was also instrument- 
al in the official government adop- 
tion of the designation “interior de- 
signer and decorator” by the U.S 
Department of Labor to replace “in- 
terior decorator 

In making the announcement of 
the name change, Glaser said, ‘“Con- 
fusion has existed in the minds of 
the public regarding the term “in- 
terior decorator. Related trades such 
as painting, wallpapering, etc., have 
correctly called themselves decora- 
tors. But the term ‘interior decora- 
tor has also applied to the profes- 
sional interior designers and decora- 
tors who are qualified to plan, de- 
sign and execute interiors and their 
furnishings, and to supervise the 
various arts and crafts essential to 
their completion. The term ‘interior 
designer’ and our change of name to 
the American Institute of Interior 
Designers will, we believe, help the 
public to a better understanding of 


the profession 


REORGANIZATION The Na- 
tional Stationery and Office Equip- 
ment Association, acting on recom- 
mendations of Rogers, Slade & Hill, 
New York management consultants, 


has set into motion steps to create a 


division 


furniture 
ment on any 
Homer Lay, 
ager, recently said a study is under- 


determine how best to serv- 


A\ oiding com- 
specific time-table, 


assistant general man- 


way to 
ice the important field of office 
furniture. More definitive plans are 


to be released in the near future 


PERSONNEL .. . John V. Newby 
has been appointed vice-president in 
charge of showroom sales for three 
Directional 
York 
Formerly, he had been in a sales 
capacity for 11 years at the Dunbar 


showrooms New 


Chicago and Los Angeles. 


Furniture Co. where he was assistant 
to the manager. Prior to that asso- 
ciation, Newby had his own com- 
pany, Newel-Hayes, in the decora- 
tive lamp field. 

James I. Miller has been named 
vice-president in charge of sales by 
Marden Manufacturing Co., Chi- 
cago. His appointment is one of the 
first steps taken by the company to 
expand its activity in the contract 
market. Miller had been in the retail 
furniture business with his father 
prior to his sales management ex- 
periences with Royal Metal Manu- 
facturing Co., Molla, Inc., and the 
Englander Co. 

H. Dorsey Douglas, Inc., Oklahoma 
City, Okla., has been appointed ex- 
clusive distributor in that area for 
the Shaw-Walker line of office 
ture and filing equipment 

ODI has appointed three offic 
furniture dealers to handle its furni- 


furnt- 


ture franchise on an exclusive basis in 
their particular areas: David Kramer, 
Inc.. New York City, Lakow Bros., 
New York City and Frank Wolff, 
Philadelphia. ODI is setting up at 
this time a nation-wide organization 
to handle the sale of its line to ar- 
chitects and designers serviced 
through a series of dealerships car- 
inventories; a which 


rying system 


proves to be successful 





DESIGN NOTES 


MEETINGS 
tional Design Cor 
June 18-24, Asper 
scope proposes t¢ 
and fascinating at 
opment as a probl 
to discuss the 
icting upon man 
to develop the skills 
knowledge with wh 
ioned his environs 
come its obstacles. Pe 
ous disciplines and 
their attitudes about 
Three main areas 
Man becomes a pr 
reative people ar 
and The business 
ing today and tomort 
American Societ 
Designers annual 
5-8, Santa Catalis 
tion theme will be D 
tions with emphasis being 
colorful and dramat: 
and science and h 


daily life and worl 


CATALOGS Joh 
has issued its new 
Architective furnitur 


tive offices and rel 


24-page presentation 
wide Variety of des 
pieces, cabinets 
bles. Available from 
Park Ave. at 

Lehigh 
S3rd St., New Yorl 
available its revise 
illustrated produ 
pricing and specifi 
Orporating its 
innovations. Pris 
both books has bee: 
fying’ needs of 
signer. Used 1 
each other, the two 
company's story 


ically 


For fast service contact the “Fabrilite”* 
distributor nearest you listed below: 


CALIFORNIA 
Compton Urethane Corporation of Calif. 
3025 E. Victoria St 
Los Angeles 15 Fabric Leather Corp 
1139 Santee Street 
Los Angeles 15..Lindsey & Hall, 1036 South Hope Street 
Attn: Mr. C. Hall 
San Diego Foam Rubber Supply, 2210 Kettner Bivd 
San Francisco 9 Scovel & Sons Co., 1122 Post Street 
Attn: Mr. Paul Scovel 
CONNECTICUT 
Hartford 5 New England Upholstery Supply Co 
38-40 Albany Avenue 
Attn: Mr. Robert Warner 
DISTRICT OF COLUMBIA 
Washington C. E. Briddell Co., In 
3726 Tenth Street, N.E. 
FLORIDA 


Miami W. Valentine, 618 W. Eighth St 

Tampa Gulf Fabrics, Inc., 105 East Park Avenue 
Attn: Mr. Russell Gist 

GEORGIA 

Atlanta 2....J. R. Er ’ Inc., 364 Nelson St., S.W 
Attn: Mr. J. M. Coffee 

ILLINOIS 


Chicago 6 “ enigsberger, 123 North Wacker Drive 
Attn: Mr. H. L. Hoenigsberger 
KENTUCKY 
Louisville 2..Herm hildt Co., 323 East Market St 
Attn: Mr. F. J. Berning 
LOUISIANA 
Baton Rouge 9....Tupr Supply, Inc., 2117 North Street 
Attn: Mr. Howard Billings 
MARYLAND 
Baltimore 11 E. Bridde o., Inc., 2800 Hampden Ave 
Attn: Mr. H. W. Beckma 
MICHIGAN 
troit 8 Foam Rubber Product 
5301 Grand River Avenue 
Attn: Mr. Sy Lichter 
Upholstery Supply Co. of G. R 
325 Fuller Avenue, N.E£ 
Attn: Mr. Arnold Bjork 


Yew York Fabrics, Inc., 2938 Nicollet Ave 
Attn: Mr. H. Becker 


MINNESOTA 


MISSISSIPPI 
ackson A ley Brothers, 924 Palmyra Street 

Attn: Mr. R. E. Woolley 
MISSOUR 


St. Louis 8 Hinsman Co., 4507 Olive St 


NEW JERSEY 
U n Krupr vers, Inc., 909 Rahway Avenus 


NEW YORK 
Kingstc Viny! Leather Co., 34 Ferry Street 
Attn: Mr. A. J. P. Seitz 
ather Corp., 16 West 32nd Street 
Attn: Mr. W. Wilson 
H. R. Howard & Sons, In 
60 North Washington St 
Attn: Mr. W. S. Howard 
NORTH CAROLINA 
High Poin American Supply Co. of N. C., Inc 
308 West Broad Street 
Attn: Mr. Dewey Smith 
OHIO 
Akron John Showalter Co., P.O. Box 1259 
nn ng Bag Company, 127 East Front Street 
Attn: Mr. Walter King 
.Eari K. Koch & Son 
2100 West Superior Viaduct 
Attn: Mr. Earl Koch 
OKLAHOMA : 
Tulsa 8 Oklahoma Upholstery Supply 
Whittier Station, P.O. Box +3185 
Attn: Mr. F. W. Graff 
GREGON 


Portiand 14 McDonald & Co., In 
930 South East Oak Street 
Attn: Mr. James D. Roddy 
PENNSYLVANIA 
Philadelphia € Maen Line Majestic Fabri 
217 Chestnut Street 
Attn: Mr. Maurice G. Maen 
J. Peiger Co., 101-103 Market Street 
Attn: Mr. J. Williams 
Wilkes-Barre The Smith Co., Inc., 568 Hazie Street 
Attn: Mr. Harold Smith 
RHODE ISLAND 
Providence 3....Providence Textile Co., 243 North Main 
Attn: Mr. Harlan Espo 


5 


TENNESSEE 
Memphis 2 


Southern Textile & Supply Co 
894 Eastmoreland Avenue 
Attn: Mr. J. T. Hogan 


Schmaizried & Co., 2650 Main Street 
Attn: Mr. Chas. W. Schmaizried 

B. Davis & Co., 316-20 South Lake St 
Attn: Mr. Reese B. Davis 

schmaizried & Co., 1930 Oakdale Street 


WASHINGTON 

Seattle McDonald & Co., Inc., 414 Boren North 
Attn: Mr. Leonard McDonald 

WISCONSIN 

Milwaukee 2 3ebhardt, Inc., 213 North Broadway 


Attn: Mr. C. Pushkash 





in modern art...that’s the beauty of this new 
Fabrilite’ *vinyl up#Fholstery. Here is the first of the new “Island 
pecially constructed to bring greater depth to designs 


nical leavesdone 


| 7 7 5 
< 5 | > 
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it sacrificing comfort or freedom from care. Use it anywhere 


withot 
ly decorative...the conversation piece. 


you wantthe unusual, the high 


BERMUDA ISLAND BREATHABLE...NEWS IN 
DUPONT VINYL UPHOLSTERY "xr 


FABRILITE’ IS DU PONT’S REGISTERED TRADEMARK FOR ITS ELASTIC-SUPPORTED VINYL UPHOLSTERY through Chemistry 








OD! 


136 WILLIAM STREET N.Y. 38, N.Y. 
DEALER FRANCHISE AVAILABLE 
REQUEST BROCHURE NO. 235 

(ON PROFESSIONAL LETTERHEAD) 








DESIGN NOTES 


FLORENCE KNOLL of Knoll As 
sociates, Inc., has been awarded the 
1961 Gold Medal for Industrial D« 
sign by the American Institute 
Architects in recognition of “he: 
broad role in developing interior 
design of manufactured furniture 
textiles and interior design acces 
sories in the service of contemporary 
architecture here and abroad 

The award, presented at the A.I.A 
convention in Philadelphia in April 
marks the first time the honor has 
been bestowed upon a woman and 
the second time it has been given 
someone in the industrial design 
field since the Fine Arts Awards 
were established by the A.I.A. in 
1921 

Mrs. Knoll's contributions in fur 
niture design include a notable series 
of office furniture executive and 
secretarial desks onference tables 
and storage units. Representative of 
the furniture and interior design in 
strumental in her receiving the 
award in the secreterial area shown 
at right. The L-shape desks and 
hanging wall cabinets, design con 
cepts pioneered by Mrs. Knoll, pro 
vide efficient and attractive working 
and storage Space and yet contribute 
a look of spaciousness to the small 
area 

In addition to her own designs 
Mrs. Knoll has been responsible for 
bringing to Knoll Associates the 
work of many of the best known 
contemporary architects and design 
ers 

Included in the Knoll collection 
are such classics as the Barcelona 
chair by Mies van der Rohe; Eero 
Saarinen’'s upholstered plastic chairs 
and the more recent molded plastic 
pedestal chairs and tables; the wire- 
formed chairs of Harry Bertoia 

In the 15 years since its incorpora 
tion, Mrs. Knoll’s organization has 





x 


Representative of Gold Medal Design 


grown into a world-wide operation 
with showrooms in 11 leading cities 
in this country plus a global net- 
work of showrooms in 21 foreign 
countries on six continents 
Reflecting this international scope, 
Mrs. Knoll has produced the work 
of such designers as Isamu Noguchi, 
Franco Albani of Italy, Hans Bell- 
man of Switzerland, Pierre Jean- 
neret of France and Imari Tapiova- 


ara of Finland 





ECONOMICAL 

















OFFICE PARTITION-ETTES 


Arnot Partition-ettes by Royal often 
pay for themselves! Office management 
people know that the benefits of well- 
defined work flow, reduced work inter- 
ruptions, improved morale, and in- 
creased productivity can be translated 
into dollar and cent savings. Add the 
lasting durability of quality steel and 
the widest choice of components for 
an Arnot bonus! Partition-ettes are 
an integral part of the exciting mod- 
ular concept of office design and only 
Royal gives you such flexibility, such 
completeness, such quality! Write 
for all the other features that make 
Arnot Partition-ettes ECONOMICAL! 


eeeeeeaede02eo2ee2e20e060 
Arnot Furniture Division 

ROYAL METAL MANUFACTURING CO., 
Dept. | 1-F, One Park Avenue, N.Y. 16, N.Y. 
Please send me the Partition-ette® story. 
Name. 
Firm 
Address. 
City 
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DESIGN NOTES 


PRIMING THE PUMP .... Signi- $500 were made on a national level. 
fying its determination to spark an The annual competition is open 
upsurge of business activity, the only to those NSID student mem- 
home furnishings industry is plan- bers whose work is deserving of 
ning its International Markets (Mer consideration for scholarship as de 
chandise Mart, Chicago, June 18-24) termined by their school. More than 
around the theme, Project Pros- 700 students of interior design, ar 
perity. Markets this year will be chitecture and industrial design now 
seven days. Many of the showrooms enjoy student membership in_ the 
participating in this show are also NSID 
active in the office furnishing’s field The office furniture dealer who 
needs additional help in his design 
NSID SCHOLARSHIPS The department, or the one who is with 
4th Annual Student Member Schol- out such a department, might do 
arship Awards were presented last well to contact individuals in this 
month to 15 NSID student mem labor force through their school 
bers; to one in each of the duly or Students being want as they are for 
ganized Student Chapters in leading money, would jump at such a 
schools of design throughout the chance. This is also a wonderful way 
United States and Canada to build a department for the future. 
As announced by Edward F Direction can be gained from any 
White, national president, 12 of the college or university with a design 
awards in the amount of $300 each section or through the NSID head- 
went to each of the chapters and quarters at 157 W. 57th St., New 


additional awards of $350, $400 and York 19 





PENGUIN PLAYBAR 


The Most Versatile Refriger ‘ator Unit 
For Home — Motel—O 


HoSpitality as you want it... refrigeration 
you want it. The Playbar can be set on th 
floor, on a table, or rolled arou 
the room —bringing chil 
refreshments wherever gi 
are seated. Holds more than 
30 soft drink bottles a e 
freezes ice cubes in less: ” 
2 hours...weig 
Burn and: 
Easy to.cleamis 
°F 


SPRINGER-PENGUIN, INC. Baill 9-07 34TH AVE., LONG ISLAND CITY 6, NEW YORK 
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SreOmaiter O = contemporary 


lsalelel—laa 
fof-Jeor-lsiaal-salt-l 
roT-Jal-ie-) 











= 7S I steel co., inc. new york 63, n. y. 


world's finest office equipment 
desks « chairs « files * storagers « business utilities 
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DESIGN NOTES 


URBAN RENEWAL 


role to be played by the office de 


The large 


signer in this country today and to 
morrow, though not specifically 
stated, was implied by many of the 
speakers at the American Institute 
of Architects convention held late 
in April in Philadelphia. The theme 
of the meeting, Urban Renewal, pre 
cluded any new or startling infor 
mation from being presented, for 
urban renewal has been a fact for 
many of these post-war years 

Great value emerged from the 
speeches, however, in that they re- 
capitulated and re-evaluated what 
has been accomplished and whether 
this has been accomplished for the 
right ends. Excerpts from Professor 
Bruno Zevi's address which questioned 
renewal in relation to the “Culture of 
Cities’ will be presented in the July 
Periphery column 

That something has been done, 
and indication that something more 
will be done, was made clear with 
dramatic figures presented by Robert 
C. Weaver, administrator of the 
Housing and Home Finance Agen- 
cy. 

Establishing the basis for federal 
aid to local governments in their 
renewal programs, Weaver said, 
“The reason we are concerned at 
this stage in our history with rede 
signing urban America is not for 
any nostalgia for any pioneer city 
planner. It is because we must re 
vitalize the American city as the 
anchor holding together our metro 
politan areas 

“If we are to rebuild intelligent 
ly, the architect must be thinking in 
new urban patterns patterns 
based not on the demands of today, 
but on the demands of tomorrow 
Quality must be stressed as well as 
scope 

“This is one of the major objec- 


tives of the new Administration in 


Washington. It is the objective to 
ward which we intend to work 
through both legislation and admin- 
istration 

“At the start of this year, 475 lo- 
cal governments had active, Federal- 
ly-aided renewal programs under 
way. Currently the backlog of appli- 
cations for Federal grants stands at 
$200 million. And we estimate that 
communities will demand, and can 
intelligently use, $600 million or 
more each year in their urban renew- 
al programs 

“These communities must be as- 
sured of continuity in Federal as- 
sistance if they are to work out long 
range programs for their renewal. 
To give them this assurance, the 
President has asked the Congress 
to authorize $2.5 billion for urban 
renewal commitments in the «next 
four years 

“Originally, the urban renewal 
program was regarded exclusively in 
terms of slum clearance and housing 
construction. There was no thought 
given to the industrial, commercial 
and cultural needs of community re- 
newal. As an awareness of these and 
other needs has grown, communities 
have been increasing discretion in 
their programs. Now the President 
has asked that the percentage of urban 
renewal grant funds which may be 
used for non-residential projects be 
increased from 20% to 30%.” 

Throughout the address, not a 
word about the office designer. But 
it is rather obvious that our cities 
are going to be replanned to a more 
complete degree than they have in 
the past; replanned in a manner 
compatible with the objectives of 
the office designer. For, he who is 
concerned with improving the hu- 


man environment within the office 


will find nearly the entire metropol- 


itan population thinking on the 


same level 
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Extra rugged wear with this new upholstery product! 


MASLAND DURAN with PELLON' 


Furniture by 
MONARCH FURNITURE CO., INC. 


, : High Point, N. C. 
Masland Duran backed with Pellon, the revolutionary non- re design by Norman Heckler Associates 


woven material with exceptional strength and shape retention 
... Offers you these sales-clinchers: Longer wear . . . a convinc- A SUPERIOR VINYL UPPRRSVERY 
ing point when you consider that office chairs are in use 250 

days a year. Lower upkeep . . . cleaning with ordinary soap and 

water keeps it colorfully fresh . . . and keeps your maintenance 

costs low. Lasting beauty . . . always stays neat and crease- 

free . . . ideal for withstanding the 1500 hours of sitting that 

office chairs get yearly. For good business, insist on Masland 

Duran with Pellon on your furniture. 


THE MASLAND DURALEATHER COMPANY {EAD AND SHOULDERS ABOVE THE REST 
Dept. P59-F, Philadelphia 34, Pa. PELLON® Is the registered trade-mark of the Pelion Corp., N. Y. 
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The wall of pre-Columbian art objects and the painting on opposite wall (above) 
were appropriately included in the office of Morton D. May, president of the May 
Co. department stores and patron of the St. Louis Art Museum 


The Haphazard Replaced by Art 


The May Co., which controls and operates 45 major depart- 
ment stores throughout the United States, recently took a long 
look at its haphazard offices with a postive eye toward establish- 
ing a comprehensive and up-to-date corporate headquarters. Spe- 
cifically needed were co-ordinated facilities for its leading ex- 
ecutives and directors. After long consideration, it was decided 
to retain the central quarters of this large organization in St. 
Louis. 

The result of this decision was the design of 24 offices and a 
large board room by Business Interiors, Inc., St. Louis. This space 
was planned by Marvin Powers of BI in conjunction with Office 
Suites, Inc., Chicago. John L. Ruth, the May Co., architect, repre- 
sented the client in co-ordination of all work. 

Following a meeting with the top management, during 
which the needs of the client were descussed, Powers had made 
a graphic presentation of the design concept. Upon presentation 
and approval, authorization was given to proceed with plans and 
estimates for letting of contracts. 


Perspective renderings of all major areas were prepared. De- 





The Haphazard Replaced by Art continued 


One of the 24 offices designed by Business Int 


Louis at the May Co. headquarters, utilizing Offi 
and cabinet units and Taylor chairs. As was the 
office, shown on previous page, ample use was 
and a new type fixture with a special opt 
trolled direct light. The 6’ x 28’ conferenc 
bottom photo, is augmented with intimate s 
sions between individual members of the board 


tailed floor plans of all rooms were 
drawn, including lighting, heating and 
air conditioning, and color schemes and 
fabric charts produced for visualization 
by the client. Meetings were held with 
representatives of the telephone com- 
pany to work out details of the new 
phone system which was to incorporate 


new switchboard facilities and a special 


speaker phone installation to be built in- 


to the president S office. 

For special areas, experts were called 
in to get their latest thinking and devel- 
opments. Heating and air conditioning 
contractors were consulted when provid- 
ing cabinet enclosures to conceal radiators 
in the existing building. The use of 
walnut paneling, manufactured by Office 
Suites, Inc., fulfilled this end as well as 
enclosures for exposed steam pipes, ducts 
and building columns 

A sample installation of a new type of 
lighting fixture with a special optical dif- 
fusing lens was made in an existing office 
to determine the most suitable lighting 
for the private offices. This particular fix- 
ture was adopted subsequently for all 
offices in the job. 

In turn, all executives were interviewed 
to determine specif needs and _ tastes. 
Each office was then designed to reflect 
the work requirements of the personality. 

At the completion of the job, Powers 
was called in by Morton D. May, presi- 
dent, to assist in the selection of paint- 
ings from May’s large, private collection 
to decorate his private office and board 
room. May, a patron of the Art Museum 
in St. Louis, is nationally known through- 
out art circles 

The board room, in addition to pro- 
viding seating for 24 members of the 
board at the 28’ table, has small intimate 
seating groups for discussions between 
individual members. The room is also 
equipped with television and movie pro- 


jection facilities 














Private conterence area for the president of American National Bank, Cheyenne 


DESIGN IN A ‘BIG’ LITTLE CITY 


Urban renewal is a doctrine actively practiced by many 
“big” little cities throughout the land with an earnest and 


zeal comparable to the magnitude of that headlined by the 


metropolitan areas. Cheyenne, capital of Wyoming and 


home of less than 35,000, is currently in the middle of a pro- 
gram of building in its downtown area which is unparalleled 


in its history 


The spark for this boom was struck late last year when 
the American National Bank opened its new, multi-story build- 
ing for business. The structure was built to provide Cheyenne 
with a sorely needed modern office building; and for the 
bank, new and modern faciliries. The interior design was the 
creation of the General Fireproofing Co. Studios, correlated 


by Stanfield’s, GF dealer in Cheyenne. Shortly after it had 





Design in a ‘Big’ Little City continued 


been announced that the bank would construct new 
facilities, Donald O. Stanfield, president of the deal- 
ership, and Bruce C. Thompson, then district manager 
for GF, called on the bank's president, R. J. Hof 
mann, to present their suggestions for a completely 
co-ordinated interior, planned with modern facilities 
to meet the specific needs of today. 

Thompson, through a series of conferences, com 
piled detailed information of department purposes 
and the resultant work flow. This data was sent 
along with a set of floor plans and specifications to 
the GF Studios for study and analysis. 

Several weeks later, Thompson, Hofmann and 
A. B. Nuss, director of the bank, visited the Studios 


> general banking 


in Youngstown, Ohio, to review preliminary plans 


developed at that time. Individual requirements of 


each employee and department were outlined by the 


two bankers and suitable equipment suggested. 


In this way, work flow and decor were established 
for the bookkeeping department, private offices, of- 


ers platform, conference rooms, dining rooms 


ind recreational area 

The complete layouts were then presented to Hof- 
mann and the directors for inspection and final 
ipproval. The installation was then made under the 
supervision of Thompson, who has since joined the 
Stanfield organization as vice-president and general 


sales manager 


anagers’ stations designed in the GF Studios concept of Italic Styling 


DESIGN SECTION 








The board of director's room, employees 
dining room and the president's office were 
designed along with the other facilities at 
the American National Bank in Cheyenne, 
Wyo., by the GF Studios in Youngstown 
Ohio, in collaboration with the Cheyenne 
dealership, Stanfield’s. Grass cloth, seen here 


in the board room and president's office, was 


used throughout the installation to add 
warmth and styling 

















OFFICE 
LIGHTING 


by CLAUDETTE RUFFINO 


In the not-too-distant past, all office lighting 
was, to varying degrees, inadaquate. On reflec- 
tion, this is not too surprising, for just as every 
office was painted a nondescript color and fur- 
nished the same way, so a naked light bulb was 
suspended from a center fixture without any con- 
sideration for the worker's visual needs. If there 
were dark shadows in one corner and unbearable 
glare in others, the “lighting’’ was either accepted 
without question because of unfamiliarity with 
anything better, or endured with little belief that 
the office manager would make any changes. 

Unfortunately, poor lighting is not only within 
the memory of many present-day office workers, 
but exists today in offices equipped with lighting, 
which, if not as bad as the denuded light bulb, 
approximates it very closely. 

Office lighting became a subject considered im- 
portant enough for extensive and publicized re- 
search only after World War II. For a complex 
variety of reasons there was a sudden awareness 
»f the need for an efficient, well-designed office. 
With this awareness came the realization of the 
significant role lighting must play in creating a 
designed ottice 

Anyone planning an office must see as his 
ultimate goal an office in which functional effi- 
ciency and pleasing design are so combined that 
they cannot be conceived as separate entitities and 
in which lighting is only one element, albeit an 
important one, in the creation of this integrated 
whole. As office planner he is not required to 
possess a mine of information on the subject of 
lighting. Yet he should be informed enough to 
make very clear his needs and ideas to the elec- 
trical engineer so that all the technical aspects of 


First in a Series 


a lighting installation will be fulfilled as planned. 
Artificial lighting in an office, if it is good, 
is often unobserved and taken for granted in 
much the same way as sunlight. But noted or 
not, good lighting does not just happen, it must 
be made. Two elements go into the composition of 
“goodness” in lighting: quantity and quality. 

Quantity or intensity of light is simply the 
amount of light in a given area and is measured 
in footcandles. Translated into the more familiar 
term of watts, 15 footcandles are equal to one 
watt per square foot, more or less, depending on 
such circumstances as the size and shape of the 
room measured. 

The importance of sufficient lighting in an 
office can never be underestimated. The effects of 
poor lighting are ill and often far reaching; errors, 
fatigue, eyestrain and overall substandard employ- 
ee morale are but a few. Just as the office planner 
must know the size of an office and the type of 
work that is being done there before he can order 
the proper equipment, so must he use these same 
two factors to determine the starting point of all 
his lighting plans: the amount of light needed. 
For example, a clerical area needs more light than 
a private office, but an executive conference room 
cannot be as brilliantly lit as a drafting area. 

But mere quantity of light does not insure 
comfortable vision. The light must be controlled. 
It is by controlling light that quality, the second 
requisite of good lighting, is obtained. Only 
careful planning will produce the three compo- 
nents that make up true quality: elimination of 
glare, reduction of extreme brightness contrasts 
and proper distribution of lighting fixtures for 
uniform, shadowless light. 

Glare is either direct, that is coming from the 
source of light, or reflected—caused: by shiny’ sur- 





Interior lighting systems fall into six categories 
(left): all of the light is sent downward; semi-direct 
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Lighting . . . continued 


Two problems and one 
solution. Glare caused by 
the light source and glare 
as refiected from a shiny 
surface are diagramatically 
illustrated above. Shield- 
ing the light fixture is one 
of many solutions. This 
cuts off the worker from 
direct exposure to the 
light bulbs and _ softens 
the light’s reflected image 
Shiny surfaces could also 
be dulled or the light 
source redirected. 


They 


are: direct 


a small per 


faces reflecting and casting back an image of the 
lighting system into the worker's eyes. Glare in both 
its forms can be minimized or eliminated once it is 
recognized as a problem. Simply decreasing the 
brightness of the light fixtures or shielding the light 
from direct contact with the worker's eyes takes care 
of direct glare. If new fixtures are to be installed 
they can be placed so that the illumination for a 
specific task comes from several different directions. 

Reflected glare, however, is a problem that is 
somewhat more complex, involving as it does the 
selection of finishes for desks and tables as well as 
wall and floor surfaces. Dark, glossy desk surfaces 
are a common cause of glare; light, dulled finishes 
are glare-reducing. Also, dark colors on floors and 
walls, which cast back the light as a harsh glare, 
should be replaced by light, but not overly-bright, 


colors 


Conform Your Contrasts 


The second important factor in determining the 
quality of lighting is brightness. This is the luminous 
intensity—or the amount of light produced—of the 
object seen. Since the brightness of an object is de- 
pendent upon the quantity of light in a room and the 
reflecting characteristics of surfaces in that room, it 
has a direct relationship to glare. Brightness detracts 
from comfortable vision only when there are ex- 
treme contrasts (called contrasts of brightness) 
among objects in a single room. White paper against 
a dark, polished desk is one example. Another would 
be very light colored walls and dark furniture or 
vice-versa. The same steps taken to reduce glare will 
reduce uncomfortable contrasts of brightness. 

Too little light in one section of a room or too 
much light in another is a hazard that can be the 
cause of much worry to the office planner. Uniform- 
ity, the third factor of light quality, is assured only 


centage of light is directed to the ceiling; direct-indirect: upward 


and downward light directions are equal 
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General-diffuse 
indirect: some light is 


by planning, down to a fraction of an inch and 
closer, the distribution of the light fixtures. First 
ind foremost, the fixtures must be hung the proper 
distance between floor and ceiling; too close to the 
ceiling or too close to the worker and the resultant 
light becomes nearly useless. Exact measurements for 
orrect spacing are included by most manufacturers 
with their products. Secondly, the size of the room 
must be taken into consideration so the fixtures are 
distributed the appropriate distance between the ceil- 


ing and the sidewalls 


How to Fight Shadows and Win 


Pertinent to any discussion of quality in lighting 


is the subject of shadows. Like glare they can be 
softened or greatly eliminated by arranging the light 
so that it comes from many directions rather than 
one source. Here again, light, dulled finishes in the 
room will come into play, this time by reflecting the 
light into the shadowed areas. 

Upon this general discussion of artificial lighting 


Basically, light- 
incandescent and 


rest some specific considerations. 
ng consists of two primary types 


While 
scene, fluorescent, which did not appear until the late 


fluorescent incandescent was first on the 
1930's, has become the popular choice for most office 
installations 

The many disadvantages of incandescent lighting 
make it an impractical choice for illuminating a gen- 
eral office area. They include such factors as a shorter 
life-span than fluorescent; uneven light distribu- 
tion, which is one of the causes of glare and shadows; 
and a high degree of radiant heat from the beam 
of light produced by the incandescent filament. Final- 
ly, from an economic viewpoint, incandescent light 
necessitates the use of more wattage per square foot 
to fill footcandle requirements than does fluorescent 


Because of these factors, present-day use of in- 


light is distributed equally in all directions; semi- 
lirected downward while the rest is re- 


candescent lamps is limited mainly to decorative ef- 
fects, usually for private offices, display or reception 
areas. 

Fluorescent lighting is first on the list of office 
planners for many reasons. Light from fluorescent 
lamps is distributed evenly in both large and small 
spaces since it is emitted as a continuous glow 
through the lamp’s inner surface coating. Fluorescent 
light also gives more light to a room than an in- 
candescent of the same wattage, with less heat. Of- 
fices where detail work is performed profit most from 
fluorescent installations since they supply high, shad- 
owless brightness levels on objects. The coolness of 
fluorescence and its non-tendency towards heating 
fabrics or other materials near it makes it eminently 
useful where lamps are placed behind drapes, built 


into desks, tracing tables or other furniture. 


Reducing the Irreducible 


Since there are but two types of artificial light, it 
is easy to remember them when the time comes for 
an installation decision. Remembering the éinds of 
artificial lighting—because there appear to be so 
many of them—can be somewhat more difficult. It 
is a difficulty easily overcome by reducing the kinds 
of lighting again to a basic two: direct and indirect 

all others are merely variations or modifications of 
these. 

Direct lighting, which is the most familiar, is a 
system whereby all the light is directed from its 
source downward to the working surface. Direct 
light is hard and unless it is in sufficient quantity, 
spaced properly or diffused, it causes shadows and 
glare 

Direct light modified is called semi-direct. This 
system directs 60 to 90% of the light from its source 
downward to the floor. The remaining small amount 


continued on page 186 


flected from the ceiling; indirect: all of the light goes to the 


ceiling and upper sidewalis for diffusion to the entire room 
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Be sure to look at the Steelcraft Line—the Prestige 
Line that has all the features of expensive files but 
the price. 


SERIES 100 and 200— SERIES 24— 
FULL SUSPENSION FILES NON-SUSPENSION FILES 
Stocked in 2, 3, 4, 5 Drawers Stocked in 2, 3, 4, 5 Drawer 
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Nould you believe it? This table folds! 


Zig Introducing the first folding table to combine slim 3. Handsome Formica top and edge create an air of 

_ leg styling with dependable structural rigidity —the quiet elegance. 

4. Legs are finished in a choice of satin chrome or 
flat black, baked enamel. 

Good looking, the new HOWE “500” is also struc- 

with a folding table that combines contem- turally sound. Legs are 1%” square, welded steel 

, slim leg styling with “solid as a rock” tubing. Each leg has its own lock; all locks operate 


—the new HOWE “500”. Consider these from a single lever at the table’s center. Magnets 
secure legs in the folded position. 





fe space can be costly. Multi-purpose rooms 
) keep costs down. Such rooms can now be fur- 





et construction HOWE FOLDING FURNITURE, INC. 
1. Unique eliminates visible leg braces. 1 Park Ave., Mow York 16, 54.7. 


hay deep, fiat black, baked enamel “apron” runs naatee sh for catalog, describing the new 
“500” and ot HOWE CustomLine Folding Tables. 
_ te table's full length and across the ends. ie 
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[This custom-designed wooden frame 
chair (1) is now available as a regular 
feature of the “Ultra” line from the 
ROBERT JOHN Co., 821 N. 2nd St., 
Philadelphia, Pa. The Model XW20 
arm chair comes in hand-rubbed walnut 
although lacquered walnut and _ teak 
are also offered. Foam rubber cushion- 
ing is combined with rubber web 





springing. The chair is constructed in 
two heights specially selected for func 
tional purposes. The 171/2 inch seating 
is designed for arm chair use in offices 
The 1514 inch sloped seat Model XW- 
110 is intended for lounge seating in 
reception areas. Inquiry card number 


56 


Originated as a custom design, the 
Continental’’ conference table (2) was 
slightly modified and then added to the 
standard lines of CARLTON-SURREY 
INc., 1516 Blaine Ave., S. E., Grand 
Rapids, Mich. Fourteen feet in overall 
length, the “Continental” is 6834 inches 
at its widest point and 29 inches high 
Its boat-shaped design provides seating 
for four more people than would be 
comfortable at a rectangular table of 
similar proportions. The table is a quar- 
ter-ton of matched grain teak. It has an 


ebony walnut base and border, inset 
with light and dark teak with grain 
running the length of the table to ac 
centuate its size. A ge inch gloss 
chrome or brass inlay emphasizes the 
natural, oil-finished woods. Inquiry card 
number 57 

To offer greater flexibility in furniture 
room arrangement, additional units have 
been coordinated in the “Encore” up 
holstered furniture group (3) from the 
HoweLt Co. Div., ACME STEEL Co 
110 S. First St., St. Charles, Ill. Up 
holstered benches are new to the group 
as are the wedge-shaped plastic table and 
the round occasional table. A sculptured 
Danish look is found in the upholstered 
arm chair with solid walnut arm rests 
All of the units can be mixed or 
matched for flexibility in furnishing any 
seating lounge. Inquiry card number 58 
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Another Big Sale! 


A sale of 697 Sturgis fiber glass chairs is not to be sneezed at. 
This one happens to be of the Fulton Health Center, Atlanta, 
Georgia and was made by the Berman-Lipton Company of 
that city. But it might just as well have been a cafeteria, or 
hospital, or other institution in your city with the sale being 


made by you. 
MODEL 17 Armless 
Stacks and interlocks 


The 697 chairs in this instance were No. 17 stacking and inter- 
locking chairs and were installed in the general conference 
room (illustrated), nurses’ classroom, library, reception rooms 
and snack bar. Like all Sturgis fiber glass chairs, they are 
lightweight, easy to handle, practically mar-proof and wonder- 
fully low priced. Dealer inquiries are welcomed. 


THE STURGIS POSTURE CHAIR COMPANY 
STURGIS, MICHIGAN 


General Sales Offices, 154 E. Erie St., Chicago 11, Ill. 
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Harwood” is a new line of chairs with advanced 
styling for executive offices and reception and lounge 
ireas. Illustrated is the No. 41300 executive swivel 
(1). Other models include matching side chairs with 

without arms, an armless swivel and a settee. The 
side chairs are available with either tubular legs or 


in aluminum pedestal base with glides. The chau 


rames consist of a basket of welded wire mesh; a 
olyurethane foam cushion is applied over the frame 


ind this is then covered by upholstery. The swivel 


odels are equipped with a torsion bar chair control 
Che “Harwood” is distributed by the HARTER CorP 
Sturgis, Mich. Inquiry card number 59 


Designs for every office level are offered by the 
LEHIGH FURNITURE Corp., 16 E. 53rd St., New York 
N. Y. For the secretary is the “Executary’’ desk 
ind runoff (2) from the series ‘Seven’ line. The 
noff has a rotating stationery storage unit. The desk 
es in several sizes and both pieces have a satin 
hrome frame with a choice of walnut or plastic top 
A high-backed swivel arm chair (3) is intended for 
the executive. The panelled back and plain or pan- 
elled seat is covered in plastic, fabric or leather. The 
satin or mirror-polish base is of cast aluminum with 
n adjustable height-tilt mechanism and casters. In 
quiry card number 60 


An extensive new seating series that allows design 
correlation from reception rooms to private offices 
has been inaugerataed by MurpHy-MILLER, INC., Box 
516, Owensboro, Ky. Representative of the ‘Metal 
Wood" group is this multiple seating unit (4) 
Completely flexible, it comes in single, double or 
triple seat units, in a choice of plastics or fabrics 
Other chairs in this series, which is designed to har 
monize with the company’s “Embassy” desk line, in- 
clude an executive swivel, an arm chair, a posture 
steno chair, a receptionist swivel, an executive pos 
ture and a lounge chair. Inquiry card number 61 


While designed for the general office, the new 
Arnot modulars (5) are equally at home in the 
reception area and in the executive suite Styled by 
the RoyaAL METAL Mere. Co., 1 Park Ave., New York 
1, N. Y., these components are characterized by trim, 
contemporary design. The slim tapered leg frames are 
finished in either mirror chrome or black enamel. The 
pedestals are fitted with the unique “bow tie’’ drawer 
pulls. A variety of wood grain and patterned lami- 
nates can be chosen for the self-edged tops. Matching 
credenzas are available in a variety of cabinet and 
drawer combinations. They also feature the mirror 
chrome plated frame and the “bow tie” drawer pulls 
Inquiry card number 62 


Inquiry card on page 87 


“execappeal” 


From the aspiring young executive to the 
corporate head — each takes pride in the 
appearance and comfort of his office. Bent- 
son’s matchless beauty and design efficiency 
can inspire this pride... pave the way for 
better job performance. 


Every feature is functional with lasting de- 
pendable service. Including the appealing 
color decor. Bentson reflects nearly 50 
years of providing quality steel office fur- 
niture that “really gives” and continues to 
“give” — year after year. 


Office contentment can 
be planned. A Bentson 
catalog is the begin- 
ning. Competent Bent- 
son office engineering 
will do the rest. 

















BENTSON MFG. CO. 
650 Highland Ave. Avrora, lil. 
TWinoaks 7-9237 
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Inquiry card number 66 
38-42 REVIEW AVE., LONG ISLAND CITY I, NEW YORK 
RAvenswood 9-3580 
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THERE ARE many reasons for the 
BIG demand for Borroughs Cabinets 
‘ the wide choice of open-face, 
sliding-door and swinging-door models 
, the solid, durable construction 
for long, hard use . . . the fine styl- 
ing to complement any decor .. . the 
rich, electrostatically baked-on enam- 
el finish in five modern colors 
the scientifically engineered Borroughs 
features for most efficient 
performance .. . the at- 
tractive prices that assure 
top values. Get the whole 
Borroughs story! 


send for 
illustrated 


price list 


Borroughs shelves 
are adjustable with- 
out bolting. And 
Borroughs Cabinets 
can be arranged in 
many different com- 
binations. 
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All the Comforts of Home 


One of the major objectives of a space planning 
and designing firm is to bring home-like comfort to 
business offices in spite of the fact that a smooth 
flow of work and an efficient traffic pattern 1s of 
primary importance. However, office comfort is de- 
tived from planning the functional design of an 
office and then using some imagination to employ 
the homelike touches 

Such is the mental set of Robert J. Duffy, New 
York space planners and designer 

Before we consider the design or decor of any 
space,’ Duffy says, ‘we first make a study of the 
daily functions of the business so that space will be 
utilized exactly as needed. 

There are many ways in which the Duffy firm 
brings that feeling of Home-Sweet-Home into the 
office. For example, they make extensive use of small 
lounge areas for five or six employees in a group, 
with chairs arranged so that each group has a certain 
amount of privacy, even if the lounge areas are back- 
to-back. This is a far cry from the beaten, old sofas 
tucked against available wall space in open areas. 

Then there’s space planning for cooking on the 
premises it’s a real home comfort to have a kitchen 
or cafeteria at the office. Today, many board rooms 
have adjacent dining facilities, but the trend has been 
towards more and more special ‘‘snack areas’’ for all 
employees. Duffy recently completed a special coffee 
room for Moore McCormack Lines where employees 
have coffee (or tea) and pastries twice a day. The 
kitchen, done entirely in stainless steel, has an urn 
that makes 600 cups of coffee at a time 

But for the executive who spends up to 12 hours 
i day in the office, there is a real need to provide all 


the comforts of home. This man wants such extra 
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MILWAUKEE’S METAL CHAIR VALUE TRIUMPH 


if you haven’t seen it 
write today 


MILWAUKEE METAL FURNITURE CO. (Not Inc.) 


100 N. Campbell Ave., Chicago 12, Ill. 





accommodations as: soft lamp lights and rheostat 
overhead lights, specially-designed chairs, desk, 
coffee table and even ash tray, and extra-plush rugs 
with perhaps a special weave. Since he normally has 
some business entertainment or wants to relax him- 
self for a spell, he might also have a specially 
constructed hi-fi TV-bar unit. In such an office there 
is normally push-button control of doors, lights and 
curtains and a private rest room 

Another prevalent comfort is the extensive use of 
water coolers that supply both hot and cold water, 
and often contain a refrigeration unit underneath for 
the storage of soft drinks and snacks. 

Yet another important comfort developed in re- 
cent years has been the control of sound, particularly 
in open working areas, so that surrounding noise is 
not irritating to employees. Likewise, special reheat 
thermostats, for those who have individual preter- 
ences that do not jibe with the existing air condition 
ing of the building, are provided so that employees 
can have the luxury of controlling their own ventila 
tion in certain areas 

One of the outstanding innovations in today’s of- 
fices is the use of flexible metal, or metal and glass, 
or wood and metal partitions. They create an atmos- 
phere of light, airiness and color. That’s one reason 
why Duffy favors floor-to-ceiling steel posts with 
decorative partitions such as floating wood panels 
to the ceiling, or open at the top, with glass filler 
pieces to the ceiling to provide privacy. 

Another fairly recent innovation is the extensive 
use of live plants in inside space’, particularly in 
reception areas. Live plants, normally kept in porous 
clay pots to maintain their beauty and health, add the 
homey touch that the space planner seeks. They can 
be as effective as the judicious use of color in an 
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Columbia chairs 
make good 
merry-go-rounds 


1729 Executive 
Swivel Arm Chair 


—and Columbia’s new Contemporary line gives you 
the fastest-moving line of office chairs around. Write 
for more information. 


JENKINTOWN 79, PA. 
COLUMBIA-HALLOWELL SANTA ANA, CAL. 
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Send for new 
1961 Catalog No. 18. 
We sell dealers only. 


NEW ... by Ard .. . Combination 
Showcase & Cash Register Stand 


Ideal display unit, compact and attractive! Natural birch, wheat or 
walnut finish; cut-in Formica cash register well, recessed black base; 
mirrored display space, locked storage below. Also available with 
Formica front and ends; see Price List No. 18. 

Cat. No. BBIOOOWCR. Usual dealer discounts. 

CATALOG PRICES: Widths 18” or 20” 22” or 24” 
48” length $214.00 
60” length 224.00 
72” length 228.00 

RUSH ORDERS? WE LOVE ‘EMI! 
77 Profit Makers For Dealers 


PPA MANUFACTURING CO., INC. 


13 VINE STREET EVANSVILLE, INDIANA 











OFFICE LIGHTING 
continued from page 175 
of light directed to the ceiling in- 
creases the diffusion and tends to de- 
crease extreme brightness contrasts be- 
tween the fixtures and ceiling. Since 
this lighting system is proportionately 
more direct, it presents the same prob- 
lems of direct lighting —- shadows 
and reflected glare which can be 
solved in much the same manner. 
Area lighting, also called luminous 


ceiling lighting, extends from wall to 


wall and is another form of direct 


which is especially recom- 


oftices. A 


lighting 


mended ror large second 
structural 
light 


downward 


ceiling is set below th 


the 


serves as 


light 


ceiling and this 


source, dir cting the 
through louvers, translucent or refract 
ing glass or plastic These surfaces 
serve a double purpose by controlling 
brightness and 


diffusion Be 
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STEEL SMOKURN' 


and Sandurn 





No. 2990 
SMOKURN ® has hot- 
dipped galvanized in- 


ner 


No. 6000 
SANDURN. Stainless 
steel sand container 
and trim. Choice of 
colors. 


“CONTINENTAL” 





receptacie and 
Stainless steel 


grill 


and funnel. ‘‘Airlock’’ 
construction keeps 
odors from escaping. 


No. 202 


WALLURN. Contemporary de- 
sign in lasting satin chrome or 
rich bronze. Dump action 


All Lawson urns represent the finest in practical 
design — for beauty ... years of service... ease 
of maintenance. They’re made in popular styles 
and color combinations for hotels, theatres, office 
buildings, public institutions. 


It’s Lawson for ‘“‘longer life’ sanitary equipment. 


tHE F. H. LAWSON company 
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source is the whole ceiling rather than 
individual fixtures glare, for all prac 


tical purposes 


The 


and this is the second classification of 


is also eliminated. 
antithesis of direct is indirect 


artificial light. Indirect lighting is a 
100% of the 


from its source to the 


system whereby 90 to 


light is directed 
ceiling and upper side walls. From 
there it is reflected to all parts of the 
room. Characterized by high diffusion 
of light, systems result in a 


This 


diffuse quality is caused by the light 


indirect 


minimum amount ol shadows. 


reflected from the walls and ceiling 


which become, in eftect, the source of 
Naturally 


surtaces of light colors or the light 


light this system requires 


reflected will be inadequate. As they 


are a source of light, the ceiling and 


walls are equally a source of glare 
and care must be taken to avoid glossy 
finishes or overly-bright colors placed 
in the worker's line of vision 


be 


that the otherwise praiseworthy diffu 


directly 


It must remembered, however, 
makes it 


the 


sion of indirect 


lighting 


impractical for office areas where 


required 


| 


nmodail 


quantity of illumination is 


high. 


limited to dec 


ied light is usually 


orative eftects. 


Semi-indirect lighting sends 40 to 


60° of the light from its source to 


the ceiling and upper side walls, d 


recting the rest downward. The same 


considerations to walls and ceiling 


must be given when utilizing this sys 


tem as with indirect. More light reach- 


ing the working area and a higher 


footcandle intensity make semi-indi- 
rect lighting systems a popular choic« 
they 


Since a workable compromise 


between direct, with its greater and 
sometimes uncomfortable quantity of 
light, and the shadowless diffusion but 
low intensity of indirect. 

Area and luminous ceiling lighting 
may be classified as indirect when they 
by 


A form of indirect 


ure completely concealed their 


shielding materials 


lighting which is becoming increas- 


ingly popular as the office planner 


becomes more design conscious is cove 


lighting. It is a luminous ceiling 


border marily 


ally 


pri decorative and usu- 


supplemental to the principal 





lighting systems. While cove lighting 
finds its most frequent application in 
small or narrow rooms as an addition 
to special, localized lighting, it may 
be used around the perimeter or sus- 
pended in the central portion of large 
rooms to achieve uniform illumina- 
tion 

There exists one system of lighting 
which fits both categories, as might be 
deduced from its mame: direct-in- 
direct or general-diffuse. As its second 
name indicates, it distributes light 
evenly in all directions. Lower in both 
glare and extreme brightness, this 
system achieves a more efficient uti- 
lization of footcandle intensity than 
either direct or indirect, making it, 
where economy is a prime factor (as 
it usually is), an eminently practical 
choice for an office where the work 
done is of a general rather than spe- 
cialized nature and requires an aver- 
age number of footcandles. When the 
system 1s properly designed, its one 
drawback noticable shadows 
can be discounted 

Direct-indirect lighting is usually 


provided by opaque- or luminous- 
sided fixtures. The first named are all 
metal units in which the greater por- 
tion of light is directed upward. A 
small amount is reflected to the sur- 
face of the side panels making them 
slightly luminous. Fluorescent light 
fixtures with glass or plastic sides are 
classified as luminous-sided units. 
These panels transmit a great deal of 
light, however, and care must be 
taken in placement of these fixtures. 
They should be installed parallel to 
the desks so that the worker is not 
confronted with excessive brightness. 

All of these 


ments involved in 


interdependent ele- 
“good” lighting 
must be integrated within the system 
determined by the size of the area to 
be lighted and the kind of work to be 
done there and the budget avail- 
able. However, any client considering 
the design of an office will not pre- 
sent, for the most part, the designer 
with a forbidding budget, for such a 
client is aware that the increased effi- 
ciency of his employees alone will 


compensate for the initial investment. 


While maintenance properly be- 
longs in the realm of the office man- 
ager, the office designer would be 
defeating his purpose if he did not 
at least submit a reminder that the 
lighting system be “maintained in 
service.” For example, a system of 100 
footcandles, if not cleaned and re- 
lamped at scheduled intervals, will 
sink to almost half that level. 

But however many recommenda- 
tions are made, it must be remem- 


bered that there are ‘no hard and fast 
rules to follow in selecting a lighting 
system and that a margin or error, al- 
though made slight by continued re- 
search, still exists. This slight margin 
precludes guessing in selecting the 
kind and type of office lighting. All 
the elements that make up the “com- 
plete office” are so interdependent that 
the office planner should learn as 
much as possible about all of them; 
lighting is one of the most important. 
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Wesco’s “400” File Line Sells Itself ! 


WHISPERING EASY OPERATION 


Test the effortless operation of each 
drawer, assured by the elimination 
of axles in cradle design of six free- 
floating chrome-hardened steel 
balls and four free-floating rollers, 
plus six rubber bumpers per drawer. 


RIGID CONSTRUCTION 


See how the exclusive interlock 
welded joint construction of the 
“ladder type” front frame prevents 
spreading due to excessive heavy 
loads or strain. 


ADVANCED ENGINEERING 


Adjustable positive action compres- 
sors and easily controlled thumb 
latches are standard equipment in 
each drawer. 


COMPETITIVELY PRICED 


Available in 35 models—letter and 


widths —4 baked enamel 


legal 


colors. 


Write today for literature on Wesco's complete line of office furniture. 


(|55[Hep) WESTERN MANUFACTURING COMPANY 
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SMART...STURDY...SUPERIOR 
Hardware by NATIONAL LOCK 


standard and custom-designed pulls, locks, 
1ges, screws and bolts on your quality office 
ment. Experience in manufacturing hardware 
yineering abilities and diversified facilities 

re than 40 different O.E.M. markets... 
fications that make National Lock a leading 
to American industry. If you are an Original 


write today for more detailed information. 


NATIONAL LOCK 


INDUSTRIAL HARDWARE DIVISION » NATIONAL LOCK COMPANY ROCKFORD, ILLINOIS 
INTERNATIONAL DIVISION 13 E. 40TH ST., NEW YORK, N. Y. CABLE: ARLAB 


CASTERS « GLIDES « LOCKS e@ LATCHES e PU! e KNOBS e HINGES e FASTENERS . . . ALL FROM ONE SOURCE 


DESIGN SECTION 








PERIPHERY 


ntinued from page 192 


collaboration on the broadest basis. Our present casu- 
al way of solving problems of collaboration on 
large projects is simply to throw a few prominent 
urchitects together in the hope that five people will 
automatically produce more beauty than one. The 
result, as often as not, becomes an unrelated as- 
semblage of individual architectural ideas, not an in- 
egrated whole of new and enriched value. It is ob- 
vious that we have to learn new and better ways of 
ollaboration 

In my experience these call first of all for an un- 
prejudiced state of mind and for the firm belief that 
common thought and action is a precondition for cul- 
tural growth. Starting on this basis, we must strive 
to acquire the methods, the vocabulary, the habits of 
collaboration with which most architects are unfamil- 
iar. This is not easy to accomplish. It is one thing to 
condition the individual for cooperation by making 
him conform; it is another, altogether, to make him 
keep his identity within a group of equals while he 
is trying to find common ground with them. It is 
imperative, though, that we develop such a te chnique 
of collaboration to a high degree of refinement since 
it is our guaranty for the protection of the individual 
igainst becoming a mere number and, at the same 
time, for the development of related expression 
rather than of pretentious individualism 

There can be no doubt, of course, that the creative 
spark originates always with the individual, but while 
he works in close co-operation with others and is 
exposed to their stimulating and challenging critique, 
he never loses sight of the broader aspects which 
unite a team in common effort 

For the effectiveness of this kind of intimate team- 
work, two preconditions are paramount; Volun- 
tariness, based on mutual respect and liking; and ex 
ercise of individual leadership and responsibility 
ithin the group. Without the first, collaboration is 
mere expediency without the last, it loses artistic 
integrity. To safeguard design-coherence and impact, 
the right of making final decisions must therefore 
be left to the one member who happens to be in 
harge of the specific job, even though he has pre 
viously received support and criticism from other 
embers 

Considering the reservoir of rich talent and the 
wealth of technical and financial resources available 
today, it would seem that this generation holds all 
the aces in the age-old game of creating architectural 
form symbols for the ideas by which a society lives 
Only a magic catalyst seems to be needed to combine 
these forces and free them form isolation. I person- 
ally see this catalyst in the power of education; edu- 
cation to raise the expectations an ddemands a people 
make on their own form of living; education to 
waken and sharpen their latent capacities for creation 


and for cooperation 
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The best features of proven design and construction are 
incorporated into the new Boling 6400 Series. By utilizing 
steam bent component parts, maximum strength is 
achieved in the graceful curving lines of this series. Foam 
rubber seats (removable) over Flexibase webbing, 
optional cane or upholstered backs (removable), scuff 
plates, trouble-free factory installed plate-type casters are 
but a few of the quality features found in these handsome, 
comfortable chairs finished in natural walnut. 


best buy BULING 








No. 6458-UB No. 6413-CB No. 6411-CB No. 6414-CB No. 6410-CB 


Chairs for all businesses 


Our ff BOLING CHAIR COMPANY 
var SILER CITY, NORTH CAROLINA 
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office accessories wo. 100. When you sell the VALCO line you can 
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of beautiful repeal returns ... or calls from irritated cus- 
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spun aluminum Statesman thing!” VALCO accessories are lifetime! 
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AVAILABLE 
AT NO COST 


Write today for the com- 
Regal Sand Urn : plete folder that contains 
all specifications and price 
data of the complete VALCO 
Line. It’s designed to fit a 
standard file and includes 
separate reproductions of 
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PERIPHERY 


Ideas and comment 


The Magic Catalyst 


Fort) years ago, u 
many new windou 
he created the Bauhau 
On March 21 
University conferred 
orary Degree of D 
fers in recognition 
tributions to the de 
fle lds. In his acce pt d 
of which folle WW’), 
this plea for greates 
architects a sou) 
to the broader audi 
cerned with the 


environmenl 


Having been in th oss-currents 


the architectural develop: it for over 


half a century now, I find 1 in arch 
tect who wants to help mold the evolu 
tionary forces of his tit nstead let 
ting himself be overcon them, must 
distinguish between two s 

nents which are apt to influen 

his work. The first of 

human trends which 
society toward new p 
the second consists of contempot 
technical means and_ th individt 
choices of form expression which 
these trends to take shap 
tive to never lose sight first while 
getting embroiled with tl cond, b 
cause the architect is ot 
of losing himself in the 
nical stunts or in persor 
technical ntions and 


The great 
social developments of the last 100 years 
which set off such a stream of changes 
in our way of living and producing 
gradually established new habits. new 
standards, new preferences which have 
come to respect the unifying trends 
today’s general picture. Beginning with 
the discovery of the Bessemer steel and 
of Monier’s re-inforced concrete which 
freed architecture of the supporting solid 
wall and presented it with virtually 
limitless possibilities for fl 
ning, there has been a st 
toward a less rigid, less encumber 
of living and building. The skeleton 
structures enabled us to introdu the 


large window opening and the marvel 


today mis- 
which 


of the glass curtain wall 
used and therefore discredited 
transformed the rigid, compartmental 
character of buildings into a transparent 
“fluid” one. This in turn gave birth to a 
totally new, dynamic indoor-outdoor rela- 
tionship which has enriched and stim- 
ulated architectural design beyond meas- 
ure 

The Bauhaus was not concerned with 
the formulation of time-bound, stylistic 
concepts, and its technical methods were 
not ends in themselves. It wanted to 
show how a multitude of individuals 
willing to work concertedly but without 
losing their identity, could evolve a kin- 
ship of expression in their challenges of 
the day. It wanted to give a basic demon- 
station on how to maintain unity in 
diversity, and it did this with the ma- 
terials, techniques and form concepts 
germane to its time 

What now can be done by the in- 
dividual practicing architect to promise a 
greater measure of cooperation between 
those groups which contribute to the de- 
velopment of our visible world? 

I think we all agree a relatedness of 
expression and a consolidation of trends 
cannot be consciously organized in a 
democracy, but springs from spontaneous 
group consciousness, from collective in- 
tuition which brings our pragmatic re- 
quests and our spiritual desires into inter- 
play. I have tried for a long time, there- 
fore, to give more incentive to such a 


state of mind by developing a spirit of 


voluntary teamwork among groups of 
architects. But my idea has become al- 
most suspect since so many of my col- 
leagues are still wedded to the 19th cen- 
tury idea that individual genius can only 
work in splendid isolation. Just as our 
profession 50 years ago closed its eyes 
to the fact that the machine had irrefut- 
ably entered the building process, so now 
it is trying to cling to the architect as a 
self-sufficient, independent operator who, 
with the help of a good staff and com- 
petent engineers, can solve any problem. 
This, in my view, is an isolationist at- 
titude which runs counter to the 
concept of Total Architecture, which 1s 
concerned with the whole of our en- 
vironmental development and demands 

ntinued on page 189 





NEW M-15 Modulars give you more ways 
to customer satisfaction than ever before! 





Art Metal M-15 Modulars, with 18-, 24- and 30-inch components, now enable you 


to meet every customer requirement easily, efficiently and economically. 


Modular desks, work-stations, filing units, cupboards, drawer accessories, tops, 
pedestals, partitions, doors—all are included. They are engineered to provide 
efficient work-flow, to stand up under rough treatment and to allow your customers 


maximum freedom for speedy rearrangement. 


Write for complete information. Art Metal ART METAL, INC. Jamestown, New york 


USA 





New Heyer Conqueror Paper Folder ... 


lets you do to things at once! 


Don’t confuse this with any folding machine you've ever seen, 
because this one is different . . . it runs itself! At the touch of 

a lever, the new Heyer Conqueror Paper Folder automatically 
feeds, folds, counts and stacks 110 sheets a minute and stops 

when the last sheet is fed. 

You can leave this fine production machine unattended while it 
automatically folds printed pieces as they come from your duplicator 
or offset press! This means getting your mailings out immediately, 
without the costly, time-consuming operation of hand-folding. 
Now you can fold letters, invoices, statements, even multiples 

of 6 or 8 sheets stapled together, quickly, effortlessly on the 

new Heyer Conqueror Folder. 


No question about it . . . this machine will quickly pay for itself! 


AVAILABLE IN TWO MODELS 


Model EF-1—Completely Model HF-1—Automatic 
Automatic Electric, $299.50* Feed, Hand Operated, 
*Plus F.E.T. $199.50* 
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THIS FOLDING MACHINE IS DIFFERENT—THIS ONE RUNS ITSELF! 


SY ‘a 
Makes ail Adjustable Two quick - set First fold plate Counts 
standard folds ... Turn a dial... feed wheels . . . fold controls . .. instantly removable as it folds... a perfect stack... 


invoices, state- for non-skip feeding grasp paper at outer at top of machine for fast clearance highly visible re-set conveyor belt deposits 
ments, advertising of thin, medium, edges—do not adjacent to perma of paper jams counter shows accu folded sheets in neat stack 
literature, even coarse, glossy or smudge printed nent instructions should they occur rately how many sheets in adjustable receiver. 
stapled sheets heavy papers, 3 x 5” area and fold diagrams have been folded Turns off automatically 

to 9 x 17” in size when last sheet is fed. 
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